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A new chrome-plated Green Thumb trowel 
FREE, if you answer 3 quick questions 


We make this offer to all recognized dealers: Just mark your answers, clip this to your business letter or bill 
head and mail to us. We will send you a beautiful new chrome-plated Green Thumb garden trowel — the 
biggest seller in our 1960 chromed small tool line. 
















You can now get American-made garden tools and shovels that TRUE FALSE 
compete in price with Japanese and German-made tools. 








(Ask your Union Fork & Hoe Co. wholesaler to show you Yard 'n Garden 
basic garden tools and Made-in-America shovels. Made by American 
workmen, they meet and beat foreign tools for service and low-low price.) 





























The smart merchant uses these low priced tools for promotion, 
then sells up to higher quality to make his proper profit. 




















. , TRUE FALSE 
Many more people can be sold up to better quality tools if 


you show them what they get for their money. 





(To help you to sell up, our low 
priced tools now carry compari- 


















eee, son labels showing the superior 
enenibaties construction and guaranteed satis- 
lige faction offered in top quality 
@ gver teed . 
contin, aoe Our Green Thumb garden tools.) 
Gettnw THUMS = 


THE UNION FORK & HOE COMPANY 
Columbus 15, Ohio 
Also Mokers of 
FLEX * BEAM Forks © RAZOR-BACK Shovels 
RED HAWK Farm ond Garden Tools 














For gardening — and selling to gardeners 
nothing succeeds like a Green Thumb . . . 
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pisPLAY HODELL DOG CHAINS ror your snare 


In every community... on the farm, in the suburb or in the city 
... the dog population is increasing. It’s a ready market for 
Hodell Dog Chains... but you’ve got to display them so your 
customers will buy them. 

Hodell Halter and Dog Chains come completely assembled, with 
steel swivel snap, ring and toggle. Packed 6 or 12 to a carton, 
according to size. You can also order Hodell kennel and exerciser 
chains, dog couplers, chain choke collars. 

For complete information on the complete line of Hodell welded 
and weldless chains, ask your distributor or write for the 
Hodell Catalog. 
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Get fast sales action with these new assortments of Hodell Dog Chains 
with bright red, green and yellow plastic handles. Then .. . display them for 
fast sales on this attractive Hodell Dog Chain hanger. Each display comes 
complete with 12 chains and 2-color metal hanger. Assortments with 
metal handles also available. 
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HODELL CHAIN COMPANY, Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 
ast id Cf ea / Fasteners 4 v4 Hodel!l Chains /p Chester Hoists 


Y 








SOUTHERN HARDWARE is published monthly at 116 E. Crawford St., Dalton, Ga, by W. R. C. Smith Publishing Company, Dalton and Atlanta 
Subscription price in United States and possessions $1.00 per year 
Entered as second-class matter at the post office, Dalton, Georgia, under the Act of March 3, 1879 


Volume 128 Number 10 


Postmaster, Send notices by Form 3579 to 806 Peachtree St., N. E., Atianta 8 Ga 








TAKES OFF 


ITS HAT 
TO NOBODY! 


—_ 
— 
nee 
_— 
_—_— 
—- 
—_ 
all 
— 


Machine, lag, and carriage bolts. 
All sizes. Quick delivery from stock. 


a STEEL COMPANY, BETHLEHEM, PA 


ehem Steel Export Corporation, 


BETHLEHEM STEEL 
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All-New! 


aa 


¥ a POWER 


SAW 


WITH 
REVOLUTIONARY 
NEW 
MODEL PN hee] F wals 
SAFETY 
CLUTCH 


AT LAST...A QUALITY BIG SAW 
DESIGNED AND PRICED TO OUTSELL ALL OTHERS! 


SELLS SO MUCH BETTER BECAUSE Never before have you been able to offer a quality 


7” saw with all these features at anywhere near this 
THERE’S so MUCH MORE To SELL! low price! This brand new Shopmate beauty is just 
loaded with SELL! There just isn't another saw in 
its class! Nationally advertised in the Saturday 
Evening Post, Life, Popular Science, Popular Me- 
chanics and other powerful publications. Write for 


Big 7” blade cuts full 242’ at 90°! 

Easily cuts full 2 x 4 at 45°! 

Exclusive new automatic safety clutch far superior to all 
others — Eliminotes “kick-back’’, 

increases saw life up to 15 times! full details today! 
Powerful 7.0 amp. Series AC motor! 


Easy bevel and depth-of-cut adjustments! 

Self-lubricating bronze bearings! HOP R o'r 
Large turbo-internal fan! ’ : 

Dynamically balanced armature! SUGGESTED RETAIL mail to: George Weatherby, Sales Manager 
Lower guard retracting lever! soerpengeen ae VOCKS, WNC. SH109 
Adjustable graduated rip guide! 4 550 W. Cord S., Chicago 38, 


4 Send me full details on the all-new Shopmate Model SC-7100 
Weighs only 11 pounds! : . 


7” Sau , 
Handsome silver luster finish! 


Name_ 

Firm Name 

0 ES , _ 
EE __——— i= 
My Preferred Distributor 


PORTABLE ELECTRIC TOOLS, INC. 
320 WEST 83RD STREET — CHICAGO 20, ILLINOIS 
In Canada: 452 Birchmont Road, Toronte 13, Onteric! 
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ROPE-SELLING, 
PACKAGED 
SALESMAN 


Here’s a handy sales carton that’s ready to go to 
work for you the minute it’s put on display. 

Plymouth’s SQUARE-PAK is the latest in self- 
selling package designs. Bright and colorful it calls 
attention to the rope needs of your customers, and 
makes it easy for you to serve their needs. 

Rope comes in multiples of 500 feet . . . feeds from 
top or front of the SQQUARE-PAK. What’s more, 
the rope is marked every ten feet with a distinctive 
Plymouth-developed mark that does not disfigure 
the rope. You simply cut and dispense the length 
of customer’s order. SQUARE-PAK will really help 
you rope in profits—faster. See your Plymouth rep- 
resentative today. 


PLYMOUTH 
CORDAGE COMPANY 
Plymouth, Massachusetts 
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BUSINESS TRENDS 


> Business Picture 


As the steel strike entered its tenth week there was no visible break in 
the determined front of management and labor. Thus far the nation's 
economy has withstood remarkably well the shut down of a key industry. In 
fact, during the strike to date the economy has been marked by near-record 
levels of employment, income and retail sales. Production has been at high 
levels also, but from now on the squeeze will hurt as stockpiles of steel 
are exhausted. Shortages in many consumer durable goods will begin to 


crop up. 

















> New Boom 


Once the steel strike is settled business will begin a new ex- 
pansion that will move to even new record highs. There will be a 
solid base from which to launch this new boom. In midsummer more 
than 674 million persons were at work, an all time high. Personal 
income soared to a record annual rate of $384.1 billion. And de- 
spite the strike the consumer was not lacking in confidence in 
the future. Installment loans in July exceeded 4.1 billions—also 
a@ new high. 














> Construction 


The topping may be off the construction boom. But even with a let-down the 
volume will be big. Rate of home building early in the year was just shy 
of an all-time record. In August the dollar rate of home-building was at 
21.9 billions. "Tight" money again is having its effect on building ac- 
tivity. 











> Legislation 


They were busy on Capitol Hill as this Congressional session 
neared its final days. Congress passed a labor reform bill which 
puts an end to "blackmail" picketing (the practice of picketing 
an employer to compel him to put his employees into a union) and 
provides protection from "secondary boycotts" (striking one busi- 
ness as a means of stopping it from doing business with another). 
Congress also passed a bill which exempts out-of-state companies 
from State taxation. Under the new bill, a state can tax income 
earned within its boundaries by an out-of-state firm only if that 
company has an office, warehouse or some other facility within 
that state. 

















> Farm Income 
Though farm prices have declined somewhat this year cash receipts from 





marketings is offsetting lower prices. In the seven month period, January- 
July cash receipts totaled $16.6 billion, about 1% below a year ago. 





(See page 10 for current report on wholesale hardware sales.) 
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HARPER'S WEEKLY-—OCTOBER 14, 1671 


WIZDORPP- ERED Chain...A Vital Link 
In America’s Progress Since 1864 


When this sketch of the levee at St. Louis was made in 1871, 
Nixdorff-Krein* had been manufacturing chain in St. Louis for 
seventeen years. If we could look a little closer, chances are we 
could see Nixdorff-Krein chain on the job, even then. Time has 
transformed St. Louis into a mid-American metropolis—but 
time has not changed the undeviating quality of NIXDORFF 


chain—proven on the job for over 100 years. 


'NIXDORFF NIXDORFF -KREIN* MANUFACTURING CO. 


916 HOWARD STREET - ST. LOUIS 6, MISSOURI 


*KREIN rhymes with FINE 


SINcE 1654 


WELDED AND WELDLESS CHAINS/CHAIN ASSEMBLIES/CHAIN SPECIALTIES/WAGON AND TRUCK HARDWARE 
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NEW REELS PFIUEGER 
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New 


PFLUEGER 














GRABLER pipe fittings can save you money! 


You owe it to yourself to take advantage of the many cost saving factors 
Grabler pipe fittings offer. Grabler fittings come to you in easy to handle cartons 


plainly marked. They are easier to stock and use. Packaging keeps them clean and instantly useable. 
Start saving money by standardizing with Grabler package protected pipe fittings 


Sere eee GRAB LER SQUARE “GEE” 


New York ¢ 
Atlanta © Pittsburgh © Cincinnoti * Dallas 


Chicogo * St.Lovis * Detroit * Denver PIPE FITTINGS 


Minnecpolis * San Francisco * Los Angeles 
ORDER A SUPPLY FROM YOUR WHOLESALER TODAY 


‘The GRABLER Manufacturing Co. * 6565 Broadway * Cleveland 5, Ohio 





INDUSTRY NEWS 


Kraeuter Appoints Buhler 
as Sales Vice-President 


AT THE ANNUAL meeting of the 
board of directors of Kraeuter & 
Co., Inc., Newark, N. J., Joseph E. 
Buhler was made vice-president 
in charge of sales. 


Joseph E. Buhler 


Buhler joined the Kraeuter Co. 
in November 1945. He was sales 
representative for New York and 
New Jersey until 1956 when he 
was made sales manager. 


. 


Black & Decker Co. 
Names New Appointees 


THE Biack & DecKER Manufac- 
turing Co., Towson, Md., recently 
appointed John F. Apsey, Jr. to 
the newly-created position of di- 
rector of public relations, and 
concurrently announced that G. 
Harvey Porter has been named ad- 
vertising manager, the post for- 
merly held by Apsey. 

Donald F. Reno was appointed 
assistant advertising manager, 
Hardware Division. 


Apsey has been with the com- 
pany since 1927; Porter, since 1952. 


* 


J. W. Murchison Co. 
Elects New Officers 


THe J. W. MurcHison Co., 
wholesale organization in Wil- 
mington, N. C., amnounces the 
election of the following officers: 
Dr. D. R. Murchison, Sr., president; 
R. D. Waddell, vice-president; D. 
R. Murchison, Jr., treasurer and 
general manager; and John R. 
Murchison II, secretary. 
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Atkins Elevates Sheppard 
to Hardware Sales Post 


FRANK S. SHEPPARD was elevated 
recently to the position of Atkins 
Hardware sales manager, as an- 
nounced by Robert V. Merrell, 
general sales manager of Atkins 
Saw Division, Borg-Warner Corp., 
Ind. 


Frank S. Sheppard 


Sheppard joined the Atkins or- 
ganization in 1917 in the Handsaw 
Manufacturing Department, and 
has advanced through various po- 
sitions in the manufacturing, fi- 
nancial, sales, and service depart- 
ments. 


Linen Thread Group Meets in Alabama 


A three-day national sales conference, under the direction of Howard C. Johnson, 
sales manager, was held recently by The Linen Thread Co., Inc., in Blue Mountain, 
Ala. Those attending included: left to right, top row, George Pollock, Ed Vierling, 
Lyman Payne, Ernie Simpson, Bob Myers, Wilfred Hall, Frank Amero, Al Williams, 
Tom White, and Everett Herron; left to right, second row, Allen Levett, Dick 
Finn, Frank Flewelling, Bob Johnson, Roger Hewins, Ralph Mallard, Howard 
Anderson, Bill Cowan, Bob Young, John Hughes, and Don Dyk; bottom row, seated 
left to right, Dale Richardson, Walter Marr, Lyle Stevenson, Howard Johnson, 
R. S. Jenkins, Dave Malcolm, Al Rodenhiser, Ralph Levie, Dick Moyer, Jim Hane, 
and Jim Wade. Sessions were held both in Birmingham and Blue Mountain. 
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Best... 7 ° 
Next to Brass 


Aoun- 


A BRAND NEW METAL THAT 


SHERMAN 


“LONG GRIP” AER “sHorrer STOPPER” 
CLINCHER COUPLING — Fee HOSE GOODS CARD 


é . d eryt : MERCHANDISER 
‘Sheum RE-USABLE 
COUPLING PS So featuring 

“Stomn-alley’ , cally 
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© ASK YOUR JOBBER REPRESENTATIVE ABOUT 


' 
re 
x 


See us in Booth 771 at the National Hardware Show; 
Booth 149 at the Mid-America Show! 


Youll do bitter with sip weap 05 YLONA beat | 
a J 
H. B. SHERMAN MANUFACTURING CO., Battle Creek, Michigan 
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INDUSTRY NEWS 


Sandvik Salesman Visits 
Home Plant in Sweden 


E. C. PHILLIPs, veteran Sandvik 
Saw & Tool salesman, recently re- 
turned from a business trip to 
Sweden, home of the Sandvik Steel 
Works. 


E. C. Phillips 


In addition to visiting the Sand- 
vik plant, Phillips also toured the 
factories of C. O. Oberg and E. A. 
Berg, manufacturers of Swedish 
hand tools who are represented in 
this country by Sandvik. 

Phillips, who covers most of the 
South Atlantic states, is a resident 
of Sanford, N. C. 


na 


Gene Smith Selected 
for Who's Who Listing 


A VERY DISTINCT honor was be- 
stowed recently upon W. E. “Gene” 
Smith, president of Oklahoma 
Hardware Co., Oklahoma City. He 
has been selected and listed in the 
Marquis South, & Southwest edition 
of Who’s Who. 


° 


Kordite's Dealer Sales 
Contest Opens October 1 


THE KorDITE 1959 Dealer Sales 
Contest offering a free trip to 
Mexico for 10 days for two, all ex- 
penses paid, begins October 1, ac- 
cording to the Kordite Corp., Mac- 
edon, N. Y. 

The trip includes jet flight to 
Mexico City, tour of the city, full 


10 





week in Acapulco, side trips to 
Taxco, famous colonial silver town, 
and Cuernavaca, site of Cortez’s 
Palace. 

The contest is open to all Kor- 
dite dealers in the U.S.A. To enter, 
the dealer buys one roll of Kordite, 
a polyethylene roll sheeting for 
construction, and receives coupon 
entitling him to participate in a 
drawing held on November 16 at 
Kordite’s booth at the NRLDA 
Building Products Exposition in 
Cleveland. H. J. Blackstock, pres- 
ident of the NRLDA, will draw the 
winner. 


(Continued from page 8) 


Dura Corp. Purchases 
Buch Manufacturing 


PURCHASE OF the plant and busi- 
ness of Buch Manufacturing Co. of 
Elizabethtown, Pa., manufacturer 
of rolling lawn and garden tools, 
by Dura Corp., formerly Detroit 
Harvester Co., was revealed re- 
cently. 

The acquisition was announced 
simultaneously in Detroit by J. 
Thomas Smith, president of Dura 
Corp., and in Elizabethtown by 
Jesse Lane, president of Buch 
Manufacturing. 


Sales Increase Continues for 
Southern Hardware Wholesalers 


SALES BY hardware wholesalers 
in all geographical sections of the 
South increased again in August. 
Average sales by Southern distri- 
butors have shown a gain each 
month in the year over the 1958 
month. 

The monthly survey conducted 
by SOUTHERN HARDWARE re- 
vealed that the sales gain in Aug- 
ust was greatest in the Southwest, 
wholesalers in that region report- 
ing an average rise of 9.2%. 
Southeastern wholesalers were 
next with an average gain of 6.- 

%, followed by the average in- 
crease of 3.6% in the Mid-South. 

Even more impressive are sales 
for the year’s first eight months 
which average 11.7% ahead of the 
1958 period. For the year to date 
the increase in sales has been al- 


most uniform in the three geogra- 
phical regions. The average gains 
are as follows: Mid-South, 12.8%, 
Southwest, 12.1%, and Southeast, 
10.3%. 

For the entire South the aver- 
age number of days’ business on 
the books in August was 46.5. The 
Southeast led with an average of 
55 days. The Southwest was next 
with an average of 46.9 days, 
while the average in the Mid- 
South was 36.3 days. 

Inventory levels moved up again 
in August, the heaviest gain being 
the average 14.5% in the Mid- 
South. Southwestern wholesalers 
reported an average hike of 10% 
as compared with the 5.2% in- 
crease in the Southeast. For the 
entire South, the average gain was 
9.9%. 





GEOGRAPHICAL | 
DIVISION 


from 


+ 6.4 
+3.6 
+9.2 
+6.7 


SOUTHEAST 
MID-SOUTH 
SOUTHWEST 
ENTIRE SOUTH 





WHOLESALE HARDWARE SALES AND INVENTORIES 


| SALES 


Percent Change 


| Aug. 1959| 8 Months ‘59 | 
from 
Aug. 1958 8 Month ‘58 | 


+10.3 55. 

+12.8 36.3 
+12.1 
+11.7 46.5 


INVENTORIES 


No. Days’ Percent Change 


——j} Business 
Aug. 1959 
on the Books 

from 


Aug. 1958 


+ 5.2 
+14.5 
46.9 +10.0 
+ 9.9 


| 








Geographical divisions: Southeast (W. Va., Va., S. C., N. C., Ga., Fla.) Mid-South (Ala., 


Tenn., 


y., Miss.) Southwest (La., Ark., Okla., Tex.) 
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BIGGEST VALUE og woop BORING POWER BITS... 
{ 


& ZIP BIT 


packed with consumer buy aePe i for faster turnover 





\/ FREE 


Self - Goin Diaplay 


with 20 Z/P BITS 


Powerful new selling combination . . . colorful 
all-metal display with GREENLEE ZIP BITS in- 
dividually carded for self-service . . . and priced to 
sell at 60c, 65c, 70c with good markup! Complete 
range of sizes . .. one each %6", Ke", He", 'Yo", 
16", Hie”... two each 4", %", 2", %", %", 
%", 1". Sizes boldly labeled for instant selection. 
Complete display takes only 15” wall space 

. attracts attention, adds extra impulse sales. 
Dealer cost $8.57 ... retailyalue 20 ZIP BITS 
$12.85 ... dealer profit $4.28. 











” 


Choice of three popular sets to boost 


your ZIP BIT volume. Nos. 33M-6 and 
33M-11 include free metal workbench 
t rack for your customers. Set packaged 


No. 33M-11 No. 33R-6 in colorful display carton with clear ace- 
No. 33M-6 with free workbench rack Contoins six ZIP BITS tate cover for customer inspection and 
with free workbench rack Conta 11 ZIP BITS .. . one each %”, self-service. No. 33R-6 in plastic roll 


Contains sin = BITS .. . one each 4” He", Va", Va", Ye", Ve", Ha", "Me", He", io desatihe plattie cal for toolbox use. 
Ya", %e", He", Ze", 1". List price $3.90. %.", . List price $7.15. List price $3.90. 


fe Individually Conded zepesrs | zip esr Exonion 


Open stock ZIP BITS to fill in your Self-Service Display. New 12” Bit Extension with ex- 
Individual carding also lets you display ZIP BITS on clusive nonslip hexagon shank. 
pegboard and counters. No. 33 in 13 fast-selling sizes: Gives extra reach for all 4" elec- 
V4", Ko", ¥", Ko", 44", Xo" —list price GOc. Sizes %", Yio", tric drills. Holds any bit with 4" 
%"—list price 65c. Sizes !%o", %",)%e", 1° —list price 70c. shank. No. 901. List price $2.00. 


ORDER FROM YOUR WHOLESALER NOW 


GREENLEE TOOL co., 1865 Columbia Avenue, Rockford, tll. 








INDUSTRY NEWS 





GOOD NEWS! Jobbers and deal- 
ers reporting increased business 
instead of a decrease this time of 
year ... What a pleasant switch... 
Ran into various shapes and sizes 
of manufacturers’ reps in Memphis 
during the third week in August... 
We were there attending and par- 
ticipating in the hardware dealers 
show put on by Orgill Brothers, 
Stratton-Warren, and various other 
wholesalers in Memphis... 

We congratulate William M. 
(Bill) Huie, vice-president and 
buyer for Beck & Gregg Hardware 
Co., Atlanta, Georgia, Mr. H. is the 
newly elected president of the 
Sporting Goods Jobbers Associa- 
tion . . . Well-known in the sport- 
ing goods and hardware circles, 
Huie came to Beck & Gregg 28 
years ago, has three children, two 
boys and a girl. . . all graduated 
from college and married . : 
Stell, the older son is a successful, 
practicing attorney in Atlanta... 
Barbara, who majored in music, is 
now married and living in Baton 
Rouge, Louisiana . . . Jerry, the 
youngest son, just graduated from 
Emory University ... right now 
awaiting call from the Navy for 
officers’ candidate school this fall 
. . » Bill can be rightfully proud 
of his fine family . . . Just 40 years 
ago he went through the Shrine, 
and at that time was master of his 
Mason’s Lodge . . . Many friends 
will be glad to know Mr. H. is at 
the same old stand, doing business 
every day. 

The many friends of Bob Fye, 
representative for the Ridge Tool 
Co., will be glad to know his at- 
tractive and lovely daughter, 
Marilyn, was married to William 
Sell on August 14th... Mr. Sell is 
with Continental Can Co. ... The 
young couple will live in Atlanta, 
and we wish them the best of 
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Swinging Around 
The Southeast 


ecececeeFry-Holbrook & Associates eoe oe 








BY DAN M. FRY 


Atlanta, Ga. 


everything . . . Incidentally, Bob 
also is a grandfather ... His 
daughter Beverly has a nice baby 
boy named Edward Dean... This 
news proves that one can be young 
and good looking, and also a 
grandfather ... Bob! You owe us 
two dollars. 

Len Smith, representative of the 
New York Wire Cloth Co., and 
family toured North on their va- 
cation... . Judson D. Yerkes, Sr.., 
Florida Hardware Co., Jackson- 
ville, Florida, has been on the sick 
list . .. making good recovery... 
Ran into Buck Newell the other 
day .. . Buck travels for the Dis- 
ston Saw Co., and headquarters in 
Florida. 

It looks like the Southeastern 
territory will be well represented 
at the National Hardware Show in 
New York City ... yours truly has 
run into quite a number of people 
who plan to go... Then on to At- 
lantic City to the National Con- 
vention. After a week’s walking 
through the Coliseum in New 
York, attending meetings, etc., At- 
lantic City is a welcome thought 
... It takes at least a day or two 
for those old dogs to cool down, 
and there is no better spot to cool 
them down than good old Atlantic 
City and the Boardwalk. 

Marvin May. salesmanager for 
C. M. McClung Hardware Co., 
Knoxville, Tennessee . . . was an 
observer at the Beck & Gregg 
dealer’s show in Atlanta .. . The 
Southern Hardware Golf Associa- 
tion will meet again this year at 
the Mid Pines Club, Southern 
Pines, North Carolina, October 
29th, 30th and 3l1st. ... Hardware 
wholesalers in the Southeastern 
territory who do not belong to this 
association should join . . . it’s fun, 
and you will meet many men in 
your business to swap stories with 


(Continued from page 10) 


. wholesalers interested should 
get in touch with Hank Worthing- 
ton, secretary, Southern Hardware 
Golf Association, Garrison, Mary- 
land . . . See you next month! 
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Store Equipment Firm 
Opens Atlanta Branch 


A NEW DIVISIONAL office and 
showroom has been opened in 
Atlanta, Ga., by The Bulman Corp., 
Grand Rapids, Mich., store equip- 
ment manufacturer, according to I. 
C. Folger, vice-president. 

Located at 31 Third St., N. E., 
the new divisional office will be 
known as The Bulman Corp. of 
Georgia. The branch office will 
serve retailers in Georgia, North 
and South Carolina, and in parts 
of Virginia. Joseph Conn, who has 
over 35 years of experience in the 
store equipment field, has been 
appointed sales manager of the 
factory branch. 





Joseph Cohn 


In addition to enabling retailers 
in the respective states to buy steel 
self-selection store fixtures direct 
from the new factory branch, a 
full range of services, embracing 
every aspect of store engineering, 
will be offered. These services in- 
clude: market and traffic-flow 
analysis; merchandising; store lay- 
out; custom department design; 
color and lighting coordination; 
store front recommendations; elec- 
trical and plumbing details; and, 
financing and lease plans. 

Cohn’s staff will include fac- 
tory-trained personnel. The com- 
plete line of Bulman store equip- 
ment will be on display throughout 
the year in the showroom. 
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INTRODUCING 


A NEW, EXCLUSIVE, COMPLETE LINE 
OF GLADDING “GREX”* TACKLE BOXES 





the finest ever made 





The W. R. Grace Company's “Hallmark” label | 
: tees that each b d 100% high : 
Now! Tackle boxes that won’t shatter, won’t break, will float be- Jonsity ORE x oslies - "verbo made of To hig had 


cause they’re made of GREX, unbreakable 100% high density 
rigid polyethylene plastic. Thanks to GREX, the finish of these 
tackle boxes cannot be stained or softened by battery acid, engine 
oil, gasoline, reel grease or other liquids harmful to ordinary guaranteed by the 


plastics. What’s more, GREX is unaffected by extreme heat or cold. 
B. F.GLADDING COMPANY 


And this new plastic is exclusive with Gladding for tackle boxes! 

But that’s not all. Gladding GREX Tackle Boxes are fitted through- famous for quality fishing lines since 1816 
out with solid brass links, pins and rivets. Trays have cantilever 
action. And there’s a complete line of 5 sizes with a wide assort- 
ment of tray arrangements in 3 lustrous, sun resistant colors. 
For prices and detailed specifications of sizes and tray arrange- 
ments, write 

*Registered Trademark for W. R. Grace & Company's Polyolefins 


B. F. GLADDING & COMPANY - SOUTH OTSELIC, N.Y. 


Ur 


iF IT'S GLADDING IT’S GUARANTEED 


SOUTHERN HARDWARE for October, 1959 For more information use Handy Return Card, Page 87 13 








PLUMB PRMABOND 


ASSEMBLY 


a A M M E ke keeps handles tight. 


A Plumb scfety 


NON-BREAKABLE metas 


FIBER-GLASS HANDLE 


STRONGER THAN STEEL 
— with the HICKORY FEEL 


@ Will not collapse, bend, rust, rot or corrode 
@ Guaranteed non-breakable in normal use 


@ Non-Slip Neoprene-Covered Grip 


FAYETTE R. PLUMB INC., PHILADELPHIA 37, PA, 
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THIS WON'T STAY FULL LONG (IT NEVER 





The all-metal display comes FREE with the 
48-file basic assortment—in Black Diamond 
brand, order BDH-48 Assortment. Display 
stands on counter or hangs on pegboard. 































* 









HANGS ON WALL 










STANDS ON COUNTER 





en ar i 


HERE'S WHAT'S IN THE ASSORTMENT | 


This is a full, fresh assortment of 48 of the most popular 






hardware files. The display won’t stay this way long. Cus- 







. . Dealer cost Suggested 
tomers take one glance at the handsome Hi-Impact plastic Quantity Type per dosen retail, each 









handle (so new, so different customers can’t resist a close 6 10° Mill Bastard $8.40 = $1.05 
. . ‘ 6 8” Mill Bastard 6.80 85 
look ). ; read ¢ ses s 1 on the 
ook They read all the uses for the files printed on the . 9° 0am Genter “pe ‘" 
bright orange cards. They like the fresh appearance of files | 6 6” Round Bastard 6.00 75 
under gleaming, air-tight plastic. The file inside is factory 6 6” Slim Taper 5.20 65 
fresh and really says so. The price is right, too, especially 6 6° X Slim Taper 5.20 6 
when you consider the handle’s part of the deal. That d . eo ee. Sao pos 
‘ : ‘ al. The s 
y . ois gg di tad guages 6 7” XX Slim Taper 6.00 75 





it. Another sale is made—and another—and another. Soon i ad ell . i 
9 , nd here's what you get from it... 
there are 48 files gone. And you've got $12.10 in effortless, 


: é k : ; | Assortment Cost to Retailer . . . . $24.20 

extra profit in the till. You will, that is, after you order from ~* | Retailer's Selling Price. ..... . 36.30 

your regular Black Diamond file distributor. Call him now | RETAILER'S PROFIT....... $12.10 
. or write him. ' 7 : andl 


BLACK DIAMOND —» 


NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND 
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INDUSTRY NEWS 


In THE Southwest, we can con- 
sider ourselves very fortunate this 
past summer .. .the 100 degree 
mark was reached for the first 
time the latter part of August. 

Joe Wood of Corpus Christi 
Hardware Co. was getting his desk 
cleaned up as he planned a well- 
deserved rest at Lake Corpus 
Christi with the family . . .Corpus 
Christi Hardware has had its own 
turnover plan in operation for 
some time, so among other things 
Joe is now getting this in book 
form so it will be available for 
study among their dealers. . . Also, 
they are now in the process of re- 
modeling their general offices. 
Hope you made it, Joe. 

Ken Dane of Stanley Tools was 
the proud father of an 8% pound 
boy in July . . .The night life was 
beginning to show up on Ken but 
he reports that mother and baby 
are doing fine. 

Received notice that Mr. L. C. 
Magee, former general manager 
and purchasing agent for Fuqua 
Hardware Co., Baton Rouge, passed 
away .. .He had been associated 
with Fuqua for 23 years. 

Walter Ryland, president of Fox 
Bros. Hardware, Pine Bluff, visit- 
ed his daughter in Wilmington, 
Delaware this month. . .Col. R. H. 
Baker of Fones Bros. Hardware 
Co., Little Rock, planned a Florida 
vacation in September. . .Hope the 
fish were biting. 

W. M. “Bill” Anderson of H. C. 
Stearns Hardware Co., Hot 
Springs, reports progress to be 
slow on the company’s new ware- 
house. . .Bill is having to take life 
a little easier these days and can 
spend only a part of each day at 
the office. 

Bill Hughes, sales manager of 
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Southwest Ramblin's 


By RUSS BAITY 
Divisional Manager 
Dallas, Texas 
J. Wiss & Sons Co. 


Williams Hardware, Ft. Smith, was 
busy on floor plans for their fall 
show. 

Gene Smith and his crew at 
Oklahoma Hardware Co. reported 
another successful fall show. 

Darrell Manley has moved up 
from executive vice-president and 
general manager to president of 
Briggs-Machinery Co . . .He has 
been with them for 1142 years. 

With the summer months and 
vacations now behind us, we can 
settle down and look forward to 
making this the greatest fall sea- 
son ever .. .See you next month. 


* 


Three Appointments 
Made by Belknap 


AT ITS ANNUAL stockholders 
meeting, Belknap Hardware and 
Manufacturing Co., Louisville, Ky., 
elected J. A. Shearer to the posi- 
tion of assistant treasurer, accord- 
ing to Russell Procter, president. 


(Continued from page 12) 


Simultaneously, R. B. Bondurant 
and R. H. Fuchs were elected to 
the board of directors. 

The new assistant treasurer is 
sales director of Division 1 which 
comprises the state of Kentucky. 
He has served as a member of the 
board since June 1957. 

Bondurant is sales director of 
Division 5 which comprises the 
states of Texas, Oklahoma, Louisi- 
ana, Kansas, Arkansas, Iowa, 
Missouri, and New Mexico. 

Fuchs started with the company 
in 1917 and is buyer of Depart- 
ment 3, Plumbing Goods. 


a 


Yuba Announces Two 
Sales Appointments 


JAMES A, HALLETT recently was 
named vice-president, sales, of 
Yuba Power Products, Inc., Cin- 
cinnati, a subsidiary of Yuba Con- 
solidated Industries, Inc. Concur- 
rently, it was announced that Ken- 
neth G. Woolley, former sales 
manager of Yuba Power Products, 
has been appointed assistant di- 
rector of sales for Consumer 
Products, Yuba Consolidated In- 
dustries. 

Hallett formerly was vice-presi- 
dent, sales and service for Kiek- 
haefer Corp., general sales man- 
ager of National Presto Industries, 
division sales manager for Kendall 
Refining Co., and systems coordi- 
nator for Pan American World 
Airways. 

Woolley was field sales manager 
for Magna Power Tool Corp., Men- 
lo Park, Calif., when Yuba acquir- 
ed the firm in 1958. 


R. B. Bondurant 
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the improved tornado hinge 
built to battle a 2OO mph blow 
and still come back swinging! 


Hager’s Twister Resister 
sells itself for any and ali 
outdoor applications 


SHED 

BARN 

CYCLONE CELLARS 
HOUSE 

GATES 

ON THE FARM 
OR IN THE CITY 


NO SAG 


hinge won’t shear from gate 














NO BREAK 








withetemde 1495 When violence struck St, Louis at 2:15 a.m., Feb. 10, 

pound “load” per hinge 1959 . . . 4,000 buildings suffered $12,000,000 damage. 
But note the Hager Hinges keeping the door in 
perfect alignment with its frame. 


























RUST-RETARDIN 
ao Cea EVEN A 200 MPH TORNADO WON'T MAKE IT WILT! 


protective oil and wax Just how husky is Hager’ ed TWISTER 
: aaa , ust how husky is Hager’s new, improv 
ee rest Se on RESISTER? Civil Engineers calculate that the shearing 
force of a 200 mph tornado on the hinges shown in the 
illustration was at 1,040 pounds per hinge, 

















. ‘ And Still They Held! 
Don't ask for “Strap or T"—Hinges . . . get Hager According to impartial tests by an independent testing 
TWISTER RESISTERS Laboratory these 6” Hager Hinges will withstand an 
additional 455-pound load before failure. Ordinary or 
extraordinary loads just can’t faze this huskiest hinge. 


HAGER—and only Hager makes this husky 
TWISTER RESISTER for all outdoor applications 


EVERYTHING HINGES ON Hager! 


©1959 C. HAGER & SONS HINGE MANUFACTURING COMPANY, ST. LOUIS 4, MO. © IN CANADA—HAGER HINGE CANADA LIMITED, KITCHENER, ONTARIO, 
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INDUSTRY NEWS 


Lee's H & H Sales Div. 
to Represent H & H Lure 


Tue H & H SALEs Division of the 
Lee Hardware Co., Ltd., Shreve- 
port, La., recently was appointed 
national sales agents for the origi- 
nal H & H spinning lures manufac- 
tured by H & H Lure Co., of 
Shreveport. 


a 


V. T. Touchett, Founder 
of E Z Paintr, Dies 


VERN T. ToucHETT, founder and 
president of the E Z Paintr Corp., 
Milwaukee, Wis., died unexpect- 
edly August 18 at a local hospital. 
He would have been 51 in October. 

Mr. Touchett, who lived in Elm 
Grove, pioneered the paint roller 
method of applying paint, and with 
his three brothers, founded the 
Milwaukee firm in 1947. 


* 


ACCO to Market Mowers 
by New Separate Divisions 


ALL LAWN MOWERS—hand, ro- 
tary, reel, and riding types—man- 
ufactured by the American Chain 
& Cable Co., Inc., at its Exeter, Pa., 
plant will be marketed henceforth 
by two new and distinct divisions, 
C. N. Johns, president and chief 
executive officer, has announced. 
The Pennsylvania lawn mowers 
will be marketed by the Pennsyl- 
vania Power Mower Division and 
an entirely new line of lawn cut- 
ting equipment will be marketed 
by the ACCO Power Products Di- 
vision. 

Johns said that M. Robert Wilson 
has become general manager for 
both divisions with headquarters 
in Exeter, Pa. Sales of Pennsylva- 
nia mowers will continue to be 
concentrated through the hands of 
selected hardware and garden sup- 
ply house distributors for resale to 
retail dealers and ultimately to the 
consumer. The new ACCO mow- 
ers, on the other hand, will be sold 
to wholesale distributors in. the au- 
tomotive, appliance, and specialty 
fields for resale to their dealers 
and their customers. Through this 
method of “two-step” distribution, 
direct selling to the retail dealer is 
out, the announcement stated. 

Tied in with the two-step distri- 
bution policy is the manufacturer’s 











pledge of top-quality merchandise 
in adequate supply, satisfactory 
distributor and dealer margins, 
merchandising support, and a re- 
tail pricing structure that is com- 
petitive across the board on all 
lawn mowers. 

To help the wholesale distribu- 
tors and their dealers merchandise 
the two separate and distinct lines 


> 


Large Crowd Attends Beck & Gregg Show 


(Continued from page 16) 


of lawn mowers to the fullest, the 
American Chain & Cable Co., Inc., 
is going to provide a complete 
range of promotional supports: 
display material, direct-mail cam- 
paign literature, cooperative ad- 
vertising mats, window streamers, 
envelope stuffers, bulletins, bro- 
chures, etc. Extensive advertising 
is planned also. 


“g 


More than 1100 dealers attended the Fall Merchandise Show held by Beck & 
Gregg Hardware Co. in Atlanta, September 6-9. The attendance exceeded that 
of any previous company show. Shown in the bottom picture are: W. A. Parker, 
president of Beck & Gregg, W. A. Parker, Jr. vice-president and sales 
manager; and James J. Autrey, vice-president in charge of the housewares 
division. Winners of the major prizes awarded by the company were W. B. 
Dunn Hardware Co., Montecello, Fia., deluxe station wagon; Riley Hardware 
Co., Lithia Springs, Ga., console TV; and Gresham Hardware Co., Atlanta, bicycle. 
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| | ANOTHER PRODUCT OF | 
NOW! moro(mower 


ADVANCED ENGINEERING 
& 


Quality Features That Make 
Selling Easy 


Tills a 22” row—width expands to 32” 
with accessory extensions. Depth adjust- 
ment 0" to 8". 


Heavy unitized steel construction. 


Husky 33% h.p. 4-cycle engine. Quick- 
action impulse starter on engine. 





16 individually replaceable, non-clogging 
Universal Bolo tines—14" diameter. 
Lifetime guarantee against breakage. 


Fingertip controls on handle for engine 
throttle, clutch and reverse. Also— 
safety clutch and reverse releases. 


Vertical fully-enclosed worm drive. 4 
Timken tapered bearings, bronze worm 
wheel. Forward and reverse drives. 


Adjustable height 3-position handle. 


3 position wheel adjustment for maxi- 
mum tilling 


Swivel base for hilling, going around 
trees or fences. 10” wheels, heavy duty, 





_ semi-pneumatic tires. 


2 


a - 


| : SUGGESTED LIST PRICE ] 4 95 
A BIG PROFIT MAKER... EVERY 
GARDEN PLOT OWNER A PROSPECT 


It's another fast-seller to round out the complete Moto-Mower i 
Profit Line for "60! This rugged,- versatile unit—the Workhorse of 





Also Available: 16" Standard Tiller: $139.95 


all Tillers—breaks up; even pulverizes, the hardest-packed soil, 
destroys weeds while it tills a 22” row. It's automotive-engineered 
and built to Moto-Mower’s exacting quality standards. Easy to 
handle as a Moto-Mower power mower . . . and loaded with features 
customers will want. Any one who owns a garden plot or truck 


farm is a prime prospect! 


MOTO-MOWER, Inc. richMoND, INDIANA 


SUBSIDIARY OF DURA CORPORATION (FORMERLY DETROIT HARVESTER COMPANY) 





AMES OFFERS a "PROVEN" 
PROFIT- MAKE 


This Ames profit-maker greatly inereased sales (and profit) for 
thousands and thousands of dealers last season. Unsolicited 
testimonials have poured in from dealers praising the sales- 
power and utility of this self-service unit. 


BIG ENOUGH—Customers can’t overlook this eyee SMALL ENOUGH—Requires only 7 square feet of 

catching display of garden tools they need and should valuable display space. 

buy. Plenty large enough to spare you the chore of g7RONG ENOUGH—Unit is strong enough to hold 

restocking during busy store hours. five dozen tools, plus a two-hundred pound man, and 
roll easily on jumbo 3” casters. 


Here’s Your Profit Picture 
63 Full Size Tools—Retail Value .... . . $207.30 


AMES Tool Merchandiser . ...... 40.00 
YOU GET. . . $247.30 
ee Sh i rec 


Special Price on Merchandiser. . .... . 28.64 
Limited Time 10% Discount . ‘ 16.68 


icotclog 10560) YOU PAY... *149.99 


(803) 
(A148) =—s 3 Spading Forks (ATLDA) 6 Gerden Hoes (AG6%) 3 Garden Spades (AGSD) 
(AFHS) 3 Floral Spedes (AFGS) 3 Floral Shovels (AFS32) 3 All Purpese Hoes (ASTO) 
(AFGSD) 3 Dandelion Weeders (ADW) 3 Turf Edgers (AFTSHD) 3 Speedy Cultivators (A35C) 
(BPD) 3 Floral Rakes (ATR8) 3 Garden Rokes (A14c) 3 Warren Hoes (AW7) 








SMALL ENOUGH! STRONG ENOUGH! 


Holds ample supply Rugged yet rolls easily 
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SELF 
SERVICE 














@ IDENTIFIES EACH TOOL 
CLEARLY 


@ SHOWS STOCK NUMBERS 
@ GENEROUS AREA FOR 
PRICING 
@ SAVES TIME WHEN 
RE-STOCKING 





O. AMES CO. 


PARKERSBURG, WEST VIRGINIA 


Ames also manufactures the famous line of Ames Maid metal household furniture and the new line of Ames-Aire casual furniture. 
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NEW 
SEE-ALL 
PACKAGE! 


SUPREME PRODUCTS CORPORATION A division of A*S*R Products Corp. 2222 S. Calumet Ave. Chicago 16 
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nc 
1960 
RUNS LIKE 60 


WORKS LIKE 60 
SELLS LIKE 60 / ‘ A other models with 


more power... 
larger wheels 

















Available with 10° wheels, 
vp to 3% h.p. engine, and 
24” width for lorge-acreage or 
rugged rental use. 








Priced so they'll come in and look. Built DISTRIBUTORS WANTED: Some areas still open. Big potential 
so they'll take "em away from you. Intro- for qualified distributors looking for a profitable, high qual- 
duced last year, the Hahn Pow-R-Boy 66 ity, competitively priced line. Mail coupon today! 
dug right in and chewed up competition in 
hundreds of markets — even against long- 
established lines. The 1960 Hahn line is 
even better, with more features to out- 
perform and outsell your toughest compe- 
tition. 

As easy to use as a power lawnmower. 

Powerful enough to pulverize hard packed 

soil, even grassy sod. Instantly adjustable - - 

depth bar. Instantly detachable wheels. Op- DEPT. SH-109 

tional equipment: extension tines to cover HAHN, INC. EVANSVILLE, INDIANA 

24” width; 4” and 8” furrow attachments. Send me confidential trade information about the new 1960 HAHN 
Five models — one to fit all needs, all Pow-R-Boy Rotary Tiller line (check type of business below): 
rental requirements, from suburban small () DEALER C) DistrisuTOR 

home plot to large acreage. Full year NAME 

warranty. Send coupon now for all the 


profit-making details. ADDRESS 
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INDUSTRY NEWS 


Crescent Offers New Slant 
on Dealer Merchandising 


THE FIRST OF several Crescent 
Tool Co. “Displaymobiles” has hit 
the road, a traveling tool depart- 
ment bringing display and mer- 
chandising ideas to the dealer’s 
store. 

Stanford F. Jones, vice-president 
—sales for the Jamestown, N. Y. 
company, pointed out that this 
newest approach in helping whole- 
salers and dealers alike get faster 
turnover and more profit from 
hand tools offers a number of ad- 
vantages over the fleet of station 
wagons formerly operated. 

The Displaymobile, as shown in 
the accompanying photograph, 
simulates modern store arrange- 
ment with display fixtures mount- 


24 











ed in place. The specially designed 
bodies have greater capacity for 
their load of new tools, display 
boards, point of sale merchandis- 
ing material, and advertising helps. 


° 


Petersen Stages 
Vise-Grip Promotion 


A UNIQUE merchandising effort 
took place September 10 and 11 in 
DeWitt, Neb., when 32,000 new 
Vise-Grip “‘space-saver” displays 
were labeled, sacked, and loaded 
into a waiting railroad mail car— 
on their way to 32,000 hardware 
dealers all over the nation. 

The new yellow and black metal 
display was conceived by Petersen 
Manufacturing Co., DeWitt, Neb., 


CRESCENT TOOL co, 





(Continued from page 18) 


to keep pace with modern mer- 
chandising trends. Only 14%” wide 
by 2%” high, the display holds one 
each of all six Vise-Grip models. 

Previous to this mass mailing, 
extensive advertising had alerted 
dealers to look for the Vise-Grip 
dispiay which would be coming 
their way. Christmas and 1960 ad- 
vertising will merchandise the dis- 
play to the consumer. 


* 


Gresham Joins Bassick 
as Sales Representative 


THE Bassick Co., manufacturer 
of casters and floor protective de- 
vices, announces the appointment 
of William W. Gresham of Green- 
ville, S. C., as sales representative 





William W. Gresham 


in the Southeastern area. His ter- 
ritory will include South Carolina, 
parts of North Carolina and east- 
ern Georgia. 

Before joining the Bassick Co., 
Gresham was associated with the 
management consulting firm of 
Henderson, Lindsay & Michaels. 


od 


Russwin Appoints Fisher 
as Florida Representative 


WILSON W. FISHER recently was 
appointed to represent the Russell 
and Erwin Division of The Ameri- 
can Hardware Corp. in the state of 
Florida, according to an announce- 
ment made by William J. Ziegen- 
hein, Russell and Erwin vice-pres- 
ident in charge of sales. 

He represented the company in 
Georgia and Alabama prior to his 
present appointment. 
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The N@BLE Line of Value-Packed 


superbly designed sporting arms! 


MODEL 70—Pump Gun 
Perfectly balanced, a fine lightweight .410 shotgun in 
; : popular slide action design. Safe, economical, excellent 
Lightweight choice for women or youngsters. Ideal for small game at 
Favorite! short range or small bore skeet events. 


MODEL 60—12 and 16 Ga. 
Beautifully finished, reliable slide action gun, fitted with 
new Vary-Chek (variable choke) and resilient rubber 
VARY-CHEK recoil pad. Available also as Model 65 with plain barrel, 
Equipped! full or modified choke, no recoil pad. 


CLS SE ees 


MODEL 420— Double Gun 
A traditional hammerless double barrel, double trigger 
. example of superb old world craftsmanship. Perfectly 
Beautifully balanced with smooth, positive action. Left barrel is full 
Balanced! choke; right modified. 12, 16, 20 ga. 


LEDS Le a 


or 


~~  ew 


MODEL 275 —.22 Lever Action 
Here’s a hammerless, lever action rifle with one piece, 
beautifully proportioned walnut stock. Shert lever throw 
Super-Safe and operates smoothly and easily. Visible feeding, safe fire 
Dependable! control, thumb operated safety. 


cee i al 





MODEL 235 —.22 Slide Action 
Excellent for small game, target shooting and all-around 
use. Features adjustable sporting rear sight; ramp 
patridge type front sight. Receiver machined for quick 
Real Value! detachable dovetail mount for telescopic sight. 


A 








MODEL 20—Single Shot .22 
“The” rifle for beginners. Must be cocked by hand; can be 
unloaded safely by simply raising the bolt handle; must 
be cocked again by hand before it will fire. Retracting 
safety hammer prevents discharge if dropped. 


Please write for complete illustrated catalog and price lists. 
he 2 2 Ea 


Address your inquiries to: N@BLE The NOBLE Manufacturing Co., Inc., Dept. Hi, Haydenville, Mass. - 
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loaded with Eye Appeal 
Performance Appeal 
_,, Price Appeal 


all this PLUS 
e Full year warranties 
° Powerful! national advertising 
e Strong \ocal support 


Get the complete springfield story now! 





SPRINGFIELD 





The Profit Line for'60 


1 « Springfield standard rotary tiller with bal- 
anced action. Has fast change adjustments for 
row width, tilling depth and weight distribution. 
Bolo tines. A real “best seller.” 


é=« Springfield reversing rotary tiller. The 
same unit as the standard except for positive 
action reverse. All controls on handlebars. No 
finer tiller is built 


3. Springfield 25” deluxe riding lawn mower. 
4% hp engine... full gear transmission (3 
speeds forward, reverse)... Pushbutton Height 
Adjustment ...separate blade clutch...drum 
type brake. America’s No. 1 rider. 


4. Springfield 25” utility riding mower. A 
clean-lined, rugged model priced to let you 
meet any kind of competition. 342 hp engine 
full gear transmission and differential (one 
speed forward, one reverse)... separate blade 
clutch... Quick-change leight adjustment 


5. Springfield 32” deluxe riding lawn mower. 
32” cutting width and a big 542 hp engine. Also 
has full gear transmission, Pushbutton Cutting 
Height Adjustment, drum brake, and separate 
blade clutch 


6. Springfield 22” walking lawn mower. All 
the features of the 24” model in a 22” version. 
242 hp engine. Today's best value for the 
smaller lawn 


7. Springfield 24” walking lawn mower. 
Everything that's good in a walker is here. 3 hp 
engine handle controls Quick-change 
cutting height adjustment 


QUICK MANUFACTURING, INC., Springfield, Ohio 


Springfield 


POWERED LAWN AND 
GARDEN EQUIPMENT 





INDUSTRY NEWS 


Linen Thread Co. Makes 
Organizational Changes 


ORGANIZATIONAL changes to 
strengthen the sales administration 
of The Linen Thread Co., Inc., and 
to broaden headquarters coverage 
of markets were announced re- 
cently by D. L. Malcolm, Jr., vice- 
president and general manager. 


Richardson Rothwell 


S. D. Richardson has been ele- 
vated from Twine and Thread 
product manager to the newly cre- 
ated corporate position of assistant 
sales manager under Howard C. 
Johnson. Richardson has been with 
Linen Thread for 10 years. 

The company’s new Twine and 
Thread product manager is T. Al- 
len Rothwell, who will serve under 
Stewart Jenkins, merchandising 
manager. He previously was gen- 
eral assistant to the controller. 


* 


Dixon Made Vice-President 
of Ralph Beinecke & Co. 


B. W. Drxon recently was named 
vice-president of the Ralph Bein- 
ecke Co., Inc., manufacturers’ re- 
presentatives headquartered in At- 
lanta, Ga. This position was held 
by Mr. Elmer E. Beinecke prior to 
his death. 

Dixon has been associated with 
Ralph Beinecke Co., Inc. as a sales 
representative for five and one- 
half years. He headquarters at 
Charlotte, N. C., covering North 
and South Carolina and East Ten- 
nessee. He will continue to cover 
this same territory in addition to 
assuming the duties of vice-presi- 
dent. 

Dixon has been in the hard- 
ware-housewares field for more 
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than 20 years, having been associ- 
ated previously with Belknap 
Hardware & Manufacturing Co., 


(Continued from page 24) 


wholesale organization in Louis- 
ville, Ky., as well as owning and 
managing his own hardware store. 


CONVENTION DATES 


American Hardware Mfrs. Assn. joint 
annual convention with the National 
Wholesale Hardwore Assn., Oct. 4-7, 
Atlantic City, N. J. Headquarters, 
Dennis and Shelburne Hotels. Arthur 
L. Faubel, AHMA secretary, 342 
Madison Ave., New York 17. Thomas 
A. Fernley, Jr... NWHA, managing 
director, 1900 Arch St., Philadelphia 
3, Pa. 


National Hardware Show, Sept. 28- 
Oct. 2, Coliseum, New York City. 
Sponsored by National Hardware 
Show, Inc., 331 Madison Ave., New 
York 17, Frank Yeager, director. 


National Wholesale Hardware Assn. 
joint annual convention with the 
American Hardware Mfrs. Assn., 
Oct. 4-7, Atlantic City, N. J. Head- 
quarters, Dennis and Shelburne Ho- 
tels. Thomas A. Fernley, Jr.. NWHA 
managing director, 1900 Arch St., 
Philadelphia 3, Pa. Arthur L. Faubel, 
AHMA secretary, 342 Madison Ave., 
New York 17, N. Y. 


Mid-Ameri¢a Lawn, Garden & Out- 
door Living Show, Oct. 8-10, Inter- 
national Amphitheater, Chicago. 
Frank Yeager, managing directer, 
331 Madison Ave., New York 17. 


State Conventions 


Alabama, convention and exhibit, 
Feb. 21-23, Municipal Auditorium, 
Birmingham. Secretary, A. B. Hill, 
2201 Highland Ave., Suite 205, 
Birmingham 5. 


Arkansas, convention and _ exhibit, 
Feb. 14-15, Robinson Auditorium, 
Little Rock. Marion Hotel headquar- 
ters. Executive Secretary, Tom R. 
Pinckney, 1014% Main St., Little 
Rock. 


Carolinas, convention and exhibit, 
Feb. 23-25, Radio Center, Charlotte, 
N. C. Hotel Charlotte headquarters. 
Secretary, Martin F. Kaelke, P. O. 
Box 6215, Charlotte 7, N. C. 


Florida-Georgia, convention and ex- 
hibit, Mar. 13-15, George Washington 
Hotel, Jacksonville, Fla. R. L. Ricker, 
managing director, 1558 San Marco 
Bivd., Jacksonville. 


Misssouri, convention and exhibit, 
Jan. 26-28, Chase Hotel, St. Louis. 
Executive Secretary, Art Raymond, 
2311 Hampton Ave., St. Louis 10. 


Okiahoma, convention and exhibit, 
Feb. 7-9, State Fair Grounds, Okla- 
homa City. Oklahoma Biltmore Hotel 
headquarters. Executive Vice-Presi- 
dent, William B. Ruxlow, Association 
Bldg., 607 N. Dewey Ave., Oklahoma 
City. 


Tennessee, convention and exhibit, 
Feb. 6-8, Andrew Jackson Hotel, 
Nashville. Secretary, Rufus J. Par- 
ish, P. O. Box 784, Nashville. 


Kentucky, convention and _ exhibit, 
Feb. 14-16, Kentucky Hotel, Louis- 
ville. Secretary, Edward H. Keiley, 
501 Republic Bldg., Louisville 2. 


Louisiana, convention and exhibit, 
Jan. 31-Feb. 2, Capitol House, Baton 
Rouge. Secretary, David O. Mansfield, 
Box 1696, Jackson, Miss. 


Mississippi, convention and exhibit, 
Jan. 31- Feb. 2, Capitol House Hotel, 
Baton Rouge. Secretary, David O. 
Mansfield, P. O. Box 1696, Jackson. 


Texas, convention and exhibit, Jan. 
17-19, Memorial Auditorium, Dallas. 
Statler Hilton Hotel headquarters. 
Executive Director, R. M. Souder, 
1108 Gibraltar Life Bldg., Dallas 1. 


Tri-State, convention and _ exhibit, 
Feb. 14-16, Herring Hotel, Amarillo, 
Tex. Secretary-Manager, R. B. Allen, 
1408 Fourth Ave., Canyon, Tex. 


Virginia, convention and exhibit, Feb. 
7-9, Hotel Cavalier, Virginia Beach 
Secretary, George T. Omohundro, Jr., 
Scottsville. 


West Virginia, convention and exhibit, 
Feb. 21-23, Hotel Chancellor, Parkers- 
burg. Managing Director, James C. 
Fielding, 1628 McClung St., Charles- 
ton 1. 
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MMA 
HOUS: 


Y, 
MA . WITH THIS 


powerful, low priced 


JUNIOR STAPLE GUN! 


Every housewife and “do-it-yourself” hobbyist is a prospect for this 
sturdy little staple gun . . . built to stand up for dozens of everyday 
handy household fastening jobs like — lining shelves and closets, 
valances, weatherstripping, hanging drapes and countless other uses. 
Loads 100 staples in 2 sizes — 1/4” and 5/16”. Locks to fit in pocket 
for easy carrying. Comes in attractive colors. Makes perfect gift 


CHOCK-FULL OF SALES CLINCHING FEATURES! 


@ Unique Safety Compression Handle @ Safety Lock @ Non-Jam Loading 
Mechanism @ Built For Longevity @ Visual Refill Window @ Built-In Staple Lifter 


YOWY SIS22 UPcon. PlROFIY Wey 
“025 all-purpose HEAVY DUTY 
STAPLE GUN 





\ The one tool preferred by building 


contractors, applicators and the do- 


=> it-yourself market for 1001 heavy 
Wa duty nailing jobs. 
Uses 6 different $1 2.50 


staple sizes up to - 
9/16", including 
CEILTILE staple 


Especially Designed for Fastening Ceiling Tile 

© Unique leg design drives flush, holds tight! a er 

© Flange is never froctured .. . CEILTILE ie a ae 
penetrotes perfectly! oa —~*F> 

* Special cement coating provides tremen- | | \&) 


dous holding power! wire | screen — |winpow Snane 
Tested and Approved by Major Ceiling ATTACHMENT | ATTACHMENT | ATIACHMENT 
T 


Se Manulecsurere: SLIP-ON TACKER FOR HANDY 
Crsovex EASY, INTERCHANGEABLE USE. 


Price: $1.00 each 
SOLD ONLY THROUGH THE TRADE 


_ 





T-50 STAPLE GUN ATTACHMENTS 








ARROW FASTENER COMPANY. INC. 





CANADIAN REP.: Gordon Lightstone 


ONE JUNIUS STREET, BROOKLYN 12, N. Y. 1180 $1. Antoine Street, Montreal 3, Que. 
WESTERN REP.: J. M. Dovis 


Pioneers and Pacesetters for Over a Quarter Century 170 No. Robertson Bivd., Beverly Hills, Calif. 
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YOU—Mr. DEALER, 


A 4-Star Program to help you SELL.. 


* A LONG PROFIT MARGIN—up to 
33% all year around .. . the kind you 

for a successful, money-making 
power mower operation. 


— SENSATIONAL DEMONSTRATOR 
PLAN—deluxe model demonstrators at 
a low, low price—38 off list—with your 
Early Buy order. A sure-fire profit 
builder. 


* EXTRA EARLY BUY DISCOUNT 
—an extra 3% bonus for placing your 
Moto- Mower order early. Another oppor- 
tunity for profit. 


7: SALES-ASSURANCE PROGRAM 
—sensational plan that gives you special 
protection—makes Moto-Mower your 
sales partner on 50 percent of your Early 
Buy order. 


A powerful statement! You bet it is. 


Forgetting all advertising “‘smooth-talk’’, you can 
make money in the power mower business... IF... 
YOU ...WORK...FOR...IT! And Moto-Mower 
has the product, the margin and the merchandising 
support to make your work worthwhile 

1960 will be a year of decision for many suppliers 
... and for many dealers. Moto-Mower, Inc. has the 
finances, the manufacturing facilities, the engineer- 
ing know-how .. . plus the GUTS . . . to stay in 
this business. 

Mr. Dealer, our 1960 program is hardhitting. Our 
product line is competitively priced. If you are as 
serious as we are about staying in and growing with 
this fine industry, we suggest you see for yourself the 
1960 Moto-Mower program. It is loaded with 
profit opportunity. 





6 PERFORMANCE - PROVEN 
ROTARY MOWERS — Trans- 
mission-propelled and stand- 
ord types with brilliant extra 
value feotures, priced from 
$54.95 up (retail), Each one 
is Moto-Mower quality-engi- 
neered every inch. 


2 DISTINCTIVE RIDING 
ROTARIES — Deluxe and Super 
24” models thet ore the 
class of the field. Deluxe 
Roto-Ride features Moto- 
Mower's famous Roller Trac- 
tion Drive and new Console 
Control Panel. 


3 OUTSTANDING REEL 
MOWERS — Micro-precision 
22” Trimmer Reel designed to 
cut oll types of grosses with 
professional results. Also 
evailable ore fine quality 
20” and 18” Super Reels, 
starting at $99.95 list. 





NEW from MOTO-MOWER 


SNOW-THROWER with reversible ejection chute. 
Eliminates strenuous shoveling, handles heavy, 
packed snow with ease. 

DELUXE ROTARY TILLER—a tremendous 
product, loaded with features. Rugged, sturdy. 
Workhorse of all tillers. Also available in Super 
model. Every garden plot owner a prospect. 
EDGER-TRIMMER-—precision built to give a 


at a PRO FIT! clean, close trim to lawn edges and borders. Many 


convenience and safety features. 
PLUS— 


pear nr a ra tag, = rot on, A back wen 
up after the sale. es Tools you 

. . . indoor and outdoor displays, sales ti, MOTO-MOWER, Inc. 
literature, merchandising helps. National Seen. saseeee RICHMOND, INDIANA 
Advertising specially planned to reach and ' > te ama «—«- SUBSIDIARY OF DURA CORPORATION 
preseH 8 out of 10 of your prospects. — Me Fae . eS —(Fortherly Detroit Harvester Company) 








seit tHE BESTS sez BURGESS! 


AMERICA'S 


40,000 





Radan- Lite 


Corrosion-Proof because of 
rated head and battery design ! 


brilliant beam one-half mile! Model 
TW3 (illustrated) includes red flasher 
unit and TW1 battery. Suggested 
Retail $12.40. 


FLASHLIGHT 
BATTERIES 


America’s only SEALED-IN-STEEL, 
LEAKPROOF 
TECTED Flashlight Battery ! 


Iritist Crow 


PRODUCT 


LINE 


sepa- 


candlepower beam throws 


AND CHROME PRO- 





Here’s Why It’s Different and BETTER! 





A WHOLE GALLERY 


Lap 





r 


: a. 
, 8. 


RADAR-LAMP 
Safe bright light for home, cabin, tent, 
boat. Battery in french gray with 


ys 


all 


ideal utility light at popular price | 
Powerful beam. Finish is baked-on and 


RADAR BEARCAT 


WI battery. Suggested Retail (TW9) 
6.95. 


tery with copper head (TW8). Sug- 


gested Retail $8.95 complete. 


chrome head (TW7), or rust-tone bat- pawe . Complete with corrosion-proof 
$ 





ANGUARD FLASHLIGHT (No PORTABLE RADIO 

Smartly styled step-down barrel and BATTERY ASSORTMENT (No. 594 

recessed end | Unbreakable “‘brite-gio’ Factory packed assortment to take care 

head. Smart new color-trim. Perfect of transistor and tube type radios. Sells 

spot beam. Suggested Retail per light on sight to booming market. Complete 

$!.29. data for store help right on display. 
Suggested Retail $32.70. Display FREGI 


— 


at 

TW! Replacement Better OM pene fase Patt EP eat 
; ' 

Suggested Retail 45 | gars {Poa Croveate Gosvantvo H Mehes 
' Locktoght 


OF PROFI 


T 
° 


al 











ae TIGHT (No ov L. SATELLITE TORCHES 


Extra large head casts a concentrated 
beam! Lock-off switch with flasher 
button. Suggested Retail: No. 457, 4- 
cell, 6-volt $3.29; No. 357, 2-cell 
$1.95; Ne. 257, Junior $1.75. 


PENLIGHTS 


Adds rea! pulling power to flashlight 
sales! Permanent “Alnico” magnet 
holds tight to steel. Pre-focused beam. 
Red * weed head. Suggested Retail 






gp 
ad Aa” 


Tu-Tone PENLIGHTS (Ne. 15 
Attractive sea-green, magenta and black 


colors. All chrome too! Slim design. 
Suggested Retail each SSB¢. 





TT 








BOAT-LITE KIT 


Meets Coast Guard requirements for 
lights on boats to 26 ft.! Red-green bow 
light; stern light-flag pole; TW! battery; 
switch; mounting bracket; insulated 
wire; hardware and complete, easy 
installation instructions. Suggest 
Retail $12.40. 


Flashlights and Penlights priced without batteries unless otherwise specified. 


Onder there ovtitanding BURGESS producti from your didtubutor TODAY! 
BURGESS BATTERIES SURGESS BATTERY COMPANY 
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TV has made Melnor a household word 
among homeowners! And this year Melnor 
is back in TV bigger than ever...more time, 
more markets, more customers for you. 


Two new sprinklers to widen your garden 
market! The new Pulsator throws a power- 
ful spray a long way, to cover circles up 

to 90 feet in diameter or wedges of any 
size you dial. The economical new Square 
is the ideal sprinkler for the smaller 
rectangular lawn. These are new members of 
the Meinor family, joining the successful 
revolving sprinkler line and the famous 
Meinor Swingin’ Spray Wave Sprinklers. 
All this, plus the bigger-than-ever Melinor 
accessory line in the ‘See 'n Sell’’ 
skin-pack display cards. 


WHAT'S STILL MISSING? 


Nothing! Because on the back 
of this foldout you’ // find 
Mel/nor’'s best-ever Early Bird 
Free Goods Promotions! 








FREE BONUS SPRINKLERS IN OUR 


TWO “EARLY BIRD’ SPECIALS 



















Buy an Get No. 77 Assortment of Wave Sprinklers with 
assortment these Free Bonus of Four Revolving Sprinklers! 
of these: «& free! (2) #525 SWINGIN’ SPRAYS @ 5.95 each 11.90 
= | a (3) #550 SWINGIN’ SPRAYS @ 7.95 each 23.85 
ies a | sf (3) #700 SWINGIN’ SPRAYS @ 9.95 each 29.85 
[ jem \ ae ; (2) #1000 SWINGIN’ SPRAYS @ 12.95 each 25.90 
So oer i a FREE BONUS 
\ \\ SF ; (1) #650 SQUARE SPRINKLER @ 2.49 each 2.49 
- (1) #800 REVOLVING SPRINKLER @ 1.95 ea. 1.95 
i . \ ere ‘ (1) #860 REVOLVING SPRINKLER @ 3.49 ea. 3.49 
a | Son., Ee ol (1) #910 REVOLVING SPRINKLER @ 5.95 ea: 5.95 
Ge <-> ? TOTAL RETAIL VALUE: 105.38 DEALER COST: 54.90 
NG Pua _ DEALER PROFIT: 50.48 
RB ~ 48% DEALER PROFIT! 
Buy these... ib 7 
(29 Na = oe a i No. 88 Assortment of Revolving Sprinklers 
rl Q with Free Bonus of New Square Sprinkler! 
(1) #650 SQUARE SPRINKLER @ 2.49 ea... 2.49 
‘ (2) #800 REVOLVING SPRINKLERS @ 1.95 ea. 3.90 
‘ 


a (2) #860 REVOLVING SPRINKLERS @ 3.49 ea. 6.98 
(1) #910 REVOLVING SPRINKLER @ 5.95 ea. 5.95 


Y rs i FREE BONUS 
(1) #650 SQUARE SPRINKLER @ 2.49 ea.. .2.49 


TOTAL RETAIL VALUE: 21.81 DEALER COST: 11.59 
DEALER PROFIT: 10.22 


47% DEALER PROFIT! 








TWO FREE BONUS ASSORTMENTS OF 


SELL ACCESSORIES! 


TOTAL RETAIL VALUE: 63.92 
DEALER COST: 37.95 
DEALER PROFIT: 25.97 





EVERY GARDENER A YUBA CHORE (MASTER PROSPECT 


EXAGGERATION? POSITIVELY NOT! 


They're prospects because labor saving is moving outdoors! Because 
the power tiller and riding mower are to gardening what electric 
appliances are to housekeeping. And the profit potential is tremendous! 
With CHOREMASTER you can count every gardener as a 
prospect because the CHoREMASTER line is built with 
every gardener in mind . . . from small plot owner 
to acreage agriculturist. CHOREMASTER Sales 
are easy . . . really competitive prices, 
tremendous manufacturer support! 


Built by YUBA 


World's Largest 
Tiller Manufacturer 


COMPLETE CUSTOMER ACCEPTANCE More than half 
the tillers now in use are YUBA manufactured. You 
can’t beat that for customer acceptance . . . and it 
couldn’t have been done without superior quality! 


MOST COMPLETE LINE 


“Sports Car” Rider gives “small lot” agility, big job 
stamina. Similar mowers cost up to twice as much! 


SPECTACULAR PROMOTION cCHorneMASTER will be seen 


Makes every gardener a good prospect. 

Heavy Duty Tiller built for serious amateurs and pro- 
fessional gardeners. Most popular tiller model at a 
popular price. 


by more than 90 million readers of national Tiagaal 
zines and millions more in key city newspapers. 
Most liberal co-op advertising plan ever. 


FABULOUS DOLLAR DERBY Opportunities galore to win 


33" Commercial Tiller exceeds commercial gardener trips to Kentucky Derby or many other big prizes! 
specific ations. Extra rugged low "priced. No obligation to buy! Any dealer may enter by 
4.5 H.P. engine. le ting distributor si ale sman tell him the Dollar 
De rby story. “$ De rby’ " on your letter- 
head and mail today to Dept CSH-10 


Special Tiller designed to make the average gardener Just write 


tiller conscious. Budget priced. 


Manufacturers of World-famous SHOPSMITH Mark 5 


YUBA POWER PRODUCTS, INC. 


800 EVANS ST., CINCINNATI 4, OHIO 


A Subsidiary « 


YUBA CONSOLIDATED INDUSTRIES, INC. 
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SWMneAUMy) AUTOMATIC-ELECTRIC 
CAN OPENER and KNIFE-SHARPENER 


starts at the touch of a finger, and turns itself off automatically when 
lid is cut out. Opens all standard cans...leaves a safe, smooth 
edge. Powerful, ceramic magnet picks up the cut-out lid. Full-size 
electric knife sharpener included, And it’s portable. Handsome cabi- 
net in choice of colors, with chrome and goldtrim. Model 2100 *27.95 


NEW!... SWING-A-WAY 


Automatic-Electric Can Opener 


All the features of Model 2100, but without knife sharpener. 
White cabinet with chrome trim. Packed in 3 color gift 
carton. Model 2200 $24.95 


Swinc-A-Way) MANUFACTURING COMPANY 
ST. LOUIS 16, MISSOURI 
IN CANADA: FOX AGENCIES, PORT CREDIT, ONTARIO 
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We’ re Showing 50-Million People 
©= 9 Reasons To Buy! 


The Star of the Atlantic City Housewares Show is coming to 
your neighborhood! Fall issues of McCall's Magazine, Better 
Homes & Gardens, Ladies’ Home Journal, Sunset, Women’s Pages 
of leading U. S. newspapers, will carry colorful advertising and 
news stories on Republic’s amazing new Stacking Shelves. 
Mothers, Dads, youngsters will want them! 


REPUBLIC’S. 


NEW 
_ STACKING 


SHELVES ¢" 


A Polly Flex Product 





For the Children’s Room and tee 
Many Other Home Uses! 

Republic’s Stacking Shelves won't scratch floors 

or walls. They’re durable, lightweight, easily 


moved, easy to keep clean. Individual units are FOR THE BATHROOM FOR THE KITCHEN FOR THE UTILITY ROOM 
1814" long x 934" wide x 1154" high, can be stacked LINENS — COSMETICS CANNED GOODS — GADGETS 
as high as desired. 


Join Republic’s big selling campaign now! Order si | FOR MANY 


in a complete stock of Stacking Shelves in all 3 

colors, Brown, Sea Foam Green, Yellow. PRACTICAL 

Pack No. 226, 2 UNITS WITH TOP COVER, a HOME USES 

Price $9.95 . . . . . Weight per case, 6 pounds. FoR THE WORKSHOP IN THE NURSERY 
TOOLS — SUPPLIES 


Pack No. 227, 3 UNITS WITH TOP COVER, DIAPERS — POWDERS — TOYS 
Price $13.95 . . . « Weight per case, 8 pounds. 


REPUBLIC Ac 


MOLDING CORPORATION FOR THE FAMILY ROOM FOR THE TELEPHONE FOR THE BEDROOM 
MAGAZINES — BOOKS DIREC TORIES 


6465 N. Avondale, Chicago 31, Illinois © 1959 WITE STAND 
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wholesalers on @ 
| selective basis 


\ 
Model E22AW 
(Iustrated) 


22” Housing 

21” Cutting Blade 
ENGINE: 4 Cycle 3 H.P. 
Briggs & Stratton, 
Choke-A-Matic control, 
Wind-A-Matic | starter; 
HOUSING: 14-gauge 
steel, staggered wheels; 
CLUTCH: Steel, non-slip; 


TRIMMING EDGE: 14”; : . , 
WHEELS: Quick-A-Matic wv 
wheel adjustment — 7” — 
diameter, diamond , 
tread; HANDLE: Stor- 
Mower with Hi-Lo ad- 


justment; COLOR: De- 


eaten Sell The Line That’s Pre-Sold For You! 


chrome plated. 
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Jo Give You Fast Jurnover with . .. 
POWER MOWERS FOR 1960 


. - + to help you pre-sell your customers 


Millions and millions of consumers will see, hear and read about the 1960 
Atlas-Aire line via these powerful advertising media: 

LIFE MAGAZINE, LOOK MAGAZINE — A series of two-color ads will run in these powerful maga- 
zines during the peak buying months of 1960 | | | SUNDAY NEWSPAPER ROTOGRAVURE SECTION — 
Large, tabloid-size ads will run in local newspapers throughout the country. TELEVISION 
ANNOUNCEMENTS — In designated areas in the country, the 1960 Atlas-Aire line will be demon- 
strated on TV ... action-selling to boost your sales, RADIO SPOTS — Hard-hitting, saturation 
schedules on key radio stations will run at prime listening times. OUTDOOR BILLBOARDS — Full 
color, eye-catching 24 sheet posters will be strategically located. 


\\ 


STONANDLE" HI-LO ADJUSTMENT 
_ ’ Handle adjusts up or down a 
Handle stands up- = * full five inches, a comfort fea- 


right for convenient ’ hs, ture for both men and women, 
out-of-way storage. 


*Patent Pending 
| # QUICK-A-MATIC WHEEL \ 
ADJUSTMENT 


Spring-held lever can be easily 
moved to any of three different 
height adjustment positions. 





WIND-A-MATIC STARTER BAFFLE BLADE & 
New spring Another ’ ADAPTER 
action feature Atlas-Aire - 4 New adapter 
‘makes starting feature to help N , promotes easier 
easier than you boost your starting ... 
ever before, sales. The baffle bolts provide 
Just wind the not only additional 
crank, release promotes safety safety. 
and the mower but also 
is ready for prevents 


a a MAIL THIS COUPON TODAY 


upright for quicker, even cutting. We will rush complete free sales package. It gives 
all details, ordering information, costs, literature 


@GUALITY samples, sales aids, etc. = ye samples 
The 1960 line of Atlas-Aire Rotary Power Mowers are built to out per- oe 3 jobbers, distributors and wholesalers 
form all others on the market. They do the job right! All models are i 
non-clogging, self-cleaning and provide easy discharge through the large 
front-chute opening. ATLAS TOOL & MANUFACTURING CO. 
5147 Natural Bridge Bivd., St. Lovis 15, Mo. 


Please rush complete sales package on 
Atlas-Aire Mowers! 

Company Name 

ABBIOIS. cocccccocccccasecccecesceooses ° 
eee 

Your Name... 


Position 


eee ee Ee eee 
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Ser Se 


4 


le all le ll ll, il Mla le Me) 


alle ala 


ie eee ee i ei ol YOu he eee wHy® we 
potent ten G\ ny Cn, ten Pvahintee Bans mfr Ve: Deng Wats We : fo 


- “BIG NEWS FOR FALL” 


STARRING 


AMES MAID 





FEATURED IN THE TITLE ROLES 


Reaches high places Complete 360° swivel 


safely and easily. action. Adaptable 
~ 


to popular ¢ 4d the bp bbb There's no wobble anywhere—kitchen, 
ABBE SA = in an Ames Stool. bar, family room. ] 
ing their top stars in a roll . ae A 
gned to create Greater 
| Profits this year. Critics 
“have presented Ames Maid 
the top award for Selling 
Power during 1958. This ac- 
cepted Selling Power assures 
' you of greater sales increases 
during 1959. 
_ This “Summer Stock” produc- 
“tion will be barnstorming the eeeeeeveee CO-STARRING eeeeveeveee 
country this fall. So stock up _ 
now and give your DEALER 
PROFITS “Top Billing” this fall 
with Ames Maid. 


2C Deluxe Step Stool 2K-2S Deluxe Swivel Stool 

















Pick up this ticket to see 


5E Deluxe Electric Utility Table 4T Deluxe Utility Tray Cart 


The ultimate in convenience — it features an For modern serving — a removable top 
electrical outlet in the top shelf. which converts to o serving troy. 








-_ 


—_—_ 





EVERY STAR IN THE AMES MAID 
STUDIO HAS A GREAT SUPPORT- 
ING CAST OF FINE FURNITURE. 


Ames also manufactures the famous C ames 2 
eaisieasctbeide lines of Ames Aire Casual Furniture 4 ) 
a m «OW. «VIRGINIA rae 
and Ames garden fools and shovels. _—s fe 
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Warm Morning does 





Model 
“500” 
Circulator 


Warm Morning Helps You Buy... 
Helps You Sell! 


With Big Early Stocking and Anticipation Discounts, 
plus a Fall dating plan, your WARM MORNING 
Distributor makes it easy for you to stock and sell 

WARM MORNING Coal Heaters. 


Powerful broadside mailing program plus other dealer 
advertising and merchandising aids help you move 


WARM MORNING Coal Heaters off your sales 
floor quickly and profitably. 


Warm Marning 


ASK YOUR DISTRIBUTOR OR WRITE FOR FULL DETAILS 
LOCKE STOVE COMPANY 
114-S West llth Street Kansas City 5, Missouri 


IANUFACTURER OF WARM MORNING HEATERS 
INCINERATORS AND MOORE'S GAS HEATERS, 
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it AGAIN! 


ce 


Get Your Share 
of Bigger Sales, More Profits 


Warm Morning dealers have 
sold over 2,000,000 Coal Heaters 


1958 was the best post-war sales year for WARM 
MORNING dealers. Dealers look for sales to go 

up again in 1959. Why? Because now the 

WARM MORNING Coal Heater line is bigger (more 
models to sell) and better (more features to sell) than 
ever before. WARM MORNING’s exclusive 

4-flue firebrick lining and the reputation of the 
WARM MORNING name are your 

best investments in more 

sales, more profits. 


Only Warm Morning has 
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Keeps customers’ birds safe 


REPUBLIC BLUE RIDGE 
STEEL ROOFING 


Many Southern hardware dealers find that poultry farmers are 
a big source of roofing sales. Republic BLUE RIDGE helps 
you realize your full share of profits with these important cus- 
tomers, because it provides maximum protection for birds. 


With Republic BLUE RIDGE, the strength of steel protects 
poultry in severe winds and storms. It goes on flat, and stays 
flat... is the only standard channel-type roofing that can be 
nailed on all five V’s for extra holding power. Specially-formed 
V’s keep out wind - blown rain, sleet, and snow . . . and three 
rib stiffeners stop siphoning, help hold sheets flat. 


BLUE RIDGE is precision-formed from strong, ductile steel 
—doesn’t crack at nail holes. Customers further like the fact 
that it is fireproof, verminproof, and rotproof. BLUE RIDGE 
Sheets match tightly and easily with any standard V-crimp or 
V-drain type roofing. 

Offer these benefits to poultry raisers, and other customers 
who want a superior channel steel roofing, and watch your 
sales and profits climb. Stock a supply of Republic BLUE 
RIDGE now. It is available in 29, 28, 26, and 24 gages, with 
heavy (1.25 ounce) certified full-weight galvanized coating. 





Contact Your Republic Representative or Mail Coupon at Lower Right 


OTHER REPUBLIC 
PRODUCTS FOR 
SOUTHERN FARMS 
AND HOMES 


Tough, strong, woven wire fence Precision -Wound® Baler Wire for 
in all popular styles and sizes. automatic balers, 





Flexible plastic pipe for Galvanized barbed wire in A complete range of wire Bolts and nuts in all sizes and 
wells, water lines, stock all popular styles, nails and staples for every types, ideal for farm use, 
waterers, and irrigation. requirement, 
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when weather turns stormy! 








MATCHES TIGHTLY | || || }-—— 


| Five Nails Across for Extra 


AND EASILY WITH ANY | | | 177 Welding Power in severe Winds [>| | | 
STANDARD V-CRIMP —lALA\. AA NWA 
OR V-DRAIN on 


Three Rib Stiffeners | | Channel! Design Stops 


TYPE ROOFING |__ Stop Siphoning | | Leakage at Side Laps | 


REPUBLIC ® 
STEEL == — 


niltnved inthe Southe QRLUE RIDGE Rooting QWoves Wire Fence 
WES De Zn - Be os Sta Bol and Nuts ps 


13% Gage High Strength 
SOUTHERN PLANT—GADSDEN, ALABAMA ¢ GENERAL OFFICES— CLEVELAND 1, OHIO 














Name Title 
Cc r 

Addr 
City. 
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WHY TRY TO 


e DF 
A \ Vy buddy “TIE TOGETHER” 
1 ~sa 


SS A LINE?... 


\\> 


~ 


Favs GUY. 


ATTRACTIVE 
3 COLOR SIGN 


HOLDS 9 


TACKLE BOXES pee 
os 
FS Cam, 8 


MINNOW BUCKETS 


“REVOLVING” 

TURNS ON SWIVEL 

$0 CUSTOMERS | ASSORTMENT 

CAN. OBSERVE CONSISTS OF 
ITEMS 

ALL 1 No. 352 





1 No. 617 

OVER ALL 1 No. 852 
HEIGHT 5’5” 

" 6 No. 831 Ever figure what it really costs to “wrap up” a 

nen ee 1 No. 350E sale? The more brands of sporting goods you 

1 No. 317E carry, the higher your costs. So, why not save? 

Stock and sell the one complete line of sporting 


YOU PAY REGULAR DEALER . a. 

PRICE FOR ASSORTMENT AND - equipment your customers know . . . Draper- 
yy | No. 416 Maynard. You reduce inventory headaches, brand 

RECEIVE FREE $25.00 R 1 No. 1416 confusion, duplication of orders and effort, and 


YOUR COST $89.45 4 No. 8106 cos ganenen po ne = you get a np me 
ine, quick delivery, faster turnover and higher 
Send us the 4M. 700 profits. Get the full story. Write today for com- 
2 No. 712¢ plete information, catalogs and name of your 
SUGGESTED nearest Draper-Maynard wholesaler. 
RETAIL VALUE 


a DRAPER-MAYNARD 
- | Sports Equipment 


4861 Spring Grove Ave. ° Cincinnati 32, Ohie 











For more information use Handy Return Card, Page 87 SOUTHERN HARDWARE for October, 1959 





PADLOCKS 


YALE 


THE FINEST NAME IN PADLOCKS 








2 i 
CTTTT ee Finest tame  Harteare 

I 
®& { \- 


| fo | 
, | 


les . ae. 


mars SALES PACKAGED BY YALE 





NALE | 
ad a) «= PEGBOARD PACKAGED AND 
te WIRE RACK DISPLAYS 


CELLAR DOORS « GATES 
k Yale wraps ‘em up so they SELL! Two 
241 Padioc series of eye-catching red, white and 
psn blue padlock display packages for peg- 
eusr-acsestase board or wire rack merchandising. 
mn See (1) A set of new bubble-packages 
with padlocks sealed to be seen—and 
sold! (2) New slip-in-slot cards that 
attract the eye and display the item. 
Packaging plus price plus display 
assure you of a big turnover on these 
popular Yale items. Order through 
your jobber or write The Yale & Towne 
Five Disc _ With = Manufacturing Co., Yale Lock & 
7 Hardware Div., White Plains, N. Y. 


The Finest Name in Hardware vee Ce YALE & TOWNE nov. 
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Too good 


Passers-by stop and buy when you have this sales- 
building Swan Profit Package on your floor. It con- 
verts just 3.7 square feet of space into a top-profit 
garden hose merchandising center. It assures prom- 
inent display for Swan's most popular best-sellers. 


It gives you a complete price range . . . helps you 
sell up ... builds impulse sales . . . simplifies stock 
control. 

Best of all! Your profit on the whole package is 
a neat $38.00. The Swan Profit Package is avail- 
able now for a limited time only. Call your dis- 


*Leading distributors will offer 5% for early orders. Net dealer cost 
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to pass up... 


tributor today and get set for bigger profits dur- 
ing the coming spring and summer selling season! 
Swan's Profit Package Includes: 
5 coils Swanseal @ $3.95 each 
5 coils Swanseal Supreme @ $4.95 each 
5 coils Swan Nyl-Cord @ $5.95 each 
5 coils Swan Single Braid Green @ $7.95 each 


Total retail value of hose and merchandising dis- 
play is $122.00. Your cost is $80.00*. YOUR 
TOTAL PROFIT — $38.00. 


just $76.00 
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FREE! 1960 Swan 
Garden Hose Catalog 


Illustrates in full-color and describes 

every garden hose in the complete 

Swan line. Ask your distributor for a 

copy or write Swan Rubber Company, 

Bucyrus, Ohio. , : . . 
SWAN RUBBER COMPANY 


Bucyrus, Ohio 


- 


You can trust the products...made by SWAN 
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Now! Its LAWN - 


Call New LAWN-BOY 
merica’s 
first 
family 
of home, 


Grass Catching LAWN-BOY ROTARY MOWERS 


QUIETFLITE 


AUTOMOWER 


yard | , j SPECIAL 


Model 305 


garden Bes dibs \ ee Ss) 
6 
@ The 1960 LAwN-Boy line gives you more to sell, for a longer time. You 
profit more with this broader line on a franchise basis. Prices are right too! 
Plain-talking, hard-hitting national advertising, a strong co-op program, and 


common-sense merchandising aids are all set to make 1960 your biggest 

" LAWN-BOY year yet. And backing up the program is the famous LAWN-BOY 

Now! LAWN-BOY quality warranty and over 3500 Authorized Service Stations to help keep your cus- 
tomers happy. Yes! This is the year for you to go LAWN-BOY. Get the facts 


Starts as low as $59.95! now. For the full profit story, send the coupon. 


Be sure to see LAWN-BOY... Booth 701 at the New York 
LAWN-BOY reserves the right to make engineering changes National Hardware Show and at the Chicago Lawn, Garden and 
without prior notification or responsibility to the purchaser. Outdoor Living Trade Show, Booth 170 
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BOY for /960 ! 


NEW LAWN-BOY = —\~ 
— TILLERS He 


ALL-NEW 
\ LAWN-BOY 
EDGER-TRIMMER 













Bb ih. = ae 
LAWN-BOY 3 > = \ 
MASTER GARDENER 7 = 
Model LRT-3, $159.95 > 

| 
yt A Aas the 
’ LAWN-BOY GARDENER SNOW-BOY 


Model LVT-1, $119.95 
(complete with accessory tines) 


| “a > New! ae 
| , . LAWN-BOY $159.9 . 
ae \ : 
e \ PROFESSIONAL To extend your selling 


Models LPT-2 and L-252 


$269.95 season all year through! 






8 8b & 8 ££ € FF ee ee 
THE TOP PROFIT LINE IN THE INDUSTRY CLIP AND MAIL COUPON TODAY 


LAWN-BOY, Dept. SH-10 Lamar, Missouri 


fee. . Check one square... 
5 fi O Send me full details on the © Tell me how I can become 
_ new 1960 LAWN-BOY line a LAWN-BOY dealer 
Er 


Lamar, Missouri, Division of Outboard Marine Corporation. = Name __ a ————— a 
Makers of sdohason, Evinrude and Gale Outboard Motors. ’ 
In Canada: LAWN-BOY, Peterborough, Ontario. Address -——- ——— — =a 


i > — _ lle 
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a bet you’ll 
always win... 





Bet on the quality of Sheffield bolts and you'll never 
lose. For quality is a sure thing in every Sheffield bolt. 
It’s kept that way with checks and tests at every step of 
Sheffield steelmaking and boltmaking — from furnace 
to finished product. 

Result: bolts that give your customer greater holding 
power, free-running precision threads, easier installa- 
tion. Bolts you can sell with complete confidence. 

And here’s a selling tip that’s paying off wherever it’s 
tried: Make up assortments of most-used Sheffield bolts 
in sacks or bags. Display them. Your customers will do 
the rest. 

Call your Sheffield Distributor now for the variety 
and quantities of Sheffield bolts you’ll need. 


Bolt Makers Since 1888 


SHEFFIELD DIVISION 


ARMCO STEEL CORPORATION 


OTHER DIVISIONS AND SUBSIDIARIES: Armco Division + The National Supply Company + Armco Drainage & Meta! 
Products, Inc. « The Armco International Corporation « Union Wire Rope Corporation + Southwest Steel Products 





ij 
i 


— 


LECCE 
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Oxco’s Ziusk Mrchendites 


make profitable Cleaning Supplies sales centers— 


al 
one Ber, 


designed to Enrhas specifications 


° 
4 
See vv Ge 


No. 25 
CLEANING Sem MERCHANDISER 


SUPPLIES for large volume stores 


A wide selection of popular Oxco 
brushes, all labeled and pre-priced, 
ranging from 29c to $1.49, attrac- 
tively displayed on a permanent, 
first quality fixture. That’s Oxco’s 
No. 25 Merchandiser—designed to 
NRHA specifications as the sales 
center for a complete cleaning sup- 
plies department; proven through 3 
successful years as a steady producer 
of brush sales and profits for hard- 
ware and general merchandise stores. 
No. 25 includes one dozen each of 25 different 
Oxco brush styles, with No. 15 display fixture, 
25 hangers and top sign printed both sides 
Fixture sign and hangers in 1 ship. cont., 25 


doz. brushes in 3 ship. cont. Shipping wet 
per Merchandiser 


NO. 15 DISPLAY FIXTURE— 60 "x 26"x 17's ". Strong 
peg-board panel; lacquered hardwood molding and 
removable ‘‘A"’ frames. 


CLEANING — No. 12 MERCHANDISER 


SUPPLIES (*) 


for small and medium stores 


HOUSEHOLD BRUSHES Twelve fast-selling Oxco brushes, full of modern colors, attrac- 
WT iy. St ae i i tively displayed on a permanent, high quality fixture, make 
+? Aes fe ae up Oxco’s popular No. 12 Merchandiser. Designed to NRHA 
specifications, brushes are labeled and pre-priced, ranging from 
29c to $1.49. Thousands of these Merchandisers are on dis- 
play in stores throughout the country, ringing up profitable 

brush volume never believed possible by store-owners. 


No. 12 includes one dozen each of 12 different Oxco brush styles, with 
No. 9 display fixture, 12 hangers and top sign printed both sides. Fixture, 
sign and hangers in 1 ship. cont.; 12 doz. brushes in 2 ship. cont. Shipping 
wgt. per Merchandiser 62 lbs 


BOTH MERCHANDISERS MATCH MODERN STORE EQUIP- 
MENT. Back of fixtures suitable for displaying other products. 
Other brushes can be binned in front or back. Displays adapt- 
able for island, gondola, wall or column use. Send for 
illustrated folder—"'How to Merchandise Cleaning Supplies 
for Profit’. Write Sales Dept., Ox Fibre Brush Company, Inc., 
Frederick, Md. 


NO. 9 DISPLAY FIXTURE— 30" x 26"x 17's". Similar 


, . NOTE: Display fixture included in total retail value of Merchandisers. 
to No. 15 in construction. 


Fixtures available seporately, or with your choice of brushes. Contact your 
Jobber for details. 





SAet g reee 


SE 


‘> Guaranteed by > 
Good Housekeeping 
eras ~ 


| 
SPEEDY-cLEAN RAOP 


made with DUPONT cellulose sponge yarn 


Speedy-Clean keeps your mop line up to date 
because it cleans modern floors fast. It’s a quality 
mop that’s attractively packaged for quick, easy 
sales. 

Jv SANITARY—rinses clean easily, keeps clean shape and 
appearance. 

v FASTER CLEANING—soaks up water and leaves floors 
semi-dry. 

Y EASY TO USE—no tangling; no loose lint. 

v LONG LASTING—outwears ordinary mops 3 to 5 times. 


Hang up on peg-board 
walls or columns for 











See our Y) caraioe OX FIBRE BRUSH COMPANY, INC. 


i, carclos 
complete |p ser" sreoenicx <eleblished /S§¢ manYianod 


line in... i} 











Floor Sweep 
DISPLAY NO. 1 


Stocks © Displays @ Sells 
Most Popular Sweeps* 
Mark off 21% sq. ft. of floor space in your store 
and see how little space this display takes 


to increase your volume on high profit Oxco 
floor sweeps. 


Top sign tells customer type of sweep 
needed for his floor surface. 


Complete selection displayed . . . includ- 


ai ing sweeps for garage floors, smooth or 


rough floors of wood, tile, terrazzo, etc.; 
medium or heavy dirt. 


Stocks extra sweeps on rear platform. 


* 
3 - 14" Favorite; 6 - 18" Favorite; 
3 - 14” Choctaw - X; 4 - 18” Choctaw - X; 
2 - 18" Garage Palmyra (plus 18 - 60” handles). 


Easy to set up and stock in minutes. includes 18 sweeps 
and handles, plus metal rack at no extra cost. 





PACING THE BRUSH /NDUSTRY FOR 75 YEARS / 


> Pee 








A complete saw blade sales center, at a low dealer cost and a high 
dealer mark-up. Everything you need to take care of the hobbyist, 
do-it-yourselfer and professional. And this unit is only 114” deep, 
less than 15” wide and only 8” high. Easel back for standup 
counter merchandiser, eye punched for wall or peg board display. 


Blades are packaged in individual plastic sleeves, each sleeve-pak 
regardless of type of blade is priced the same...perfect for self- 
service. Wide assortment of blade types, sizes, ends and teeth 
insures you'll have what your customers want. 


No. 50 Merchandiser contains 
5 packets each of the following 





Sales Representatives 
John H. Graham & Co. ine, 
105 Duane Street, New York &, N.Y. 
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RELL Nails Now Come 
In Modern 5O Ib Cadays 


Hundred-pound nail containers have gone the way 
of old-fashioned kegs! We're no longer packing 
nails that way. Now every type, size, and finish of 
top-quality DixisTEEL Nails come only in the handy 
50-pound Nail Caddy. It is strong, durable, and 
weather-proof. It is far more convenient and easier 
to handle — both for you and your customers. 


orver DPOVLALS naus ror EVERY 


Here are a few of the many 


BRIGHT—GALVANIZED 


Made Only by 


ATLANTIC STEEL COMPANY «+ AT 
P.O. Box 1714 T 
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Southern OCTOBER 


HARDWARE 1959 


By S. R. Tralins 


hen a Miami dealer 


sells sleds in July... 


. ++ you can bet your latest copy of SOUTHERN 
HARDWARE that it isn’t snowing in Miami! It’s just 
another promotion successfully put over by the live- 
wire owners of Porter Hardware, 1. W. “Bill” Porter 
and his partner, Lou Cohen. 

When it comes to business-getting “know how,” 
Porter and Cohen take back seats to no one. Take, 
for instance, the sled on the roof of their Miami 
hardware store — that’s an erample of their flair 
for uniqueness and originality. Imagine, displaying 
sleds in Miami! Ridiculous? Not on your life — there’s 
sound business reasoning behind it that pays off in 
plus-business every day. 


“If it wasn’t for that sled on the 
roof outside,” says a_ typical 
customer, “I’d have never wander- 
ed in.” Like many others, this 
smiling person took a “double- 

- take,” hardly able to believe his 
SETHAL FERTILIZER . With the sled as eyes. Although he didn’t buy a 
a gimmick and sled, he did buy paint, and that’s 
large signs pro- what counts 
claiming specials, Bill Porter, former buyer for a 


store becomes en- 
Seenched in large wholesale distributor, an 
public's mind. accountant and a carpenter by 


trade. smilingly referred to their 
“sled” display and said: “The big- 
gest laugh I ever got out of that 
was last July. We were loading a 
sled into the back seat of a custom- 
er’s car when a woman being 
towed by a five-year-old came up 
and asked if she might let her little 
boy ‘sit’ on the sled for a moment. 
Of course, I was glad to oblige and 
there she was, explaining to him 
what a sled was, telling him about 
snow and how people ‘up North’ 
go sledding in the winter.” 
. i ame “That’s only one side of it,” 
Pen. ' ’ i Cohen commented. “When custom- 
_—— PR tien... ee ers go by they identify our store 


— 
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‘with the sleigh on the roof’ and 
tell others. As a result, we still 
don’t sell too many sleds, but we 
do accomplish the purpose we in- 
tended — and that’s getting people 
to smile. When customers laugh, 
that’s the surest way of breaking 
through the thick ice of sales 
resistance.” 

Brightly lettered signs all over 
the building call attention to the 
fact that everything in the hard- 
ware line is being offered for sale. 
Two large chalk boards out front 
proclaim the daily specials and a 
large display of merchandise is 
always on the “front doorstep.” 
Passersby on the heavily traveled 
street are impelled to stop in for 
a moment and pick up some item 





NOTHING FREE!!! 








To Those People We Say: 


In South Florida. paint should be 


| proof, OX-LINE PAINT is made 


You Should 
Know About 


AMPLE FREE PARKING ON OUR PREMISES 


PORTER H 


And Sensible People Know It! 


OX-LINE PAINTS 


It has a@ story of quality. and a money-back 
Sees 0 ena Emenee, © OX-LINE PAINT is the beet 
@t any price. Come in or phone. for the complete story. 


Master Pointers, Purchasing Agents. . . 


\ 
V} 


mildew-proot. fade-proot. blister- 
specifically for FLORIDA climate. 


MAKE PORTER 
HEADQUARTERS 
FOR 
HARDWARE 
PAINT 
Mechanic's Tools 


quarantee. yet as 


We hove whet you need. 


Open 7:30 te 6 P.M. 
Deily, Except Sundey 
FREE DELIVERY 


ARDWARE 


PHONE PL 6-614! 





Porter looks over the shoulder of Cohen as together they 
plan direct mail advertising copy — typical ad shown above. 


they need and “have been planning 
to get.” 

Once inside the store the average 
buyer cannot miss seeing the neat- 
ly arranged departments that are 
displayed distinctly on peg boards 
with large signs calling attention 
and suggesting everything from 
paint and electrical supplies to 
plumbing fixtures and _ tools. 
Nothing is out of place every- 
thing in the store suggests orderly 
planning and merchandising that is 
keyed to add business and give 
customers a clear idea of the com- 
plete lines offered for sale. It is 
this self service arrangement that 
creates in customers the will to 
buy. A typical shopper’s remark is, 

(Continued on page 93) 


Few tool customers can pass this point-of-purchase display without 
making a purchase. The display reflects store's flair for neatness. 
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Brisk activity in the paint department 
proves effectiveness of partners’ 
business-getting know-how. Here 
they advise on paint problems. 


1959 





Spotlighting Giftwares 


in a small-town store 


William Marx, president of the firm, takes a special interest in the giftwares 
department. Here he rearranges figurines on the open-shelf floer displays. The 
open shelves are used effectively along with the solid gondolas. 


Double surfaces of peg board on display screens permit 
articles to be hung on both sides without conflict. Wrought 
iron arches in midfloor separate major groups of giftwares. 
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By William R. Palmer 


A giftwares department is 
widening the marketing area 
for M. Marx’ Sons, hardware deal- 
ers for 45 years in Bogalusa, Louis- 
iana. It even attracts regular cus- 
tomers from the larger city of Hat- 
tiesburg, Mississippi, which is 60 
miles away. Starting in a small 
corner of the store 15 years ago, the 
giftwares department has grown 
faster than any other over the long 
haul. It now occupies 2,250 square 
feet, which is nearly a fourth of 
the firm’s total display space. 
“The wide selection of stock to 
choose from is now this depart- 
ment’s greatest appeal,” William 
Marx, president of the company, 
stated. “But the reason for its 
growth is the special attention 
we've always given it. Most gift 
shops in the area are sidelines for 
jewelers, furniture dealers, drug 
stores, and even motels, These peo- 
ple give scant attention to their 
gift side lines, The retailers usually 
treat giftwares like the rest of their 
merchandise, though the problems 
(Continued on page 94) 

















EXPANDS. 
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Since the close of World War II sporting goods 
have offered Southern hardware retailers an out- 
standing sales opportunity. Yet, after 13 years of 
astounding growth, the market is more vibrant and 
promising than ever before. Hunting and fishing 
equipment have always accounted for big volume 
sales. Today the boating boom has added thousands 
of enthusiasts to the sports scene. Water skiing and 
skin diving have soared in popularity while archery, 
a sport as old as kings, has caught the fancy of great 
numbers of people. As the figures below indicate, 
it’s a choice market for the alert and really aggressive 
Southern hardware retailer. 











SPORTING GOODS 


@ The nation's population is continuing to shoot up- hardware stores: more than $9,000 annnally. 
ward and will probably pass 200,000,000 in the 
1960's. @ Sales of outboard motors in 1959 may top 750,000. 


@ Consumer incomes also continue to get bigger. At @ There are an estimated 7.5 million pleasure craft 
mid-year, total personal income hit annual rate of afloat. Sales of boats, motors, and trailers alone 
$384.1 billion. ithin the next decade average will total nearly $450 million in ‘59. 
family income will climb to $9,500. 

@ Archery is moving into position as a ranking sport. 

@ There are more than 20 million fishermen and 14 lts adherents will spend more than $10,000,000 
million hunters among the nation's sportsmen. this year. 


@ Sporting goods and allied products make up a $2 ® Don't overlook the teenagers. They like all sports 
billion annual market. Average sales in Southern and have more than $9 billion to spend. 
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Waynesboro, Va. 
Corner 
Hardware finds... 


Corner Hardware at Waynesboro, Va., 

figures that a salesclerk cannot talk 

intelligently about camp stoves unless 

he has used one himself and tested it 
in actual camping. 


By B. Miller 


Safety practices with a gun are taught 

at special sessions held by factory rep- 

resentatives. The store invites cus- 

tomers to join employees in learning 
how to use firearms. 


| Smeesereengg is the key to a 
growing sporting goods de- 
partment, according to R. W. Mc- 
Gann, president of Corner Hard- 
ware, Inc., in Waynesboro, Vir- 
ginia, where a sporting goods stock 
turns over about five times annu- 
ally. A cost stock in guns and fish- 
ing tackle of $11,000 brings a sales 
volume of $68,000. 

With an annual volume gain of 
20% over the last two years, Cor- 
ner Hardware considers knowledge 
so important that it does every- 
thing it can to enable sales person- 
nel to gain knowledge of these 
products through firsthand expe- 
rience. 

The company: 

1. Hires only personnel for 
sporting goods who were high 
school athletes or show marked in- 
terest in fishing or hunting. 

2. Puts free equipment in their 
hands and has them take time off 
to learn how to use it. 

3. Has factory demonstrations 
for personnel along with sporting 
goods films. 

4. Has store personnel and their 
families participate in weekend 
camping excursions sponsored by 
the store. 

“In order to answer a customer’s 
questions on how a camp stove 
works, how long it takes to cook, 
how to light a lantern, how far can 
he throw a fishing line, what’s the 
best lure for stream fishing, how 
can he assure himself of safety 
practices with a gun with the chil- 
dren around, etc., a salesman has 
to know how the item works, and 
this he can learn only through 
firsthand experience. 
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Children in the community care en- 
couraged to learn about active out- 
door sports which are healthful and 
constructive by the owners and em- 
ployees of the Corner Hardware store. 


“We therefore do everything we 
possibly can to give him that ex- 
perience so he can talk intelligent- 
ly and soundly about an item. A 
prospective camper can tell wheth- 
er a man is talking out of experi- 
ence or off a label or out of a 
book,”’ says McGann, whose sport- 
ing goods department takes a 
prominent place in the store, oc- 
cupying one-third the selling area 
throughout the year, or 1200-sq. 
ft. Sales personnel also attend fac- 
tory schools. 


Information to Customers 


Located near state parks, camp- 
ing grounds and two resorts that 
draw people from all over the 
country, Corner Hardware finds it 
imperative to be able to give de- 
pendable information to customers. 
The firm keeps a vast and diversi- 
fied stock of quality merchandise 
—from fishing lures and tackle, 
guns and camping supplies, to ca- 
noes, boats, outboard motors and 
all kinds of play equipment. 

“To make certain that my per- 
sonnel are receptive to sporting 
goods selling, I inquire into their 
interest in sports when they were 
at high school. Were they on 
teams? What did they play? What 
sports did they engage in after 
school hours?” explained McGann. 
taking up point by point his re- 
quirements. “Were their fathers or 
grandfathers interested in hunt- 
ing? In fishing? An interest stim- 
ulated this way will also make a 
good salesman in sporting goods.” 

Corner Hardware has given its 
personnel guns, fishing tackle, 


Corner Hardware feels that the buyer 

who practices outdoor sports will buy 

more intelligently and sell more in- 

telligently. Here, lures are studied 
from a diversified display. 


camping stoves, lanterns, sleeping 
bags, etc., to enable them to learn 
how to use these items firsthand. 
An avid camper, their sporting 
goods buyer was on a camping trip 
to the Canadian woods with a par- 
ty whose total equipment was val- 
ued at about $3,000. 

Store camping parties are en- 
couraged. Three such parties dur- 
ing season are sponsored by the 
store to include personnel and their 
families for overnight stays at 
camping resorts. 

Factory representatives from the 
firearms companies, from fishing 
tackle and other outdoor supplies 
manufacturers, demonstrate and 
discuss new features and merits of 
various items with the personnel. 
At sales meetings, films of the 
Fish and Game Association are 
presented. 

“We do everything we can to 
encourage children to become in- 
terested in sports. Employees who 
are interested themselves make 
more enthusiastic teachers of the 
young. We coordinate our effort 
in youth work with the PTA, 
YMCA and other citizen organiza- 
tions, and sponsor teams like the 
Little League. We have a whole- 
hearted interest in keeping the 
young people occupied in a healthy 
and constructive way,” added Mc- 
Gann. 

Corner Hardware maintains a 
sporting goods window the year 
round, changing its contents as the 
season advances. During the 
camping season it ties in all needed 
supplies with representative items. 

Factory demonstrations are put 
on for customers on Fridays and 
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The firm also feels that a salesclerk 
who does the buying for a depart- 
ment as well, will make sure that the 
merchandise is sold before a reduction 
in price becomes necessary to move it. 


Saturdays about twice during the 
hunting season, twice during the 
fishing season. In a town the size 
of Waynesboro, 12,000 population, 
the event draws about 1,500 peo- 
ple. Gifts of fishing tackle or guns 
are given both adults and children. 
Newspaper promotion of the event 
starts 30 days prior, intensifying 
notices to three times a week the 
last week. Signs in the store and 
window as well as direct mail a 
week before keep the event well in 
the foreground. Cost of the pro- 
motion approximates $200. 


Safety Practices 


“We have had factory represen- 
tatives talk about safety practices 
with customers, many of whom are 
learning to hunt for the first time. 
He underscores that it is not the 
gun that shoots but man that 
shoots the gun,” explained Mc- 
Gann. 

This hardware dealer has his 
sales personnel do all the buying 
for their departments. The two 
sales employees in sporting goods 
also buy all sporting goods. 

“My theory is that if they buy 
the sporting goods they are going 
to see that it is sold. Their buying 
will be more efficient, they will 
watch their inventory, and they 
will see that merchandise moves 
before a reduction is necessary. 
They will not order new merchan- 
dise when the old is still unsold,” 
he commented, indicating his two 
sporting goods buyers had been 
buying for eight years. 

Five departments in the store 

(Continued on page 98) 
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if you know fishing— 

and like it— 

you can sell fishing equipment 
like this Texas dealer...... 


FISHING TACKLE 


a ONE of the best sales 
By Kob King tools _in selling fishing 

equipment is to know and like 
Southwestern Editor fishing,” says J. H. Schockler, 
hardware dealer in Rusk, Texas. 
Although Schockler admits he 
finds time for fishing rather 
sparse these days, he still likes to 
talk fishing with his customers and 
can usually advise them where the 
fish are biting and what bait they 
are taking. 

J. H. Schockler Hardware, a 
family - owned, family - operated 
store in this East Texas town of 
7,500, has not always been a fish- 
erman’s headquarters. 

“When I bought the store from 
my father in 1946 after my dis- 
charge from the army,” Schockler 
says, “I doubt if there was five 
dollars worth of fishing tackle to 
be found in stock. Dad just never 
cared much about fishing.” 

Since that time, however, the 
store has recorded a _ substantial 
increase annually in the amount 
of fishing tackle necessary to sup- 
ply a steadily rising demand as 
more and more people in the area 
discover fishing as a relaxing, en- 








The J. H. Schockler Hardware, a family-owned and family-operated - 
store located in downtown Rusk, Texas, is known far and wide as the joyable sport. 
area's headquarters for fishing tackle and other sporting goods. Fishermen in the region around 
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J. H. Schockler, top right, watches as two customers 
look over the hundreds of lures displayed on the 
special rack he designed for this purpose. Lower right, 
Max Schockler, left, shows fishing tackle to three 
young fishermen. Max, just returned from army duty, 
and his parents own and operate the store, make up 
its entire staff. To Mrs. Laura Schockler, below, falls 
much of the bookkeeping duties, but she also handles 
sales work when it comes to selling fishing tackle to 
women. An oddity nowadays, bottom, is this store's 
large stock of harness and leather goods, much in de- 
mand from East Texas logging crews who use the 
horse-mule teams in their bad weather operations. 


Rusk have discovered that when 
they need a particular type of lure, 
or practically anything in the fish- 
ing equipment line, Schockler 
Hardware is the most likely place 
to have it in stock. Schockler esti- 
mates that in the past year alone, 
sales volume in fishing tackle has 
increased more than 50 percent. 

He attributes this to several fac- 
tors. Probably the most important 
is the one just mentioned, a large 
stock of fishing tackle on display in 
the store from which his customers 
may choose. 


Keep Full Stock 


“If they can’t find what they 
want here,” Schockler claims, 
“they will go where they can find 
it. For that reason, we try to have 
on hand whatever they may re- 
quest when they want it.” 
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As a fisherman himself, he 
knows the value of displaying fish- 
ing tackle in such a manner as to 
attract fishermen and to sell them. 
He also knows that they like to 
handle the fishing tackle and that 
they usually look for the quality 
equipment to buy. 

They also want information that 
the dealer should be able to pro- 
vide about the fishing equipment, 
about the best places to fish, or 
perhaps just about fishing in gen- 
eral. 

The displays in the store then, 
are designed for the purpose of 
attracting customers to them and 
making it easy for them to pick 
up the merchandise and handle it. 
Focal point for fishing tackle is a 
large display rack mounted above 
one of the showcases. 

It is constructed of two-by- 
four’s to form a long, rectangular 
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frame with a heavy-gauge wire 
screen having one-inch squares 
stretched across its length. Hang- 
ing from the screen are hundreds 
of colorful lures of all types and 
sizes. Customers can mull over the 
lures to their heart’s content and 
take any from the wire that may 
catch their eye. 


Buys Extra Lures 


This often results in a customer's 
taking two or three lures instead of 
just one that he may have come 
in to buy. Few fishing enthusiasts 
can resist trying their luck with a 
new type lure that appeals to 
them. Particularly when they have 
the opportunity to pick it up and 
examine it. 

Schockler 
can’t sell lures in boxes, 

(Continued on page 98) 


contends that you 
and to 
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in Memphis, Tenn. 


high interest 


in sports 


means high potential 


for sales 


} amend in sports is at an all- 
time high. Never has there been 
such strong and varied appeal for 
both young and old. 

Many hardware stores are en- 
joying steadily increasing sales de- 
spite the competition from exclu- 
sive sporting goods stores. 

And why not? The hardware 
dealer actually has the inside 
track. He’s either just down the 
street or right around the corner 
from the sports-minded youngster 
or adult. He’s much closer to these 
customers than the sporting goods 
store downtown or in the big shop- 
ping center. Is there any good rea- 
son then why the hardware dealer 
shouldn’t be able to get the busi- 
ness? 

There really isn’t any sound ex- 
cuse—and the average hardware 
dealer is honest enough to admit 
it. Those willing to make an effort 
to get the sporting goods business 
are getting it. 


Salesman Andy Hill (top) arranges 
@ baseball and tennis display, big 
drawing cards at Best Hardware in 
Memphis. The store also features a 
well-stocked archery section (middie) 
and does an outstanding volume on 
hunting equipment (below). 


By Richard Lane 


It’s proof again that the hard- 
ware dealer can get most of the 
neighborhood’s business on any 
line if he’s willing to make a sin- 
cere effort. The dealer who carries 
a complete stock and promotes it 
knows that this is true. 

Warner E. Waide, vice-president 
and general manager of Best 
Hardware & Appliance Co. in 
Memphis, Tenn., is one who knows 
it. 

Waide is thoroughly convinced 
the future for sporting goods is 
going to be even brighter. He’s so 
convinced that he is enlarging and 
departmentalizing his store’s al- 
ready large sporting goods section. 

With increased space and stock 
departmentalized, Best Hardware 
& Appliance Co. will be able to 
maintain a larger inventory, yet 
keep it under close control. While 
fast-moving lines will be featured, 
the store will continue its policy 
of maintaining a _ well-rounded 
stock. That policy has been an im- 
portant factor in the growth and 
success of the 25-year-old subur- 
ban store. Customers know they’ll 
find what they are looking for at 
Best’s. 

This is true even in the case of 
youngsters. 
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Fishing tackle and hunting equipment 
are bread-and-butter sections of the 
store (top left) where this woman 
shopper selects a fishing lure. Women 
and children (top right) are good 
customers. Store encourages customers 
to buy life jackets and this mother 
is looking over one held by her son. 
Model plane assembly kits (right) are 
big sellers, too, at this Memphis store 
which cerries a large stock for the 


model plane enthusiast. 


Andy Hill, who with Harry 
Brown does most of the selling in 
the sporting goods department, 
cites the store’s practice of stock- 
ing left-handed baseball gloves 
and mitts. Not all stores carry 
such equipment because sale of 
left-handed equipment admittedly 
isn’t too frequent. But youngsters 
know they can find left-handed 
gloves and mitts at Best’s and the 
store continues to stock such 
equipment. The boy—or parent— 
who buys hard-to-find left-handed 
equipment at the Best store is very 
likely to buy something else while 
at the store. At the very least, they 
learn that the store lives up to its 
reputation for carrying a complete 
stock. 


Interest Continues 


While there may be a gradual 
lessening of adult interest and par- 
ticipation in baseball in some 
areas, youngsters’ interest contin- 
ues high and Best sells much base- 
ball equipment. 

“Our glove sales are especially 
good,” Hill declares. “We actually 
sell more medium and high priced 
gloves than cheap ones. Sometimes 
it seems the smaller the kid, the 


bigger the glove desired. A good 
glove means a lot to a youngster, 
and when parents make the pur- 
chase they often want the very 
best available. One mother came 
in recently and bought a $19 glove 
for her son. That glove is good 
enough for major league ball,” Hill 
grins. 

“Baseball caps also are popular. 
In an area of the city where many 
churches sponsor baseball teams 
for youngsters, we sell lots of 
them. 

“We carry a complete line of 
baseball equipment and are able to 
outfit whole teams. 

“In the past several years we 
also have enjoyed especially good 
sales of basketball equipment. We 
attribute this keen interest in bas- 
ketball to the fine success of the 
Memphis State University team. A 
couple of years ago the MSU team 
went to the finals of the National 
Invitational Tournament in Madi- 
son Square Garden. The team has 
continued to be ranked among the 
top in the nation, and as a result, 
Memphis has really become a red- 
hot basketball town. In addition to 
the MSU stimulus, a major high 
school—Treadwell—in the heart of 
our neighborhood consistently has 
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one of the best prep basketball 


teams in our area of the state. 
Youngsters who attend Treadwell 
buy baskets, attach them to the 
front of the garage at home and 
practice tossing the ball right on 
through the spring and summer— 
long after the regular basketball 
season has ended. 

“Last season we increased our 
basketball equipment inventory, 
yet we sold out completely.” 

Major lines in Best’s department, 
however, continue to be hunting 
and fishing equipment. 


Complete Fishing Section 


The store maintains a complete 
fishing section and stocks every- 
thing but boats. 

Hill and Brown keep up with 
fishing information for their cus- 
tomers and post pictures of big 
catches, These pictures, with ac- 
companying information on the 
type of lure used, are effective 
sales boosters. 

Hill attends most fishing tackle 
shows held in the Memphis area 
by wholesalers and believes such 
shows are quite helpful in building 
a successful department 

(Continued on page 99) 





Tackling 


Tackle 
Competition 


This Texas store, faced with “wholesale prices” 
at every hand, devised means of combatting this 
and has held its tackle business. 


In store tackle department, 
Manager E. E. Schrade here re- 
places a starter cord in a special 
display gadget which has in- 
creased sales of items. 


emerge OUGHT to do something 
about cut-price competition 
from liquor stores, service stations 
and catalog houses using fishing 
tackle as a “leader” to attract more 
general customers, hardware men 
in general agree. Many dealers feel 
that little is being done “higher 
up” about it, and so if anything is 
to halt the invasion of fringe out- 
fits on the tackle business, it seems 
to be up to the individual hard- 
ware merchant. 

That, at any rate, is the conclu- 
sion finally drawn by E. E. 
Schrade, manager of the sporting 
goods and related sections of Jar- 
mon Hardware Co., Yoakum, Tex- 
as, a small town whose merchants 
have felt the bite of catalog houses 
and “wholesale outlets” in many 
lines. 

“At one time we sold an average 
of $100 worth of sporting goods a 
day,” Schrade declares. “Before 
we fully realized what was hap- 
pening, we had lost a lot of this 
business. Finally, we recognized 
the problem for what it was and 
began fighting back. The sporting 
goods business, and particularly 
the fishing tackle business, is com- 
ing back.” 

Typical of the extremes to which 
the company may go today, if war- 
ranted, is the case not long ago of 
an old customer—a farmer—who 
came to the sporting goods depart- 
ment and wanted to see a fishing 
reel. The salesman (a veteran of 
50 years and now deceased) show- 
ed it to him and he examined it 
a long time. He saw the price-tag 
attached. 

“This here I like,” the farmer 
agreed, “but there’s one in my 
Sears catalog forty cents cheaper.” 

“Well, we'll just meet that 
price,” the veteran said. There was 
a peculiar squint in his eyes, He 
wrapped the reel neatly. Then he 
placed it atop a display case against 
the wall. 

“But I want to take it with me,” 

















Teen- 
agers 


A $9 BILLION 
MARKET 


Figures compiled by the U. S. Bureau 
of Census show that there are nearly 
12 million youths in the nation ranging 
in age from 15 to !9 years. In addition 
there are 15 million more in the 1!0-14 
year old age group. The total number 
of teenagers adds up to an impressive 
27 million—a big chunk of the total 
population. 

More important, the number of 
youngsters will grow larger. According 
to the census, there will be a 53%, 
increase in the 13 to I9 year old age 
group from 1955 to 1965. In other 
ho an already big market will grow 
bigger. 

ut aside from an increase in num- 
bers, this market is expanding in the 
variety of products which catches its 





eye as well as in its ability to pay for 
them. Note this significant fact: 25°, 
of the boys between 16 and I are 
owners or part owners of cars. 

This is not a market built on the 
ocket change handed down by parents. 
Foday's youngsters earn their own 
money from an amazing variety of jobs. 
From all sources—gifts, earnings, and 
allowances, the estimate is that teen- 
agers have a whopping $9 billion to 
spend—an average of $333 per person. 

In view of their love of sports here 
is an obvious and important market for 
every retailer handling sporting goods. 
And better yet, it is probable that by 
1965 teenagers will have the impres- 
sive spending power of $14 billion 
annually. 





the customer explained. “Expect 
to use it this evenin’.” 

“Sorry,” the salesman said firm- 
ly. “In three days you come back 
and it will be ready for you. And 
by the way, I'll want 18 cents’ 
postage when you pick it up.” 

The customer sputtered. “Well, 
I never heard of such a thing. 
Gimme my reel!” 

“Sorry,” the salesman persisted. 
“It would take at least three days 
to get the reel from Sears. And 
the postage would be about 18 
cents. So, if you want us to meet 
Sears prices, we reserve the right 
to match Sears service.” 

The customer stalked out, mum- 
bling to himself. But three days 
later he came back. “Gimme my 
reel,” he grinned. “I got your 
point.” 


Strong Price Competition 


The tackle department caters 
primarily to freshwater fishermen, 
who buy sparingly, with a sec- 
ondary demand for saltwater 
tackle. But there is strong price 
competition in the major items of 
both, Schrade declares, and the 
hardware store that maintains its 
tackle business must devise ways 
and means of meeting this compe- 
tition in other ways than cut prices. 

“There is a liquor store chain 
in a city not very far from here,” 
he declares, “that advertises the 
same makes of reels we stock, at 
prices below our cost. We think 
something should be done about 
such a situation, because such 
practice eventually will kill the 
old reliable outlets for tackle. But 


in the meantime, we can’t afford 
to wait for somebody else to do 
something. We must do something 
ourselves.” 

For example, he recently sold a 
nationally advertised reel to a local 
office worker. A week later this 
customer came storming into the 
store, walked up to Schrade at 
the tackle counter and slapped 
down an advertisement of the 
chain liquor stores. 

“Look at that!” he demanded. 
He pointed to an illustration of a 
reel, the brand name—and the 
price. “That’s three dollars less 
than you charged me last week. 
You robbed me!” 

Schrade remained silent while 
the customer cooled off. Then he 
walked over to a compartment 
back of the tackle counter and 
pulled out a drawer of reel parts. 
“You're right. I did charge you 
more than you could have bought 
the reel in San Antonio. In fact, 
that price is right at our cost. But 
I want you to look at this little 
pile of trinkets. That’s $250 worth 
of parts for that make of reel. 
When your reel goes wrong, all 
you've got to do is bring it here 
and in a few minutes, we’ll have it 
ready for you to use again. Sup- 
pose you’d bought it in San 
Antonio. Would it be worth the 
difference in price to drive all the 
way there, then wait till the store 
sent the reel to some shop—or 
back to the factory—to get it fix- 
ed? Sure, we make a profit on 
reels. We wouldn’t be in business 
if we didn’t; but our profit is only 
normal. That liquor chain can sell 
the reel to you at cost, because 
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you're expected to buy a bottle or 
two of liquor while you're select- 
ing your reel, And you won't get 
the liquor at cost.” 

The customer saw the point and 
apologized. Not everyone does, 
Schrade admits, but by personal 
effort and sound reasoning, he 
finds that he is able to refute the 
price-cutting with some degree of 
success, 


Offers Service 


In another instance, the customer 
was a local business man and he 
complained about the price of a 
rod he wanted. “I saw this same 
rod advertised in San Antonio for 
four dollars less,” he grumbled 

Schrade admitted that he prob- 
ably was right. In this case, he 
stressed that the customer himself 
expected to make a legitimate prof- 
it from his clothing store, that if 
local businesses did not make a 
profit the town eventually would 
be in a bad way, that taxes for 
schools, streets and public utilities 
would be reduced and the entire 
community would suffer. The 
merchant bought the rod and said 
nothing more about price 

“We simply try to tailor our 
argument to fit the specific cus- 
tomer,” Schrade points out, “and 
we're making headway. Naturally 
we can’t do anything about those 
who are attracted elsewhere by 
cut prices and don’t give us a 
chance to talk to them; but event- 
ually most of them will come in 
here for parts or service, and then 
we'll have our chance.” 

Maintaining a large stock of all 

(Continued on page 101) 
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By 
S. W. Ellis 





This gun rack, custom-made in 
the store, provides good dis- 
play of guns and orderly storage 
of ammunition on shelf below. 


|” pmampessasnee HUNTERS, and camp- 


ers cannot resist the new dis- 
ore a eS play fixtures especially built for 
sporting goods at Hardware Cen- 
ter, Malvern, Arkansas. An attrac- 
tive example of a display fixture 
made for the items shown in the 
rom gun rack. Built in the store, the 
rack helped to sell 50 guns in a 
closed season. 
Because this unique gun rack 
* & is typical of the store’s promotional 
& i ix ur S planning for sporting goods sales, 
a detailed description is interest- 
ing. The two-sided rack, hold- 
ing 40 guns, is placed on the floor, 
with enough walk-around space 
to enable the prospect to see all 
the guns, with a minimum of hand- 
ling. 

Framework for the rack is made 
of sheet metal, a double platform 
providing storage space for am- 
munition below the guns, with an 
attractive pierced metal stand for 


Fred Spence, Jr. stores ammu- 
nition under guns according 
to brand name and caliber. 
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Alll- Ways Till 
maneuverable tiller ever made 


PLYMOUTH CHIEF DELUXE 


@\ 


Plymouth presents the royal family 
of tillers and garden equipment 


SUBURBAN PLYMOUTH SPUR 


ss PLYMOUTH KUTUP _: PLYMOUTH F 
9: ALSO A COMPLETE LINE OF GILSON CONCRETE MIXERS 
o. ox ae... PLYMOUTH, WISCONSIN Perea | 
ae ~ Sac Se 
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Store sells an impressive number of 
outboards each season. Here a cus- 
tomer examines a motor. 


the guns to rest on. The top sec- 
tion is wood, grooved out with a 
jig saw to provide a niche for each 
gun barrel. Strips of felt, fastened 
to the grooved section, provide 
complete protection for the guns. 
The top of the wood is artistically 
burned and varnished. 

The ammunition storage space 
below is especially convenient, and 
helps to sell more ammunition. 
Fred Spence, Jr., son of co-owner 
Fred Spence, has charge of ammu- 
nition stocks. It is his responsibility 
to keep adequate stocks on display 
at all times. He arranges the stor- 
age space under the gun rack with 
each brand in place and properly 
sized, so that the customer can be 
served immediately. 

Although the hunting season is 


72 


Store has a special appeal for women cus- 
tomers who come in to browse for gifts of 
fishing tackle for their husbands. Self-service 
display of assorted tackle attracts much at- 
tention and yields a steady profit. 


the time when most ammunition 
is used, this store sells important 
quantities all year. Farmers come 
in regularly to buy ammunition to 
shoot crows. Hunters use it for 
practicing long before the hunting 
season opens. And suggestions to 
buy early and place in layaway 
induce many a customer to buy 
more than he would if he had to 
pay for it immediately. 

Gun customers are permitted to 
try the gun before purchasing. 
Many of them take the gun home 
to use for a day or two before 
making a final selection. The 
sporting goods department is in 
charge of Lew Hawkins, an en- 
thusiastic sportsman, who tries to 
know all of his customers, so that 
he can let a gun go out of the store 
with confidence. 

On shelves behind the gun rack 
is an impressive display of pistol 
ammunition and of pistols in glass 
cases. Pistol shooting for fun is 
growing in popularity in the area. 
Several pistol clubs are in action, 
and another is in the process of 
being formed, with encouragement 
from this sporting goods depart- 
ment that carefully plans sales. 

Because hunting and fishing are 
twin sports in this region of lakes 
formed by power dams, fishing 
tackle and camping needs are pro- 
moted vigorously along with guns. 
One low table is devoted entirely 
to reels, in appealing variety. Reels 


are one of the favored items for 
Father’s Day, birthdays, and other 
gift seasons. When a woman comes 
in seeking a gift for a man, the 
salesman always asks if he is a 
fisherman. A day seldom passes 
without several reels being sold. 

The tiered display stand for mis- 
cellaneous fishing items is the 
magnet for many of the men com- 
ing into the store. Here sinkers, 
spinners, floats, stringers, hooks, 
cord, fishing line, and a multitude 
of other supplies, in all the dif- 
ferent sizes and kinds, are at the 
customer’s finger tips. Arranged 
for self-service, this display ac- 
counts for a sizable addition to 
sporting goods volume, It is the 
rule of all displays in the store that 
the items must be kept out in the 
open, within touching distance. 

“We try to make the sporting 
goods department have the appeal 
of a good sporting goods catalog,” 
said Fred Spence. “That calls for a 
wide variety of most items, to give 
the customer a selection. We try 
to make our customers feel that 
they need not look around for any- 
thing in sporting goods, because 
we have it here.” 

Salesman Hawkins, who can talk 
fishing and hunting with any cus- 
tomer, drops in much information 
about his stocks while he reveals 
the best places to fish and hunt. 
When a customer is interested in 

(Continued on page 101) 
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MINNOW BUCKETS 


KEEPS MINNOWS LIVELIER, LONGER 


This 10 qt. insulating, unsinkable bucket keeps minnows alive 
and lively for days. Its one-inch thick Dylite construction 
(expanded polystyrene) will not rust, rot, chip, peel, leak, 
collapse or waterlog. It is 12-sided for added strength and 
durability, and each of its 12 points are reinforced with addi- 
tional thickness. Minnows thrive in the Ideal Minnow Bucket 
... your sales can thrive with it. 


WONDERFUL AS AN ICE BUCKET TOO! 


The Ideal bucket will keep ice cubes frosty for hours . . . keep 
ice all day. It can be used to keep hot food hot or cold food 
cold. Will hold eight bottles or two six-packs of cans, with ice, 
and with top on. Easily washable; will not retain odors. Cover 
is recessed to fit flush with top of bucket. A poly loop is 
attached to the side of the bucket and looped around the knob 
to prevent loss. Ideal’s exclusive spray paint coating gives 
added protection, yet permits bucket to “breathe.” Available 
in four beautiful marbelized colors... red, blue, green, and 
yellow. The frame is made of plated steel, highly resistant to 
rust or corrosion. Bucket weighs less than two pounds, frame 
included. String tag gives complete consumer information. 


9. Packed 
ippi ton. 
four too shipping cof 


Specify colors: 


Order No. 


NO. MB 5-WAY FLOAT AND NO. MBI IMPERIAL FLOAT AND 
MINNOW BUCKET DEAL MINNOW BUCKET DEAL 
(Bucket is free) (Bucket is free) 
CONTENTS: CONTENTS: 
3 doz. 1” Floats 3 doz. 1” Floats 
4 doz. 1%” Floats 4 doz. 1%” Floats 
3 doz. 12” Floats 3 doz. 1%” Floats 
1 doz. 1%” Floats 1 doz. 1%" Floats 
1 doz. 2” Floats - 1 doz. 2” Floats 


BONUS SAFETY FEATURES 


The Ideal Minnow Bucket, 
even when full of woter, 
will float a man weighing 
approximately 200 Ibs 


The top alone will float a 
chiid of about 40 Ibs 


1 Gross assorted Floats and Minnow Bucket. 1 Gross assorted Floats and Minnow Bucket 
Packed 4 deals to a master carton. ’ Packed 4 deals to a master carton. 
Min. order 4 deals. Net weight per deal 5 Ibs. tT, Min. order 24 deals. Net weight per deo! 5 Ibs. 


To order, or for more information, write 


IDEAL FISHING FLOAT COMPANY, INC. © 2001 E. Franklin Street, Richmond, Virginia 
Dallas Warehouse: 301 North Market, Dallas 2, Texas .. San Francisco Warehouse: 605 Third St., San Francisco, California 
World’s Largest Manufacturer of Fishing Floats, Furnished Lines and Sinkers 





When special lake informa- 

tion is available, Ann Cox, 

sporting goods manager, 

telephones regular fishing 

tackle customers. She has 

a list of 500 customers who 
get service. 


Hees the sporting goods de- 
partment at Cy Young’s Hard- 
ware, Kansas City, Missouri, 
achieve a nine-times-a-year turn- 
over is a systematic fishing infor- 
mation service for customers. 


. 
The sporting goods department 
at this modern, imposing store 


was inaugurated two years ago. 
With the aid of the fishing infor- 
mation service, the sales growth 
® has been fast and consistent, with 
ervice the volume the past year doubling 
the first year of operation. The de- 
partment has a normal inventory 
of $5,000 which varies according 
to the season. 
One of the unique features of the 


a 
department at this store, which is 

owned and operated by three 
young brothers, Harry Young, 
president, and Charles and Rich- 
ard Young, is the fact that it is 
supervised by a woman. Under 
Mrs. Ann Cox, a confirmed fishing 
enthusiast, the sporting goods de- 
partment has blossomed into a 
profitable, traffic-building, high- 
turnover operation. The three 
brothers are inclined to give her 
considerable credit for developing 
the fishing information § service 
which has exerted a tonic effect 
on sales. 

“We're in a good-income, family- 
type area where fishing is often 
an all-family proposition,’ Harry 
Young stated. “Before we stocked 
sporting goods, we received steady 
calls from people asking for in- 
formation on good places for fam- 
ilies to fish in Missouri. 

“Before we launched the de- 
partment, Ann Cox and other 
members of the store management 

3 visited some 400 Missouri fishing 

Average reel sale is $16.95 as result of diligent “selling up" ng ge egg aoe st So 
lt is ander’ practice to take reels apart to Qisemtvehe te - on the type of accommodations 
they offered, costs, kind of fishing 


tomers the quality of workmanship. Store maintain complete, up-to- ; 
the-minute information on 200 Missouri fishing camps and resorts. available, type of equipment need- 
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“Take a good look at 


(ss) Cyclone Hardware Cloth... 


It's a high sales-and-profit item!” 


EXCLUSIVE 
WELDED 
SELVAGE 


Because of the many uses to which hardware cloth is 
put in the home (window guards, gutter guards, screen 
doors), the variety of applications it finds on the farm 
(for poultry feeders, hen nest floors, partitions, grain 
and fruit bins), the use to which builders and contrac 
tors put it (sifters, stucco base, concrete driveways re- 
inforcement, machinery protection )—the sales poten- 
tial for USS Cyclone Hardware Cloth is extraordinary. 

Cyclone Hardware Cloth is easy to use and long- 
lived. It is woven hardware cloth with the exclusive 
welded selvage (see the illustration above). This means 
that Cyclone Hardware Cloth is easier to tack into 
wooden frames. And it is easier to weld to steel. See how 
the mesh, too, reflects precise, quality manufacture USS CYCLONE “RED TAG” 
Wires are straight the entire length of the cloth. It is 
thus a simple matter to cut it square . . . to produce HARDWARE PRODUCTS 
a stronger, more attractive finished job. Moreover, 
Cyclone’s special method of galvanizing keeps mesh 
distortion at a minimum .. . results in a smoother pro- 
tective coating and adds longer life, increases strength 
and rigidity. 

Why not go after this profitable business actively? 
See or call your Cyclone jobber, or contact your Cyclone 
Sales Office. USS and Cyclone are registered trademarks 


Cyclone Fence Dept. 
American Steel & Wire 
Division of 

United States Steel 


Cyctone Fence, Waukegan, iMinois - Seles Offices Cosst te Coast . United States Stee! Export Company, © Y.. Distributors Abrosd 
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s 

z COST OF HUNTING AND FISHING LICENSES * 

e July 1, 1957 to June 30, 1958 . 

ad Total Cost to Total Cost to e 

ad Hunters for All Anglers for All 

o Licenses, Permits, Licenses, Permits, e 

s State Tags and Stamps Stamps, etc. e 
@ Alabama $ 654,517.00 $ 762,593.15 

Arizona 534,413.00 501,403.50 @ 

@ Arkansas 811,734.25 943,579.60 * 

@ California 2,885,573.26 4,112,077.00g 
e Colorado 2,748,517.85 1,429,290.50 

Connecticut 193,562.89 410,520.59 e 

@ Delaware 63,345.25 23,689.50 @ 

@ Flerida 914,333.50 979,127.75 
e Georgia 507,274.63 603,830.33 

Idaho 830,136.00 916,256.50 © 

@  Iilinois 1,852,822.75 1,219,518.75 
@ indiona 807,058.75 1,090,004.75 

lowa 692,758.02 598,452.72 o 

@ Kansas 448,028.75 511,642.75 * 

@ Kentucky 931,078.05 780,487.00 
e Louisiana 308,852.80 260,456.00 

Maine 1,051,193.37 781,648.12 & 

@ Maryland 627,679.25 322,319.50 
« Massachusetts 400,081.12 653,746.87 

Michigan 4,797,833.00 2.411,016.00 @ 

. Mélanove ve = 1,226,936.36 2,318,1 40.60 = 
s ssissip 422,065.50 402,300.00 

@ Missouri 1,497.669.85 1,792.820.00 ® 

Montana 1,032,050.50 678,086.50 a 

@ Nebraska 525,149.04 378,847.15 * 

e Nevada 566,161.00 208,737.50 e 
New Hampshire 602,118.50 446,610.25 

@ New Jersey 788,906.40 599,416.25 & 

@ New Mexico 628,275.25 438,264.30 
@ New York 2,391,253.50 1,804,129.75 

North Carolina 1,048,394.68 794,599.03 @ 

@ North Dakota 450,132.00 83,939.00 © 

@ Chic 1,667,251.00 1,855,485.00 e 

° Otiehome , 406,577.80 1,072,020.75 ms 
regon -568,765.25 1,285,322.25 

@ Pensylvania 4,248,392.30 1,811,506.60 * 
@ Rhode Island 40,782.37 56,097.02 

i Seeth Cerelina 488,841.60 461,721.75 @ 

uth Dakota 833,601.70 242,253.00 © 

” Tennessee 626,753.00 850,601.00 
exas 1,318,350.25 1,741,431.65 

@ Utah 1,362,731.00 421,480.75 @ 

@ Vermont 439,115.50 260,694.75 @ 

@ Virginia 975,015.08 611,826.83 e 
Washington 1,778,369.87 1,606,111.37 

@ West Virginia 625,293.15 461614465 ©@ 

@ Wisconsin 2,549,237.00 2,788,045.25 e 

@ Wyoming 1,389,685.00 626,670.50 

. TOTALS $53,607,667.64 $45,410,462.33 2 

* * 

eeeeoaeeaeeeae eceeeee eeeeaee oe eee eo se © 


ed, and so on,” Young said. 
“When we opened up the de- 
partment,” he went on, “we were 
primed with answers to all ques- 
tions customers had concerning 
where to go to fish. Today, we 
maintain current files on 200 Mis- 
souri resorts with individual fold- 
ers containing pertinent literature 
and first-hand information gather- 
ed on the rates, accommodations, 
kind of fishing success to expect, 
etc. We also receive daily lake in- 
formation from major resorts on 
what fishing conditions are, what 
they’re biting on, etc. All this adds 
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up to giving customers an ef- 
ficient service which they appre- 
ciate and have shown their appre- 
ciation for by giving us their busi- 
ness.” 

Located in about the center of 
the large store, the sporting goods 
orbit incorporates two _ 6-foot 
showcases for reels and smaller 
accessories and an 18-foot, four- 
shelf, self-service island gondola. 
The department is in a strategic 
spot near the window where it is 
visible from the street and direct- 
ly in front of the heavily-trafficked 
power tool department, which 





gives it top exposure to the mas- 
culine trade. 

Fishing equipment dominates the 
inventory with, roughly, 200 dif- 
ferent items (not including plugs 
and lures) carried. Essential to 
building a profitable fishing tackle 
business, the Young brothers 
agree, is a selection that makes it 
unnecessary for customers to go 
elsewhere for any of their needs. 
In conformity with this belief, the 
store stocks fishing rods priced 
from 98¢ to $49 with most of the 
volume concentrated in the $10 to 
$16 range. 

“We always attempt to upgrade 
customers on both reels and rods,” 
says Department Manager Ann 
Cox. “We take the better-quality 
reels apart, lay the various pieces 
out on the counter and point out 
the quality of the material and the 
workmanship. As result, we sel- 
dom sell a reel priced under 
$16.95. 

“Our fishing information bu- 
reau,”’ she said, “sparks steady 
sales of complete fishing outfits. 
When people find they can depend 
on us to furnish complete infor- 
mation on where to go, they nat- 
urally think of us when they’re 
ready to outfit themselves for the 
trip. We make a good many ‘pack- 
age’ sales, ranging from $35 to 
$125, including rods, reels, at least 
six plugs, which run $1.25 each 
and other equipment.” 

Harry Young cites the fact that 
“Fishing tackle is becoming more 
of a year-around seller,” and then 
pointed out, “With an increased 
number of heated fishing docks 
in Missouri, people are fishing 
through the cold-weather months. 

(Continued on page 102) 





Tackle customers are shown various 
sporting goods items on the theory 
that the man who takes his family to 
a fishing resort is a good prospect 
for thermos jugs, baseballs, baseball 
gloves, etc. At left, Richard Young, 
one of the owners shows athletic goods 
to customer. 
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When it’s great 
to know you sold him 


As we tell your customers in our con- 
stant advertising, at critical moments 
it’s great to know the line is 
Gudebrod! Recommend Gudebrod G-6 
Dacron* line with confidence—it will 
never let a fisherman down. 


GUDEBROD G-6 DACRON LINE 


for spinning, bait casting, squidding, trolling 


EXTRA-FINE DIAMETER. . RUGGED STRENGTH. 
Greater casting accuracy ’ Hard, tight braid—a fish on 
and distance, less visibility. j | the hook is a fish landed. 


NO STRETCH. Very sen- i} FISHES PRACTICALLY 
sitive — nibble is instantly bea Ton DRY. Stands up under out- 
felt, hook quickly set. door conditions; won't rot. 


He cs cs oe 


GUDESQUID Nylon. Great for squidding. 
GUDETROLL Nylon braided trolling line. 
GUDELINE Nylon. For smooth bait casting. 
G-4 MONOFILAMENT. Limp, for spinning. 


SPORTS AFIELD 
OUTDOOR LIFE + FIELD & STREAM 
SALT WATER SPORTSMAN 


[ a} 
Steadily advertised in: i Other top-performing Gudebrod lines 


and other leading 
sporting publications a 
Write for complete descriptive literature. 
ee ee ee ee 


Top-quality lines for 


I be ready when they Peace 7z3.004 aa 


*DuPont's trademark for Polyester Fiber Gudebrod Bros. Silk Co., inc., Phila. 7, Pa. 
L. om et Be Oe Se ee lll ae eee ee ee ee ee 
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The best weatherstripping buy for sales 
and profit; 500 feet of Inner-Seal in 
a self-selling counter merchandiser. 
Comes all set up . ready to sell, 
Precision marked to make measuring 
easy and accurate. Also available in 
Deluxe White 


SELLING |$ oo 
PRICE 50 
(10¢ per ft.) 
DEALER 
cost 


DEALER 
PROFIT 


30° 
#20 








1S-500 








Heavier, more 

rugged Iinner- 

Seal a 

, especially for 

Seventeen foot pak will arage doors. 
do a door or window. — Esily installed 


i$ 17 
Queen 8 Pak 


SELLING 
PRICE 


DEALER 
cost 


Similar ten foot pack 
(B Pak) for top and 
latch side of door plus 
dozens of other uses. 
Profitable — fast mov- 
ing. 


‘22° 


($1.89 ea.) 


1 356 


(per dozen) 


1S-100-3 


SELLING 
PRICE 


DEALER 
cost 


Three 100 foot 
reels of Inner- 
Seal in a car- 
ton. Ideal for 
small inventory, 
small space. 
fast turnover. 
Also comes in 
Deluxe White. 


$3Q°0 


(10 per ft.) 


2Qe 


GDC SERIES 
8 FOOT PACKAGE 


SELLING 
PRICE 


DEALER 
cost 


. « . prevents 
slamming, 
splintering, 
leakage, heat 
loss. Individual 
packages of 8 
and 9 feet; reels 
of 100 and 200 
feet. 


$935 


4* 


(8 feet) 








DEALER 
PROFIT 





DEALER 
PROFIT 





* 10° 


DEALER 
PROFIT 





94¢ 


(8 feet) 
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BRIDGEPORT FABRIC S, 


IN C. 


SOUTHERN HARDWARE for October, 1959 





VWNER- SEAL 





STL THE BEST 


WEATHERSTRIPPING 
YOU CAN SEUL!/ 


BEST FOR YOU! BEST FOR YOUR CUSTOMERS! 
e More sales Lasts longer 

e Bigger unit sales e Seals better 

e Greater profits (full 40%) e Cuts fuel bills 

e Nationally advertised e Easy to put on 

e Increased traffic and e Cuts housecleaning time 


customer satisfaction 
See our 
complete ; 
A FULL LINE OF TOP QUALITY WEATHERSTRIPPING TO SUIT EVERY hae 1 
SEALING NEED, EVERY SIZE INVENTORY : 


TRIPLE SER GARAGE DOOR CUSHION 


| Eockaged in ie 
i fow es 
bia on 


Z in reels of 100 


8 FOOT PACKAGE 


= — | = 


to "shed water DEALER 177 New! “1g wy hog Triple-Seal er 
snow, water, dirt, drafts cost display. 
nt, will take years of hard (8 feet) tomer a. erie be ye at 


< 

hand. money-maker and % 

DEALER > 1'® toay” tomato. packages of X Series ‘ 

PROFIT 
(8 feet) 


a 








‘S fets 





BRIDGEPORT 9, CONN. 
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NEW SALES OPPORTUNITY 


Skin Diving-- 


The sales potential for hardware 
dealers grows as an exciting sport 
expands in popularity. 


LTHOUGH Potchernik’s, big 

downtown San Antonio, Texas, 
hardware store, is some 300 miles 
from the Gulf of Mexico, this has 
proved no deterrent in building up 
a successful business on_ skin 
diving equipment. 

The reason? Just as the jet plane 
has brought people all over the 
world within six hours of each 
other, so better roads, the automo- 
bile and the boat trailer have 
brought the people of San Antonio 
within a two hour’s run of “deep 
water” with its fishing and, of 
course, skin diving. 

What was once a trip of two 
weeks by covered wagon now is 
but an after-working-hours drive. 

This has led to a startling in- 
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Skin diving enthusiasts us- 

ually begin with a face 

mask and fins, then pro- 

gress to complete array of 

equipment shown by Vic- 
tor Berkley. 





crease in boat-ownership in San 
Antonio (one automobile firm, in 
fact, has established a boat depart- 
ment to handle this trade) and 
with it an increased interest in 
water sports, including water ski- 
ing and skin diving. 

Fishing was always a sport; it 
has merely become more so with 
easier access to the Gulf. 

Taking advantage of what prom- 
ised—and proved to be—a popular 
trend, Potchernik’s, three years 
ago, invested in a modest stock of 
skin-diving equipment, mainly 
face masks and fins. 

Today, with the expansion of 
this section of its sports depart- 
ment, it can supply everything 

(Continued on page 103) 
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PROMOTE 
PROFIT 4 


with all the 1960 


DURABLE 


24° STEEL DECK 
B&S3H.P. Engine 


The “BIG VALUE" rotary featuring a full 24” cut . . . rewind sterter 


FINISH 


Model 249 | 


the line... the features 


+. + wide, front discharge chute ... heavy 14 gauge steel deck with 
wheel pads and boffles for extra strength... 8” steel wheels . . . 
the promotion soe snap-on, stand-up chrome handle with hill-holder safety lock . . . no 


scalping, staggered wheel design . . . full year worranty and finished 
with baked-on two-tone luminous MIRRO-GLO enamel. 


the dealer program 


All the best in a most complete line of power mowers ... steel and aluminum- 
alloy decks, 2 cycle and 4 cycle engines, 2 HP to 5.5 HP, walking types and self- 
propelled rotaries, reels and riders . . . blanketing the entire power mower field 
. «» EXCELLO has them all! PLUS .. . traditional EXCELLO quality, sales-exciting 
appearance and unexcelled performance. PLUS . . . these dealer extras: QUAN- 
TITY DISCOUNTS, Big Margin DEMONSTRATOR DEAL and the quick-cash, fast 
service, DEALER FINANCE PLAN ...EXCELLO has the line, the promotion and the 


program for PROFIT in '60. 














MODEL 2C-199 
19” CUT 2.2 HP. 








MODEL 2209 


ALUMINUM 
DECK 
ROTARY 





22” CUT 2.5 H.P. 








ROTARIES 
RIDERS 
REELS 
o 
18” 19” 21“ 
22” 24” 
2 
2 CYCLE & 
4 CYCLE 
ENGINES 





STEEL DECK 
ROTARY 


MODEL 911-4E WITH 

24” CUT 5.5 H.P. ELECTRIC 

RIDER STARTER 
AND 
BATTERY 








ALUMINUM ALLOY 
AND STEEL DECKS 








. 
MODEL 724 
24” cur 
2.5 HP. 





guaranteed for one full year. . . backed by a nation-wide system of authorized service dealers 


HEINEKE & COMPANY 


/ 
‘ 


CALL YOUR DISTRIBUTOR OR WRITE To / 
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SPRINGFIELD, ILLINOIS 


4 ? ; . 
/ lawn mowers have been our business for 34 years 
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Hardware Scores 


Through Gun Sales 


By M. Clayton 


UILDERS Hardware Co., Char- 

lotte, North Carolina, is a small 
store—only 3,590 square feet of 
floor space — but it has built a 
large business by becoming one of 
the largest gun dealers in this 
section. 

Situated in a growing city of 
over 150,000, and surrounded by 
good hunting country, this store 
finds guns and hunting accessories 
a natural for sales. Less than 100 
miles to the west, hunters enter 
good deer, bear, and farther on, 
boar territory, which stretches in- 
to the mountains of the Blue Ridge 
and Great Smoky chains. Less 
than 100 miles to the east begins 
the Coastal Plains section, with its 
lowland deer and duck and goose 
hunting in its extensive swamps 
and many lakes. In both of these 
areas and the Piedmont section as 
well, there is also plenty of quail, 
dove, and the old _ reliables— 
squirrel and rabbit hunting. 

In this store, a section only 15’ 
x 30’ is given over to guns and ac- 
cessories, and a space of only five 
square feet is devoted to archery 
equipment; yet they manage to 
carry about 600 used and new guns 
in stock most of the time. 

They have in stock all popular 
American brands — about 20 of 
them — and several well-known 
foreign makes. All sizes are includ- 
ed — from 410-gauge shotguns 
through the 10-gauge Magnum and 
rifles from .22-caliber up. Am- 
munition is available in all sizes 
for all kinds of shotguns, pistols, 
and rifles, both domestic and 
foreign. 

A complete line of cleaning, 
stock-refinishing, and bluing sup- 
plies, cases, butt-plate pads, game 
calls, and pistol grips are also car- 
ried. In the gun section, a general 
line of hunting clothes, including 
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coats, vests, pants, socks, boots, 
and special waterproof clothing in 
all popular sizes. Many of the 
coats, vests, and pants are hung 
on one five foot metal rod, with the 
rest being stacked in boxes. 

The archery department, even 
more compact, contains one line of 
archery supplies ranging from the 
lower-priced beginners’ equipment 
to the more specialized equipment 
of the skilled archer. Bow sizes 
carried range from those small 
enough for children up to those 
with a weight pull of 60 pounds. 

(Continued on page 104) 
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Contributing to the success of Builders Hardware Co., Charlotte, N. C., are its 
gun and archery departments. At top, Manager John Hawn looks on as customer 
inspects one of the 600 guns neatly stocked in the 15° x 30° department. The 
middie photo illustrates the way an area only five feet square is used to house 
a complete selection of archery accessories. Above, Salesman T. W. Presson 
helps customer select hunting outfit from rack in store's gun section. 
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Use REEVE components 
for self-service sales appeal! 


WALL STANDARDS 
No. 40. For wood or 
giass shelving; 1/16" 
steel. 
No. 44, 35% heavier for 
e heavy duty at no in- 
Self-Service crease in cost. Double 
slotted for continuous 


shelving H] 


Merchandising Units —| pry cowte,_,., 


1/4” square holes on 1” 











centers for strength, 


Stability and flexibility 
. of arrangement 
. ACCESSORIES 


Reeve offers a wide 


= f variety of brackets 
ro * % pegs, hangers, hooks 
= and other display 
accessories. 
IN REEVE SHURE-SELL COMPONENTS you have at 
your command a complete line of self-service dis- 
play equipment, low in cost and easily assembled —— a 
witho -ciz sls or skills. GLASS SHELVING 
ithe = Specs al tools or skills . Heavy-duty, 7/32 thick; both edges polished 
With self-service units you can increase your ends seamed. Uniform in thickness and durability 
display effectiveness and cash in on impulse buying. 
+ 


> ) lf j > profi . > av! 
Put yourself in the profit picture today ! | BIN HARDWARE - 
< ~w 
FREE! — STORE EQUIPMENT CATALOG \ a ‘ ) | 
—— a 
Every type of display item needed in the modern self nao” 3 OS 
be store fully described and iliustrated. Loaded = 
service $ Reeve hardware is available to construct every 
with time-saving information on display assembly and conceivable combination of glass bin arrange 


modern store engineering ments — corners, splicers, and holders, division 
holders Reeve can supply all your needs! 








REEVE COMPANY PRICING EQUIPMENT 


Main Office & Plant: 9249 E. Bermudez St Price strips (steel! or 
Pico Rivera. Calif.. OXford 2-3725 aluminum), ticket hold 
ers, plastic tags numerals, alphabets and one 
piece price tags. You name it Reeve has it! 
Reeve products also available in: San Diego, Oakland, San 
Francisco, Portland, Seattie, Phoenix, San Antonio, Min- 
neapolis, Honolulu and Vancouver, B.C 
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WHAT YOU'RE 
REALLY BUYING 


from your Lamson Distributor 


Lamson’s ultra-modern facilities mean 

superior fastener quality and production. . « 
Your local Lamson Distributor has the ad- 

vantage of volume buying from Lamson’s.. 


This means you can obtain im- 

mediate service on practically all 

your standard fastener needs from.. 

One-source buying reduces costly detail work 

and order follow-up in your purchasing AVIN 
department, which can add up to important.. 


At the right, you see evidence that “full line” is not just a catch-word with your 
Lamson Fastener Distributor. He can supply all these fastener needs — and 





4 LAMSON & SESSIONS 


5000 TIEDEMAN ROAD + CLEVELAND 9, OHIO 
Plants in Cleveland and Kent, Ohio + Chicago and Birmingham 
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Machine 
Hex or Square Head 
Carriage 


Heavy Hex: 

Semi-Finished, 

Cold Punched, 

Hot Pressed, 

Jam, Slotted 

Finished Hex: 

Full, Jam, Slotted, 

Thick, Thick Slotted, 

Castle 

Regular Hex: 

Semi-Finished, 

Cold Punched, 

Hot Pressed, 

Jam, Slotted 

Square: 

Heavy and Regular 

Machine Screw Nuts: 
Stove Bolt Nuts) 
teel and Brass 

Square and Hex 

Lock Nuts: 

Lamson 

2-H Nuts 


Hex Head 

Full finished bright 
1038 high carbon, 
double heat-treated 

Threads—unified 
National Coarse or 
Fine, Class 2A 


Machine-— Slotted, 
Phillips 

Tapping (Sheet 
Metal)— 


Phillips 
Stove Bolts 
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CATALOGS & BULLETINS 


170 Door Hardware. Door Catalog 
A-400 contains 192 pages covering 
the company’s line of hardware. 
Richards-Wilcox Manufacturing Co., 
Aurora, Il. 


171 Hand-Tool Equipment. Auger 
and electric drill bits, chisels and 
gouges, drawknives, door lock bits, 
the #515 Nail Puller, and other 
hand-tools are pictured and described 
in this catalog. Greenlee Tool Co., 
1822 Herbert Ave., Rockford, IIl. 


172 Pumps. A loose-leaf catalog, 
No. 1, of the complete Commander 
line of water pumps, water systems, 
and sump pumps is available. The 
Tait Manufacturing Co., 200 Detrick 
St., Dayton 1, Ohio. 


173 Plastic Pipe. Ace Supplex 
flexible polyethylene plastic pipe and 
fittings are described in Bulletin CE- 
57 which gives installation instruc- 
tions. It also contains a chart which 
lists many common industrial liquids 
and specifies which of these liquids 
may be carried in Supplex piping. 
Amerace Corp., 200 E. 42 St., New 
York 17, N. Y. 


174 Hack Saw Frame. An adjust- 
able tubular hack saw frame, No. 325, 
with chrome-plated handle and gold- 
finished blade, together with other 
tools and kits made by the company, 
is fully described in an available 
catalog. Great Neck Saw Manufac- 
turers, Inc., Mineola, N. Y. 


175 Lawn Mowers. Catalog sheets 
picture and describe the entire Lazy 
Boy and Capri lawn mower line and 
the Lazy Boy riding rotary mower. 
Lazy Boy Lawn Mower Co., Inc., 1315 
West 8th St., Kansas City, Mo. 


176 Padlocks. Padlocks to meet 
every need are described in a 20-page 
catalog which features actual size 
illustrations of the company’s entire 
line. Catalog #56 also describes Mas- 
ter’s Special Service Department, as 
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well as Master’s padlock and bike- 
lock display boards. Master Lock Co., 
Milwaukee 45, Wis. 


177 Canvas and Nylon Products. A 
complete line catalog is available 
which contains 48 pages devoted to 
pup tents, tarpaulins, Sure-Fit boat 
covers, and many other items. 
Hoosier Tarpaulin & Canvas Goods 
Co., 1320 West Washington St., In- 
dianapolis 6, Ind. 


178 Hand Tool Handles. Catalog A 
and Chart B are available to assist 
customers in determining which 
handle correctly fits certain striking 
and edge tools. Both are illustrated. 
O. P. Link Handle Co., Inc., Salem, 
Ind. 


179 Special Purpose Planes. “How 
to Use Special Purpose Planes,” a 20- 
page booklet on various types of 
rabbet, router, and double-edge 
tongue and groove match planes, is 
available in reasonable quantity to 
dealers who may have them im- 
printed if they wish. Profusely illus- 
trated with line drawings the book- 
let will be helpful to both veteran 
woodworkers and beginners. Stanley 
Tools, New Britain, Conn. 


180 Insecticide Sprayers. Descrip- 
tive literature which illustrates the 
company’s garden hose-fitting insect- 
icide sprayer, together with its other 
hose nozzles and sprinklers, will be 
furnished on request. Gilmour Manu- 
facturing Co., Somerset, Pa. 


181 Water Skis. The Hydro-Flite 
line of water skis, aquaplanes, and 
accessories is presented in catalog No. 
14. The catalog is in color, with the 
skiing equipment pictured and fully 
described. Hedlund Manufacturing 
Co., Nokomis, II. 


182 Nail Wall Chart. A colorful 
wall chart shows “penny-wise” and 
corresponding nail lengths in inches; 
also illustrates many types of Maze 


Available free to readers. Write in the numbers 
of items wanted on the return post card, page 87 


nails. W. H. Maze Co., Peru, IIl. 


183 Toys. A full-color catalog fea- 
tures the leading items in the com- 
pany’s 1959 line of doll carriages, 
strollers, and Keystone items. Also 
available is the toy firm’s complete 
catalog featuring the full line of 18 
doll carriages, 10 strollers, two table 
and chair sets, six rockers, and two 
toy chests, plus many Keystone Di- 
vision items. South Bend Toy Manu- 
facturing Co., South Bend, Ind. 


184 Farmers and Ranchers Hand- 
book. Information essential to suc- 
cessful farm operation and items of 
interest to the family are included 
in a 72-page catalog of USS Steel 
Products for farm and home. Illustra- 
tions, application helps, specification 
charts, and “how to” instructions are 
included. General information on 
care of animals, tips on electricity, 
fish ponds, etc., the use of nails; in- 
formation about building materials; 
and an offer of free building plans 
for various types of farm structures 
are included. Tennessee Coa] & Iron 
Division, Fairfield, Ala. 


185 Fishing Rods. The illustrated 
1959 catalog of Harnell fishing rods 
introduces a line of salt water con- 
ventional and spinning rods and 
blanks known as the “Ultimate.” 
Ultimate live bait or boat rods, and 
salt water spinning rods are all one 
piece rods in 8’, 9’, and 10’ over-all 
lengths. George Hine Products Co., 
4094 Glencoe Ave., Venice, Calif. 


186 Garden Shears. The complete 
Snap-Cut line of garden shears is 
described and illustrated in a 10- 
page catalog now available which 
includes specifications, finish, pack- 
ing, and suggested list prices. Sey- 
mour Smith & Son, Inc., Oakville, 
Conn. 


187 Tapatco Products. A 24-page 
catalog, combining all Tapatco prod- 
(Continued on page 87A) 
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ucts under one cover is available. It 
is printed in three colors and con- 
tains over 130 illustrations of Tapatco 
marine and other products. The 
American Pad & Textile Co., Green- 
field, Ohio. 


188 Store Displays. Each type of 
display item from ticket holders to 
complete display units is fully illus- 
trated and described in a catalog 
which contains much information on 
display assembly. Reeve Co., 9249 
East Bermudez St., Rivera, Calif. 


189 Screw Anchors. Separate cata- 
log sheets in two colors describe and 
illustrate Molly Jack Nuts, Molly 
screw anchors, Molly utility plug, 
and Molly Hi-Speed Installer. Molly 
Corp., Reading, Pa. 


191 Firearms. An extended fire- 
arms catalog gives detailed specifi- 
cation information, prices, etc., on the 
complete Mossberg line of rifles, shot- 
guns, telescope sights, and Covey 
hand trap. O. F. Mossberg & Sons, 
Inc., New Haven, Conn. 


192 Fishing Equipment. A 32- 
page, 8% x l1l-inch catalog which 
gives descriptions, prices, and illus- 
trative details on the complete line of 
Shakespeare reels, Wonderods, lines, 
and miscellaneous accessories for 
every type of fishing is available. 
Shakespeare Co., Kalamazoo, Mich. 


193 Camping Furniture. An illus- 
trated catalog describes the com- 
pany’s complete line of folding cots, 
camp stools, and other canvas-cov- 
ered furniture items. Tucker Duck 
& Rubber Co., Fort Smith, Ark. 


194 Water Pumps. Available to 
dealers is a consolidated 40-page cat- 
alog showing the complete Rapiday- 
ton line, including 2- and 3-wire 
submersible pumps (for wells 0 to 
500 feet); shallow and deep well 
jet pumps; and shallow and deep well 
reciprocating pumps. The Tait Manu- 
facturing Co., 500 Webster St., Day- 
ton 1, Ohio. 


195 Foot Valves. Bulletin 203, a 
complete outline of the company’s 
foot valves, with recommended uses, 
is furnished on request, Strataflo 
Products, Inc., Fort Wayne, Ind. 


196 Electric Trains. A catalog is 
available which gives full informa- 
tion and illustrates the company’s 
line of train outfits and accessories. 
The Lionel Corp., 15 East 26 St., New 
York 10, N. Y. 


197 Wood Bits. A 24-page wood- 
boring tool catalog, No. 53, describes 
all Irwin wood bits, special packag- 
ing, and point-of-sale displays. Rec- 
ommended uses for each wood-bor- 
ing tool, along with balanced stock 
recommendations, are included. The 
Irwin Auger Bit Co., Wilmington, 
Ohio. 
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198 Fishing Lures. Complete in- 
formation on its lines of lures, ac- 
cessories, and displays is covered in 
the company’s 60-page illustrated 
catalog, and a 14-page supplement 
presents the action tackle items for 
1959. Marathon Bait Co., 840 Hen- 
rietta, Wausau, Wis. 


199 Power Pumps. Catalog illus- 
trates and describes company’s com- 
plete line of power pumps and well 
accessories. Special catalogs cover- 
ing “Submerga” pumps, “CJ”, “SJ”, 
and “CJM” jet pumps, hand and 
windmill pumps and water condition- 
ing equipment may be obtained also. 
Red Jacket Manufacturing Co., 1051 
S. Rolff St., Davenport, Iowa. 


200 Pliers. An illustrated catalog 
containing information on a wide as- 
sortment of pliers, hammers, and 
miscellaneous tools is available, 
along with a price list. Merchandis- 
ing helps and suggested assortments 
are described in detail. Champion De- 
Arment Tool Co., Meadville, Pa. 


201 Screwdriver Roll Kit. A cata- 
log page is available in black and 
white which describes and illustrates 
the TK-5 Hold-E-Zee Screwdriver 
Rol] Kit. The RT-52 Roll Kit, a spe- 
cial electronics kit, is described also. 
Upson Bros., Inc., Rochester 14, N. Y. 


202 Chemical Dehumidifier. A col- 
orful consumer folder, “How To 
Avoid Rust, Mildew, Musty Odors 
Throughout The House,” gives in- 
formation about De-Moist chemical 
dehumidifier and contains a chart il- 
lustrating many new uses. Also avail- 
able are 3-color catalog sheets fea- 
turing Oven-Aid Cleaner, Free-All 
Septic Tank Cleaner, Chimney Sweep 
Fuel Additive, and Chimney Sweep 
Fireplace Powder. G. N. Coughlan 
Co., West Orange, N. J. 


203 Fishing Tackle. Offering a 
complete line of volume-priced Com- 
pac fishing tackle, the company lists 
hundreds of items in an all-inclusive 
22-page, general catalog Commerce 
Pacific, Inc., 161 West 24th St., Los 
Angeles 7, Calif. 


204 Ornamental Iron. The com- 
pany’s 12-page catalog not only cov- 
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ers TFC Ornamental Iron adjustable 
rails and columns, but also explains 
how to sell iron work with “step-up” 
merchandising, getting customers to 
spend a little more. Tennessee Fab- 
ricating Co., 1490 Grimes, Memphis 
6, Tenn. 


205 Industrial Fasteners. A 44- 
page condensed catalog describes the 
company’s line of industrial fasteners. 
The catalog is 54% x 9 inches and con- 
tains illustrations, sizes, packaging 
information and prices on the most 
popular items in the line. Clark 
Bros. Bolt Co., Milldale, Conn. 


206 Life Saving Line. A full color 
catalog page offering illustrations and 
dimensions of the company’s U. S. 
Coast Guard-approved life vests and 
boat cushions will be furnished on 
request. Red Head Brand Co., 4300 
West Belmont Ave., Chicago 41, III. 


207 Twine. A 48-page catalog in 
color entitled, “Columbian Twine for 
Every Use,” is available. The book- 
let describes strength, yardage, ap- 
pearance and price, the important 
factors of strength, knot strength and 
package break. Columbian Rope Co., 
Auburn, N. Y. 


208 Pumps. Lancaster’s line of 
Dutchman jet pumps and of the 
Lawn-Pak lawn sprinkling pumps are 
featured on two available catalog 
sheets which contain complete speci- 
fication data. Also available is a 2- 
page catalog in full color featuring 
the Dual Dutchman. Lancaster Pump 
and Manufacturing Co., Inc., Lancas- 
ter, Pa. 


208 Fishing and Marine Acces- 
sories. The complete 1959 line of Fra- 
bill fishing tackle accessories and 
marine accessories is shown in this 
catalog. Frabill Manufacturing Co., 
234 West Florida St., Milwaukee 5, 
Wis. 


210 Cleaning Supplies. “How to 
Display and Merchandise Cleaning 
Supplies for Profit” is the title of a 
six-page color folder offered to deal- 
ers as an aid in setting up a cleaning 
supplies center. Ox Fibre Brush Co., 
Frederick, Md. 


211 Sportswear. The Clothing 
“preferred by sportsmen for more 
than 50 years” is presented in a color- 
ful sportswear catalog which features 
Duxbak garments that “shed water 
like a duck’s back.” Utica Duxbak 
Corp., Utica, N. Y. 


212 Bells. A 12-page colorful cata- 
log illustrates the company’s line of 
bells. The line includes hand bells, 
tea, call, cow, patio, bicycle, yacht, 
souvenir, and numerous other types 
of bells. Bevin Brothers Manufac- 
turing Co., East Hampton, Conn. 


213 Wood and Sheet Metal Screws. 
Every master carton of Southern 
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F. WN. MAUSER Rifles 

Cal. .220 S$ thru .458 
Deiuxe Model cevseeeee 1 $0.00 
Supreme mode! ............ $170.00 


FIREARMS INTERNATIONAL 


SAKO “FORESTER” Rifles 
Cal. .243, 244 & 308 
Light Weight Sporter 
Deluxe Sporter 


$149.50 
$185.00 


SAKO ““VIXEN’’ Rifles 
Cal. .22 H thru .222 Mag. 
Lt. Weight Sporter seveeeeee 35.00 
Deluxe Sporter $185.00 


F. |. Model 1000 
Single Shot Rifle $17.50 
Cal. 22 L. R. only 


VALMET ““FINNISH LION’ 

Cal. .22 L. R. Target Rifle 
Without sights .... . 
With Redfield Olympic sights $188.50 


SELECTION 


OF QUALITY 


AYA ““MATADOR”’ 
Double Barrel Shotgun 
410 thru 12 gauges 
12 Mag. $175.00; 10 Mag. $189.50 


$154.00 


MANUFRANCE ““La Salle”’ 
Pump Action Shotgun 

12 Guage only 
New Deluxe Model 


$125.00 


F. N. and SAKO Actions 
and Barreled Actions. 
Wide selection of 
models and calibers 


MANUFRANCE “La Salle’ 
Pump Shotgun Actions, 
Barreled Actions and 
Interchangeable Barrels 


Write Dept. P-10 for free 24-page fully illustrated catalog 


FIREARMS What “FIREARMS” sells— 
INTERNATIONAL sells “FIREARMS” 
CORPORATION 


WASHINGTON 22, D.C. 





wood screws and sheet metal screws 
now contains Folder TC-4, “Instruc- 
tions for Selecting and Using Wood 
Screws and Sheet Metal Screws.” 
Folder TC-4 gives complete instruc- 
tions for measuring length and di- 
ameter, head styles available, pilot 
hole sizes, drill bit sizes, etc. Sup- 
plies of their folders are available to 
wholesalers and dealers handling 
Southern screws. Southern Screw 
Co., P. O. Box 1360, Statesville, N. C. 


214 Sprayer and Duster Line. A 
Hudson Sprayer and Duster Catalog 
(No. 546) shows and describes the 
company’s line of hand- and power- 
operated sprayers and dusters. Acces- 
sories and service parts are included 
also. H. D. Hudson Manufacturing 
Co., 589 East Illinois St., Chicago 11, 
Til. 


215 Toggle Bolts. A two-color bul- 
letin #7001, describes and illustrates 
a diversified line of toggle bolts. 
Complete information on minimum 
back-up clearances required and 
holding strengths of the spring-type 
bolts is provided. Installation in- 
structions are given. Specifications 
provide diameters, lengths, weights, 
catalog numbers, and packaging in- 
formation. Diamond Expansion Bolt 
Co., Inc., Garwood, N. J. 


216 Oilers and Cans, A catalog il- 
lustrating and describing the com- 
pany’s entire line of oilers, safety 
cans, and oil and gasoline containers 
is available in two forms, No. 55 Gen- 
eral Catalog, and No. 55C Condensed 
Catalog. Eagle Manufacturing Co., 
Charles St., Wellsburg, W. Va. 


217 Dealer Displays. Thirty-one 
different displays of Cabinet Hard- 
ware are illustrated in Amerock’s 
No. 104 Catalog of Dealer Displays. 
The catalog is said to cover the right 
kind of display for any store arrange- 
ment, any department, or any “on- 
the-job” use. Amerock Corp., Rock- 
ford, Ill. 


218 Aluminum Furniture. The De- 
lighter line of aluminum furniture 
specialties for homes, gardens, beach- 
es, boats, offices, and institutions is 
presented in a color folder. Universal 
Converting Corp., Dept. 1957C, Saw- 
yer St., New Bedford, Mass. 


219 Fishing Reels. A 6-page, 4- 
color catalog, picturing and describ- 
ing the 1959 line of Langley spinning 
and casting reels, is offered. The 
Fisherman’s De-Liar is offered in two 
styles, and a display carton for the 
De-Liar is featured. Langley Corp.., 
310 Euclid Ave., San Diego 12, Calif. 


220 Humorous Fishing Booklet. 
“How to Catch a Mermaid” is a 12- 
page booklet, printed in color, sched- 
uled for nationwide promotion in the 
company’s “W-40 Mermaid” consum- 
er advertising campaign. Author is 
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humorist Ed Zern. A prevue copy is 
available to dealers, and additional 
copies are packed free with each 
“W-40” Fishing Line Department, for 
customer distribution. Western Fish- 
ing Line Co., Glendale 4, Calif. 


221 Angler's Catalog. “How to 
Choose and Use Your Shakespeare 
Tackle” is a 32-page angler’s catalog 
edited with the cooperation of Ben 
Hardesty, seven times U. S. “Pro” 
Casting Champion and holder of the 
World’s Professional Casting Champ- 
ionship title in 1957. The complete 
line of tackle is illustrated and de- 
scribed with special emphasis being 
put on “Push-Button” reels and rods. 
Shakespeare Co., Kalamazoo, Mich. 


222 Wrenches, Pliers, Tools. Cata- 
log No. W-22 illustrates and gives 
specifications of the wrenches, pliers 
and other tools covered in this cata- 
log. A section is devoted to store dis- 
plays and advertising material which 
Diamond offers. Diamond Tool and 
Horseshoe Co., Duluth 7, Minn. 


223 Plastic Housewares. A Lustro- 
Ware catalog illustrating and describ- 
ing over 200 plastic housewares is 
available. Featured is the Lustro- 
Ware Waste Basket Tree display 
stand which holds a 46-piece assodrt- 
ment of popular sizes of polyethylene 
waste baskets. Columbus Plastic 
Products, Inc., 1625 West Mound St., 
Columbus 23, Ohio. 


224 Window Glass. A _ 16-page 
booklet tells how smart buying, stor- 
ing, and proper cutting of LOF Qual- 
ity Window Glass will increase dealer 
profits. Libbey-Owens-Ford Glass 
Co., 608 Madison Ave., Toledo 3, 
Ohio. 


225 Repair Handle. A catalog sheet 
is available describing the advan- 
tages of the Drive-Ezy Repair Handle. 
Step-by-step illustrations show the 
procedure for inserting the new 
handle which is designed to follow 
the curve of all hollow back shovels, 
spades, or scoops. Reverse side of 
Sheet lists stock numbers which the 
handle fits. O. Ames Co., Parkers- 
burg, W. Va. 


226 Portable Charcoal Grills. Full 
color, illustrated, descriptive catalog 
on Deluxe and Promotional braziers, 
barrel braziers, and patio grills is 
offered. Chattanooga Royal Co., Chat- 
tanooga 6, Tenn. 


227 Sling Chains and Atachments. 
A catalog on the entire line of McK- 
Alloy Sling Chains and Attachments 
provides specifications and informa- 
tion on McK-Alloy chain products in 
sizes from %” through 2” diameter 
inclusive. A section is devoted to the 
use, care, safety, and inspection of 
the sling chains. The McKay Co., 
1005 Liberty Ave., Pittsburgh 22, Pa. 
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228 Sabre Saw. The Wen Model 
909 “All-Saw” is described and illus- 
trated in catalog sheet No. 90A110. 
The saw cuts 4x4 at 45°, a 6” log, and 
may be used for fine scroll work. Ten 
action photos show 909 cutting wood, 
metals, leather, plastics, foam rubber, 
etc. The sheet also lists special fea- 
tures, specifications, and assorted 
blades available. Wen Products, Inc., 
5810 Northwest Highway, Chicago 31. 


229 Tradesmen Tools. The No. 58 
Rotogravure catalog with 49 pages 
contains newest tools and engineer- 
ing changes in popular lines. Most 
popular Stanley and “Yankee” tools 
used by tradesmen are graphically 
described. Stanley Tools, division of 
The Stanley Works, New Britain, 
Conn. 


230 Specialty Nails. A catalog con- 
taining a wealth of information about 
specialty nails is available. Illus- 
trated with scale drawings of the 
nails, the catalog serves as a refer- 
ence book for both salesmen and cus- 
tomers. It contains complete nail spe- 
cifications. Handy charts give vital 
data about the sizes and quantities 
of nails to use for various applica- 
tions. Each nail is identified by stock 
number and is priced from a separate 
list. W. H. Maze Co., Peru, II. 


231 Fishing Tips and Tackle. The 
24-page “Tips and Tackle” booklet, 
available to dealers for distribution 
to their customers, features stories on 
a fishing trip to Canada by Mo Hoff- 
man and an informative article on 
spinning for Steelhead by Jim Gil- 
lard. Also included are useful tips 
and hints on fishing with spinning 
and fly equipment, as well as a com- 
plete description of the 1959 Airex 
line of tackle. Airex Corp., 411 Fourth 
Ave., New York 16, N. Y. 


232 Brass Plumbing Goods. A 4- 
page folder, LL-9479, features brass 
plumbing products such as ballcocks, 
flush valves, tank levers, etc. 48 
items covered. Mansfield Sanitary, 
Inc., Perrysville, Ohio. 


233 Store Fixtures. Fully illustra- 
ted merchandised wall fixtures, a 
complete line of gondolas, counters, 
showcases, and display accessories 
are presented in Catalog #59N 
Price list included. A feature of the 
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STAR Model * 

Boi. Cal. . 

Fixed Sights 

Star Model “F 

Boi. Fixed rear, ad- 

justable front sight 
$41.15 


F. |. QUALITY 


STAR “STARLET” Pistol 
$44.00 
STAR “STARFIRE” Pistol 
$54.00 
Calibers: .25 — .380 


Aluminum Frame 
Choice of colors 


IS A STANDARD 


ASTRA “CUB’’ Pistol 
Caliber .22 Short 
$29.90 
ASTRA “CAMPER” 4° 
Boi. Caliber .22 Short 
$33.00 


NOT AN "EXTRA"! 


ASTRA ““FIRECAT’’ Pistol 
Caliber .25 Auto. 
$29.90 


ASTRA “‘FIRECAT’’ C. E. 
Cal. .25 Silver Eng. 
$43.65 


THAT'S WHY WE 


ASTRA “CADIX’ Revolver 


Caliber .22 L. R. 9 Shot 
with adjustable grips 
swing-out-cylinder 


$49.95 


UNIQUE ““CORSAIR” 
Pistol, Caliber .22 L. R. 
4%"" Boi. $42.00 
UNIQUE “ESCORT” Pistol 
Cal. .22 Short 4%°’ Bol. 
$48.00 


UNIQUE MODEL “L” 
Pistol Caliber .22 L. R. 
. « « Steel Frame $39.95 
Colored Aluminum $42.50 


Sells "FIREARMS"! 


UNIQUE “MIKROS”’ Pistol 
Cal. .22 Short or .25 
Auto., Black Aluminum 

or Steel $29.90 

Colored Aluminum $34.50 


Write Dept. P-10 for illustrated catalog 


FIREARMS 
INTERNATIONAL 
CORPORATION 


WASHINGTON 22. 0.C. 
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catalog is instructions for the dealer 
to obtain free store planning service. 
W. C. Heller Co., Montpelier, Ohio. 


234 Marine Lamps and Acces- 
sories. A 16-page 1959 General cata- 
log covers the complete line of marine 
lamps and accessories, fully illustra- 
ted and with detailed information. 
K-S Marine Products, Inc., Oakville, 
Conn. 


235 Tapes and Tape Rules. Color- 
ful catalog pages cover the com- 
pany’s line of hardware items includ- 
ing all types of steel measuring tapes 
and tape rules from 3- to 100-feet, 
and augmented by woven tapes, 
plumb bobs and hand levels. Also 
given is packaging information, 
weight, prices, etc. Keuffel & Esser 
Co., Adams and Third Sts., Hoboken, 
N. J. 


236 Builders Hardware. A colorful 
104-page catalog-illustrates the com- 
pany’s full line of builders hardware. 
New items in the Safe line include 
Champion and Adams-Rite type 
hardware as well as Fraim padlocks. 
Safe Padlock & Hardware Co., Lan- 
caster, Pa. 


237 Fence Products. “American 
Products,” an illustrated genera] cat- 
alog listing fence and kindred prod- 
ucts, describes numerous types of 
fences and posts. The 41-page catalog 
also contains information and speci- 
fications on such other items as bale 
ties, corn cribs, hardware cloth, nails, 
roofing sheets, welded wire fabric, 
stone wire, trellises and agricultural 
wire rope. A chart and table is pro- 
vided to determine how much fence 
and how many posts are required to 
enclose farm acreage. American Steel 
& Wire Division, U. S. Steel Corp., 
Rockefeller Bldg., Cleveland 13, Ohio. 


238 Casting Rods. A catalog is 
available which presents the com- 
pany’s line of casting rods. New rods 
are highlighted and a number of price 
reductions are given. Betts Manufac- 
turing Co., New Holstein, Wis. 


239 Wrenches and Socket Sets. A 
12-page catalog describing Billings 
Life-Time Wrenches and _ Socket 
Sets is available. Catalog is illus- 
trated with complete description of 
each wrench and socket set. The 
Billings and Spencer Co., Hartford 
1, Conn. 


240 Hack Saw Blades. A catalog 
page is available covering the Grif- 
fin line of Hand Hack Saw Blades, 
Coping Saw Blades, Jig Saw Blades 
and Scroll Saw Blades. G. W. Griffin 
Co., Franklin, N. H. 


241 Water Systems. Bulletin No. 
4961 presents data on the Majorjet, 
a, self-priming, electric-motor-driven, 
shallow well pump. Also included 
in the colorful, 4-page bulletin are 


90 For more information use Handy Return Card, Page 87 


HELPFUL 
BOOKLETS 


(Use reply card on page 87) 





the package systems and accessories. 
The Deming Co., Salem, Ohio. 


242 Simplified Pump Selection. A 
full-color, 12-page catalog, Section 
102, that simplifies pump selection by 
sectionalizing all basic information on 
facing pages has been designed for 
the Olympian line of pumps and 
accessories. The catalog features a 
color coding system and a numerical 
and letter coding system for identify- 
ing pumps, jet packages, and tanks. 
The F. E. Myers & Bros. Co., Ashland, 
Ohio. 


243 Outdoor Clothing and Equip- 
ment. Red Head presents its 1959 line 
of products “designed with the sports- 
man in mind” in a catalog containing 
large illustrations and detailed infor- 
mation and prices. Red Head Brand 
Co., 4311 Belmont Ave., Chicago 41, 
Ill. 


244 Chain Data. The Chain Data 
Bulletin 59, a 28-page chain sample 
book, illustrates most sizes of 17 
types of welded and weldless chain. 
Contains 146 actual size illustrations, 
recommended uses, and working load 
limits for each size; also, trade sizes 
and trade numbers, material size, 
weight per 100 feet, number of links 
per foot, and finish and packing in- 
formation. S. G. Taylor Chain Co., 
Inc., Hammond, Ind. 


250 Polyethylene Housewares. 
Four-color catalogs illustrate and 
describe the complete line of Polly 
Flex Housewares. Colorful consumer 
folders are also available. Republic 
Molding Corp., 6465 N. Avondale 
Ave., Chicago 31, Ill. 


251 Packaged Screws. The color- 
ful catalog P-1, Package List Prices, 
contains eight pages of list prices 
on packaged wood screws, Type A 
tapping screws, machine screws, ma- 
chine screw nuts, stove bolts, and 
carriage bolts. Back cover, inside and 
out, if filled with color illustrations, 
descriptions and explanations about 
the “EZ to C” label system. South- 
ern Screw Co., P. O. Box 1360, States- 
ville, N. C. 


252 Firearms. A 24-page catalog, 
indexed and illustrated, contains de- 
tailed specifications for each of the 





Tait Takes a Firm Stand 


Pe eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


FOR YOUR 


PROTECTION 
PROFIT 


IN TODAY’S 
JET PUMP MARKET 


Never was there a time when it has 
been so necessary to examine, part by 
part, the design and construction of 
JET PUMPS. Recently, in some brands 
of jets, essential features have been 
eliminated and short cuts have been 
made in basic construction. 

This dangerous practice already has 
reflected unfavorably upon the pump 
industry. It is beginning to create 
widespread ill will among pump pur- 
chasers. 

What is more, this practice can soon 
cause wholesalers to lose the loyalty 
of fine dealers. It can endanger the 
reputation of installers and increase 
call-backs and service to the place 
where all margin of profit will be 
wiped out. 

The Tait Manufacturing Company 
stands firmly against placing such in- 
ferior pumps on the market. 

In the Rapidayton Jetstar jet pumps 
shown on the next page, HIGH QUAL- 
ITY materials and construction have 
been maintained. And there has been 
no reduction of essential features, The 
Jetstar is a good pump. Yet it is COM- 
PETITIVELY PRICED. 

The rare combination of HIGH 
QUALITY and COMPETITIVE 
PRICE is the result of superior engi- 
neering, advanced manufacturing 
methods and modern automatic equip- 
ment, and big volume production. 

Before you buy a jet pump today, 
pull it apart and examine it piece by 
piece. Compare it with the Jetstar. 

Then buy from Tait—the leader in 
the industry—a firm that will not com- 
promise your reputation and profit. 

If you need a highly competitive jet 
pump—stock and sell the Rapidayton 
Jetstar—a product that will help you 
build a solid pump reputation, create 
customer goodwill, and protect your 
profits. 


The Tait Manufacturing Company 
Dayton 1, Ohio 
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Repidagior SETSTARS 


GIVE YOU BOTH 


QUALITY 


AND 





QUALITY—at Tait—is not the forgotten ingredient! 
At a time when sacrifice of quality and elimination 
of important construction features are almost universal 
in low-priced jet pumps, the complete Rapidayton 
JETSTAR line gives you both quality AND competitive 
prices. Here is MORE PUMP—in shallow well, con- 
vertible, and vertical models. Now, with the JETSTAR, 
you can be sure of lasting customer satisfaction, a 
minimum of service calls, big volume, and substantial 
profit. Stock and sell the Rapidayton JETSTAR—a 
really fine quality pump at a low price. 


Shallow Well Jetstar, the~ 
most competitive high profit jet 
pump. |); h.p. complete pump 0 7 5 re ta i| 
with built-in ejector, only 7 “< 


Convertible Jetstar, No.1 


sales and profit maker for welis 
to 80 ft. /, h.p. complete ] ] retail 
* c 


pump and ejector, only 


Vertical Jetstar, big volume 


and profit jet for single-pipe 
markets. '/, h.p. complete 1 1 e) / 5 
. retail 


pump and 2" package, only 


Completely Deluxe 
TWIN CHAMPIONS 


For maximum profit in jets, install the big, 
powerful Rapidayton Twin Champion—a two- 
stage convertible, fully packaged system. The 
foremost jet pump for really modern homes 
and farms. Gives exceptional performance 
either in shallow wells, or in deep wells to 
150 ft.—where outstanding capacity and extra 
pressure are desired. Pumps full capacity at 
40 Ibs. pressure. Converts without additional 
pump parts. Surprisingly low priced. 


TRADEMARK 


” 
’ 
a 
a 
i 
~e 
: ——— 


; 





Compare this QUALITY construction 


1. Heavy-duty, standard NEMA 56-frame motor (not a “partial” 48-frame 
special job). 2. Open, separate motor mounting bracket (end bracket 
of motor not part of pump, requiring pump to be disassembled for motor 
service). 3. Bronze (not plastic!) impeller means longer life. 4. Stationary 
bronze wear ring (eye of impeller does not operate in cast iron, rubber 
or plastic). 5. Bronze nozzle and venturi (not plastic or rubber) hold precise 
dimensions over long periods of operation. 6. Quad-Volute self-priming 
design; diffuser integrated with cast iron pump body (no plastic used; 
no special extra parts to stock and require service) . . . Jetstar also has 
original patented features such as Quick-Connect flange (not “almost’’ 
copies—in name and construction—of competing pumps). 


Ripidajlon 


The Tait Manufacturing Company, Dayton 1, Ohio 


Established 1908 as The Dayton Pump and Manufacturing Co 


@iese tart ure. co. 





imported sporting arms comprising 
the company’s line: F. N., Sako, F. I. 
and Finnish Lion rifles; AyA and 
Manufrance shotguns; Astra, Star 
and Unique pistols. Firearms Inter- 
national Corp., Dept. P, Washington 
22, D. C. 


253 Lawn Hose Goods. Catalog 
No. H-59 presents the Sherman line 
of lawn hose goods in actual color- 
style, with descriptive information 
and prices. Back page features photos 
and the names and addresses of 
company representatives. H. B. Sher- 
man Manufacturing Co., Battle Creek, 
Mich. 


254 Threadless Pipe Fittings. Cata- 
log sheets carry illustrations, dia- 
grams, and detailed information on 
Slip-On Threadless Fittings, Ball- 
cock and Faucet Adapters. The Slip- 
On Co., P. O. Box 9806, Atlanta 19, 
Ga. 


265 Power Mower Engines. The 
complete, illustrated story on the 2- 
cycle Lawn-Boy power mower en- 
gine, its design and performance fea- 
tures, is told in a 16-page booklet. 
Lawn-Boy, Lamar, Mo. 


266 Bolt and Nut Price Finder. 
Form ADV-791 is an indexed price 








ARE YOU MISSING A BET? 


This heavy-duty, self-gripping plier is a prime 
favorite of mechanics. They like its terrific 
gripping power in tight places they can’t reach 
with a pipe wrench. They buy it and use it as 
the finest 
hand tool of its kind on the market. And 
they'll buy it from you if you stock it... 


‘a combination plier and wrench . . . 


log it . . . display it. 


CHAMPION DeARMENT TOOL COMPANY 


There’s extra profit in 
this combination 
plier-wrench 


SELF-GRIPPING 
HEAVY-DUTY 


IT'S EASIER TO STOCK 
JUST ONE LINE OF PLIERS 


~ 


I 
/ 
Cl 


OL ‘ft ] HAR 


IT'S PROFIT-WISE TO STOCK THE | 


cata | GENUINE CHANNELLOCK LINE 


| 


MEAOVILLE, PENNSYLVANIA 


Seud for Our Hew Cotatsg )))" 
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chart for quick reference. It lists re- 
tail prices on the full line of fasten- 
ers, is printed in two colors, and may 
be hung on the wall. Republic Steel 
Corp., 3100 East 45th St., Cleveland 
27, Ohio. 


267 Merchandising Equipment. A 
display and merchandising equipment 
catalog is available which features: 
Vizusell, a flexible system of fixtur- 
ing for store wide visual merchandis- 
ing; Viz-U-Bilt, all metal, gondola 
type merchandisers; Vizuclips, dis- 
play attachments for perforated hard- 
board panels, signing and binning 
equipment as well as a wide selection 
of metal displayers for specific types 
of merchandise. L. A. Darling Co., 
Bronson, Mich. 


268 Water Well Accessory. The 
“Levertrol” self-cleaning foot valve, 
which features a cord activated lever 
to flush a clogged valve seat, is de- 
scribed and illustrated in a two-color 
catalog sheet. Ratterman Manufactur- 
ing Co., 3947 Land O’Lakes Dr., N. E., 
Atlanta 5, Ga. 


269 Caulking Guns. A 4-page, 2- 
color catalog covers the company’s 
complete line of caulking guns for 
professional and home use and its 
line of interchangeable nozzles. It is 
illustrated and provides complete de- 
tails on the capacities, dimensions, 
and construction of the various 
models. The Vital Products Manu- 
facturing Co., 7500 Quincy Ave., 
Cleveland 4, Ohio. 


270 Maple Kitchen Woodenware. 
A full-color, 4-page bulletin on Sen- 
senich Northern Hard Maple counter 
tops, chopping blocks, pastry boards 
and other kitchen-specialty wooden- 
ware is available. Colorfully illustrat- 
ed, the bulletin includes descriptive 
data, specifications, and suggested 
retail prices. Sensenich Corp., Dept. 
116, Lancaster, Pa. 


271 Fishing Reels. Latest engi- 
neering advances in Bronson reels 
are described and illustrated in the 
1960 full color catalog. Covers the 
complete line of spinning, spin cast- 
ing, bait casting, fly and salt water 
reels, plus four direct drive reels. 
Bronson Reel Co., Bronson, Mich. 


272 Paint Tool Merchandiser. A 
catalog insert page, JS-62, describes 
and illustrates a complete “one stop” 
painters’ tool department featuring 
vacuum pack carded tools. Red Devil 
Tools, Union, N. J. 


273 Blocks and Sheaves. Catalog I 
contains illustrations and complete 
specifications, including tonnage ca- 
pacities and recommended wire rope 
sizes, for Durolite Blocks and 
Sheaves. Sauerman Bros., Inc., Dept. 
SHA, 620 S. 28th Ave., Bellwood, Ill. 
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Miami Dealer Sells 
Sleds in July 


(Continued from page 58) 


“I must have a pair of these shears. 
I’ve been planning to buy a pair 
for ages, but I always keep for- 
getting.” The silent salesmen — 
effective point-of-purchase peg 
board displays — do an efficient 
job of making customers buy. 

Due to Porter Hardware’s lo- 
cation, the store falls into the 
category of what might be termed 
a neighborhood hardware store. 
Therefore the use of local news- 
paper or radio and television ad- 
vertising is not considered effective 
by the owners, Paying for space or 
time in community-wide media 
can be likened to buying a whole 
cow just to get a slice of roast beef, 
they believe. 

However, the hardworking 
partners know what to do — they 
have developed their own media — 
direct mail, Whenever there is a 
lull in business, Cohen mans the 
typewriter and rapidly types names 
and addresses of prospective 
customers while Porter stuffs the 
envelopes. Working in this way 
they regularly manage to mail 
several thousand circulars every 
week. 

Clipping headings and pictures 
of merchandise from their file of 
old catalogs and ad suggestions 
from manufacturers and suppliers, 
Cohen expertly pastes up the lay- 
outs. A neighborhood printer then 
takes the completed layout and by 
using a photo-offset process, in- 
expensively runs off 5,000 circulars 
at a time. e 

Merchandise thus _ promoted 
ranges from tools and close-out 
merchandise to ads that are aimed 
to draw quality paint users by 
featuring headlines such as 
“NOTHING FREE!!!” Porter Hard- 
ware believes that it successfully 
beats competition not by price- 
cutting, but by offering top- 
quality lines of merchandise. Direct 
mail ads that call atention to this 
fact are sent to prospects ranging 
from householders to businesses 
and hotels and motels throughout 
the immediate trading area. 

Prospects get to read the ads 
that are enclosed in plain envelopes 
because there is no imprint to hint 
that the mailing piece contains 
advertising from a hardware store. 
Further, this form of reaching 
prospects pays off in plus-business 
by drawing customers who want to 
try Porter Hardware’s line after 
having been misled by two-for-one 
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S ways to win customers 
and influence sales... 


Feature DEALER-TESTED 
ANCHOR BRAND and WILCOX-CRITTENDEN 


oe ) Dependable Hardware 


WM Check these PROFIT-MAKERS now. 


























EVER RELIABLE 


[] No. 0173 Single Swivel 
Pulley, gray iron, closed cost 
malleable eye, sizes to fit rope 
from %," through 1,”. 


VERSATILE 


[] No. 676 Eye & Eye Swivel, 


galvonized weldiess drop- 
forged steel in sizes 4” 


through "%* 


EXTRA STRONG 


["} Ne. 240 Slip Hook is self- 
colored weldiess drop-forged 
steel, sizes to fit chains from 
%"” through % 














>) 














HOLDS FAST 
0) No. 290 Shackle is screw- 


pin type anchor shackle of 
drop - forged weldiess steel, 
golvanized or self-colored, 
sizes from \,” through 2”. 


HOLDS TIGHT 


[] Ne. 302 Hook & Hook 
Turnbuckle open, in weldiess 
drop-forged steel, galvanized or 
self-colored, V4"x4" — 1V/o"x24" 


ALL-PURPOSE 


[] Ne. 1 Snap Assortment 
includes ¥e" open eye; ¥", 46” 
swivel eye; spring, bolt snaps; 
in colorful counter display box. 





J 


























QUICK TO FIX 
CO No. 2530 Chain Repair 


Link in cast malleable iron, 
sizes \," through %"; also in 
drop-forged steel, No 662, '4 
through 4”. 


LONG-LASTING 
LJ] Ne. 15 Curry Comb in 


spring steel or solid brass, re 
versible circular pattern, red 
enameled wood handle 


You give customers assurance of money well 
spent when you offer them Anchor Brand and 


Wilcox-Crittenden dependable hardware. 
This hardware provides a winning combination 


of quality and durability. 


If a check shows your stock of our Anchor Brand 
and Wilcox-Crittenden hardware is low, ask your 
jobber to fill in your stock. The extra business it 


represents means extra profits for you. 


New Britain 


MANY WAYS USEFUL 
C) No. 125 Snap is cast mal- 


leable iron with round eye, 
4%”, %", %". Cadmium plated 
for rust resistance. 


NORTH a JUDD 


Manufacturing Company 


Connecticut 


New York © Boston «© Philadelphia « Atianta * Jackson (Miss.) * Buffalo + Detroit * Chicago 


Minneapolis ¢ St.Louis * 


Dallas * 


Los Angeles * 


San Francisco °* 


Seattle ©* Montreal 
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paint deals offered by paint 
companies who offer low-grade 
products. 

At least two days a week are set 
aside by both men for calling on 
the trade—contractors, builders, 
and hotel and motel owners in 
their area. A thick notebook com- 
plete with price list similar to those 
carried by wholesale salesmen is 
a catalog of their store, the distrib- 
utor’s stock, and the manufactur- 
ers’ lines and is carried by Cohen 
and Porter whenever calling on 
new prospects. Their willingness 
to please and service customers 
coupled with their magnetic 
personalities keeps customers loyal 
and busy people appreciate having 
Porter Hardware Co. call on them. 
It saves them time and money and 
they are convinced they “can’t do 
better elsewhere.” 

“When customers know they can 
depend on us and that we mean 
what we say,” Porter said, “they 
keep coming back and they send 
us other customers too.” 

Because a contractor couldn’t 
leave his job for several pounds of 
ten-pennies, Cohen answered his 
call with a smile. As a result the 
bonds were tied permanently be- 
tween that customer and the deal- 


er which has netted Porter Hard- 
ware hundreds of dollars since then 
in sales of contractor’s equipment 
and tools through their special 
order department. 

“We try to think of everything 
when we put in a line,” Cohen 
stated, “and don’t you think our 
customers don’t appreciate it! For 
example, when we ordered a line 
of tools for the masonry trade, we 
remembered to order knee pads 
too, The plus-business from that 
has created word-of-mouth ad- 
vertising that is priceless. It’s 
amazing to us when we hear that 
our customers have been searching 
all over town for certain tools that 
no dealer has—except us. That’s 
one of the reasons why we try to 
give our customers a complete 
service. When a tradesman comes 
in with a big grin on his face and 
asks if we will order a piece of 
equipment for him, he knows we're 
glad to get his business and more 
than glad to try to please him. The 
hard work involved in by regularly 
calling on the trade and through 
our direct mail program really pays 
off when it serves as a daily 
repetitious reminder to our cus- 
tomers who are getting the habit 
of talking about Porter Hardware 


to their friends and associates. We 
know that often our direct mail 
advertising doesn’t bring us im- 
mediate results—but it does pay 
off in the long run because of the 
continuity we establish.” 

The friendly atmosphere that 
surrounds Porter Hardware re- 
flects the sincerity of its owners, 
and invites customers to return 
again and again — even if they 
don’t want to buy a sled in Miami. 

7 


Dealer Spotlights 
Giftwares 


(Continued from page 59) 


and potential customers are likely 
to be quite different.” 

Compared to hardware lines, for 
instance, Marx finds more frequent 
changes in demand, because gifts 
are more subject to fads. Moreover 
there often will be a run locally on 
certain items even when they are 
dead on a nationwide basis. 

Therefore, each re-order in gift- 
wares amounts to a policy decision. 
There’s no such thing as automati- 
cally ordering a gross of a staple 
item each time the salesman shows 
up. 

Quantities of each item on hand 





Look again...they’ve got it! 


JOHNSON 


AIR COMPRESSORS 


More air volume...per pound 
pressure...per horsepower... 
per dollar! 


These compressors actually outperform 
many larger units, yet you can offer them 
at prices which produce sales and a sub- 
stantial margin for you. Johnson, with 74 
years of experience in building precision 
pneumatic equipment, knows how to com- 
bine really high quality with realistically 
low cost. You'll make money with this 
new line. 


Attractive Dealer Discounts Immediate 
Delivery from Distributors’ Stocks 


ty 
Hy 
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o 
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RED HEAD 

Model No. 1550 

(less motor). 

Delivers 3.5 cfm clean, 
oil-free air and 50 psi, 
yet weighs under 30 Ibs. 
14°x 8"x 10”. Uses any 
Yq hp or lerger motor, 
engine, or power take-off. 
¢ led, ‘. 


includ: 





compressor, pulleys, V-belt, 
sproyer, hose, tire chuck, fittings. 


POWER AIRE 

Model No. 105. A powerhouse! 

Delivers 3.5 cfm and 50 psi 

but weighs only 23 Ibs., 

including Ya hp GE 

direct-drive motor. 

Ultro-compact. 

W Ya"x 6%,"x 10”. 

Complete package 

includes motor, 

compressor, sproyer, 

hose, tire chuck, fittings. 36 other models. 

Complete line of accessories 
ovailable. 


JOHNSON SERVICE COMPANY compressor DiviISiOn 


MILWAUKEE 1, WISCONSIN 
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AS50 SERIES COUNTER DISPLAY 
measures just 27” high, 27” 
wide... promotes over 11 dif- 
ferent items. Sturdy metal con- 
struction. Stands on counter, 
hangs on pegboard, or swings 
out from wall 


AIO SERIES FLOOR DISPLAY 
shows off practically every paint 
sundry you sell, but uses only 
24” x 30” of floor space. Big 
2-sided pegboard, generous 
bottom shelf. Sturdy metal 
construction 





How to get 
a little richer 
...1n about 30 days! 








Immediately, you can start enjoying the fastest turn- 
over in painters’ tool history — if you act now. Because 
painters’ tools never had it so good... and here are the 
two NEW reasons why 


1—Now, ALL popular Red Devil painters’ tools are 
attractively carded ...vacuum-packed in trans- 
parent plastic... PRE-PRICED to save you trouble. 


2—Now, Red Devil offers three new money-making 
displays — one for the floor, two for the counter. 
Each one is a complete, compact, self-contained 
“Painters’ Tool Department” and each one is FREE 
with purchase of tools. Take your choice of 24 best- 
selling tool assortments... pick the one that suits 
your trade best ! 





You'll Speed Up Turnover, because additional items will 
move with every sale — when you show everything off 
together. Dragon-Skin, painters’ cutlery, wood scrapers, 
glass cutters, linoleum knives, etc. You get Red Devil's 
full 40% profit on all items! 


A40 SERIES 
2-Way Kevolving 
Digplay 
Free with single lines of carded 


‘ Red Devil Tools! Stands on 


SS T 
Red Devil Toots counter or hangs on pegboard .. 
omn()_-. 


-——-* 
p —._—--e = 


a items. Just 28° high. Sturdy metal 
&, construction . . . completely pre- 
assembled 
++ 


- 
~ 


, 


sells a whole range of carded 


pares 
ease ~ 





HERE’S YOUR CHANCE to treat yourself to faster, more 
profitable turnover plus easier inventory and space 
savings! Clip and mail this coupon now for detailed cata- 
log pages, plus the name of your nearest stocking jobber 


See us of Booth 148 © National Hardware Show 





Red Devil Tools. Dept. SH-10, Union, N. J., U.S. A. 


World's Largest Manufacturer of Sure I'd like to get a little richer, and soon! 
Painters’ and Glaziers’ Tools — Since 1872 Please rush me full details 


Red Devil Took. 


UNION, N. J., U.S.A. 





My Regular Jobber Is 





AOUSE 


selis with a Choice of f¢fel[ela: 


FP-33 in choice of Candlelight Yellow, 
Caribbean Aqua, Silver Grey 


...and the ‘“‘Rainbow Rack’’ is Free with 3! 


Candlelight Yellow...Caribbean Aqua...Silver Grey: here's the Houseboy, 

America’s only floor polisher that offers a choice of sparkling, sales- boosting 

, colors! Show off the dazzling rainbow assortment on this money-making 

HERE'S A “Rainbow Rack"... FREE with your first order for three or more Houseboy 

CHRISTMAS machines. Rack is sturdy, compact—takes only 13” x 24” of floor space 
: Pp 

PROFIT Red Devil supplies colorful zip-in display panels to promote sales, rentals, 


PACKAGE special offers 


It's the FP33SD Houseboy offers 13 top-quality features, including a rugged all-metal 

complete with 2 pol : I ” 

ishing brushes, 2 housing . . . fast, cooler-running % h.p. motor... full 12” path with counter- 

scrubbing brushes, 2 rotating brushes for stability. It's attractively priced. Model F P33 lists at 
) 


felt pads...plus } $54.95. Model FP33S sells at $59.95—complete with 2 polishing brushes, 
RCAI Rug Cleaning 2 scrubbing brushes, 2 felt pads, plus RCA1 Rug Cleaning Attachment 


Attachment plus -- . , . , 
push-button pump- | There's a De Luxe model finished in heavy chrome plate at $69.95, complete 
» action Automati with extra brushes. You get Red Devil's generous dealer 
: eal Dispenser for rug margin — one of the industry's best — on all Houseboy 
shampoo or floor wax. It's appealingly packaged units. Mail the coupon now for full details! 


for Christmas sales, and yours at a special price 
only $39.00 per unit in lots of 3 or more. You can 
offer this big $69.85 value at the bargain list 
price of $64.95, and get a hefty 66%3%¢ profit! Red Devil Tools. Dept. SH-10. Union, N. J., U. S. A. 
For more details, clip and mail the coupon now hienan Gait sais Adit telmmntien en: Geeta ete ead eam 
cessories, plus catalog page on FP33SD Christmas Special 


— ee moakine a 


Name 
Store Name 


Red Devil Tooks. | *” 


UNION, N. J., U.S.A. By requiar jobber i 


World's Largest Manufacturer of Painters and Glaziers’ Toois—Since 1872 





are less than in hardware. This 
means the total supply of gift- 
wares is always less well protect- 
ed than hard goods. Much more 
vigilance is needed to avoid run- 
ning out. On the other hand, it is 
easier to sell a customer a sub- 
stitute if an item requested is not 
available. 

Marx finds annual turnover in 
giftwares just equal to average 
turnover throughout the store. 

This merchandise cannot be 
crowded. Gondolas are spaced so 
women can browse in couples, with 
even the cross aisles at least four 
feet wide. Gondolas measure only 
4’ x 8’. Most have only one raised 
shelf on top, or two low steps. Thus 
each gondola can be confined to a 
single line. Back-up stock is held 
in the gondolas with very little 
overstock stored in back of the 
salesroom. 

The low-topped gondoias give 
clear visibility throughout the 
store. This enables a salesman to 
approach a customer quickly. It 
also discourages shoplifting. 

Housekeeping is more important 
in giftwares than in hardware. 
Four women handle the giftwares, 
plus a housewares section about a 
fourth as large. Nearly 30 percent 
of their time is devoted to dusting, 
polishing, and rearranging. At 
Christmas time, six more women 
are required in the giftwares- 
housewares section. 

Impulse buying is high, even 
though most customers appear to 
know about what they want when 
they come in. More frequently than 
with hardware purchases, a cus- 
tomer will bring a friend to help 
select an item, These friends are 
the greatest source of impulse 
sales. 

Pushing related merchandise to 
go with the principal sale succeeds 
often so the salesladies are encour- 
aged to try this. If they can find 
how and where a gift piece is to be 
used, the salesladies often are able 
to suggest very suitable companion 
pieces. For example, a woman re- 
cently bought a decorative brass 
tray for a hall wall. Learning this 
wall was rather long, the saleslady 
was able to sell her a trio of small 
brass pieces to make a balancing 
pattern to one side of the tray. 

The saleswomen all cooperate 
with Marx in designing simple ef- 
fective displays at moderate cost. 
Chinaware has separate cubicles 
for each pattern, with ample space 
around each group of pieces. Cut 
glass is shown against black velour 
under bright light. Brassware goes 
on the inside of the front window 
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FAST TURNOVER 


boosts your chain profits! 


Taylor Chain's consistent quality assures complete customer 
satisfaction—leads to the sale of other Taylor products. Dealers’ 
and wholesalers’ reorders and comments bear this out. National 
advertising . . . new packaging in polyethylene bags . . . Taylor's 
new Bulletin 59, a complete chain “sample” book... many other 
outstanding sales helps are additional factors that assure faster 
turnover. Switch to Taylor Chain the next time you reorder. 


VISIT OUR BOOTH NO. 60! 


TM BBB CHAIN—self- 
colored of hot-galvan- 
ized finish. Packed in 
rugged metal Tay-Pails. 


TM PROOF COIL—self- 
colored of hot-galvan- 
ized finish. Packed in 
rugged metal Tay-Pails. 


aylor 
ade 


SINCE 
1873 


TM MACHINE CHAIN 
— straight or twist link 
Bright finish. Packed in 
distinctive cartons. 


TM CHAIN SALESMAKER holds an as- 
sortment of welded and weldiess chain. 
Store tested. Creates effective masse dis- 
play. Chain cutter included. Requires less 
than two square feet of floor area. 


See your jobber or write— 


S.G. TAYLOR CHAIN CO., INC. 


Hammond, Indiana 
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partition, where other merchandise 
might escape notice. 
+ 


Lamp of Knowledge 
About Sporting Goods 
(Continued from page 63) 


have their selling personnel serve 
also as their buying personnel. 
“The key to a profitable sport- 
ing goods department is keeping 
your inventory low and your turn- 
over high. Getting 5% discount on 
quantities means very little if it 
costs you 17% to carry over large 


quantities from one year to the 
next,” he added. 

Another factor figuring in a 
flourishing sporting goods depart- 
ment is the store’s repair service. 
The same two salesmen who buy 
also do repairs in a shop equipped 
to handle repairs on fishing tackle 
and guns. The shop has a fishing 
tackle parts stock of $200 and a 
gun parts stock of $80. (The sales- 
men, however, are not gunsmiths.) 

“Our objective is to give the 
customer the best personal service 
in every way that we can. Every- 
thing we do is directed toward that 





DISPLAY 


and See 
PROFITS 


For there’s an attractive, stable market for Gold Medal Cot- 
ton, Continuous Filament Nylon, and Nyak Seine Twines. 
They are famous among fishermen for everything they want 
in a seine twine: great strength, uniformity, easy workabil- 
ity. Attractive packaging for effective display... Nyak and 
Nylon twines in individual polyethylene bags. 


. COMING UP FAST! 


4 


NYAK Seine Twine offers all the big advan- 
Z=> tages of Nylon at a saving. 


Order From Your Jobber 


THE LINEN THREAD €0., INC. 


BLUE MOUNTAIN, ALABAMA 
Makers of Quality Twines Since 1784 


For more information use Handy Return Card, Page 87 








objective. The more satisfaction 
he derives from his outdoor sport, 
the better customer he will be,” 
McGann said. 


Fishing Tackle 
(Continued from page 65) 


relate a case in point, he tells of 
having one of their showcases fill- 
ed at one time with lures and flies 
that had been there for a long time. 
Some as long as 10 years, it was 
estimated. 

Mrs. Schockler, who works along 
with her husband in the store, 
suggested that they give them 
away or sell them for a few cents 
apiece to make room in the show- 
case for new merchandise. 

Schockler decided, however, to 
put the plugs out on the counter 
where customers would have a 
chance to pick them up and look 
them over. The formula paid off. 
Within 90 days they had sold all 
of the old stock from the showcase. 
Some of the customers commented 
that they found a particular type 
lure there that they had been try- 
ing to find for years. 

The store stocks a complete line 
of fly casting, bait casting and 
spinning equipment plus all types 
of camping gear and accessories, 
including minnow buckets, seines, 
gigs, nets, life jackets, ice boxes 
and boating equipment. 

Although the store’s main sport- 
ing equipment sales revolve 
around fishing tackle, guns and 
ammunition provide a good sales 
volume during the winter hunting 
season. Schockler keeps a good 
stock of shotguns, rifles and some 
hand guns. The ammunition stock 
is large, because the area with its 
many lakes and rivers, which has 
contributed much to fishing tackle 
sales, abounds in duck hunting 
during the hunting season. 

Schockler explains that 
Crockett National Forest just a 
little more than 20 miles away 
from Rusk has a great many deer, 
although no hunting is allowed in 
the reservation. The deer, however, 
are free to roam the adjoining 
timber region and many sports- 
men come from other parts of Tex- 
as to hunt during deer season. 

The fact that this part of East 
Texas has timber logging as one of 
its major industries makes an 
interesting sidenote concerning 
Schockler Hardware. On one side 
of the store a large display board 
is filled with horse collars and all 
types of harness equipment, the 
sight of which would make many 


Davy 
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old timers in the hardware busi- 
ness feel right at home. 

The harness equipment is often 
needed by logging crews working 
in the area. Although logging 
operations are highly mechanized, 
bulldozers and other heavy equip- 
ment bog down in the mud during 
heavy rains, and only horse or 
mule teams can drag the heavy 
timber from the East Texas forests. 
For that reason, Schockler stocks 
and sells a large volume of the 
type harness equipment which dis- 
appeared from most hardware 
stores many years ago. 

For sporting goods sales, Schock- 
ler finds an increasing interest 
in fishing from women and young 
people of high school age. He esti- 
mates that from one-third to one- 
half of his fishing tackle sales 
are now made to women and high 
school boys. 

“A few years ago,” he recalls, 
“we seldom sold any fishing equip- 
ment to high school age young 
people. Now they often come in. to 
look over and buy fishing tackle. 
The high school boys are par- 
ticularly interested in fly casting, 
and most of our sales of flies and 
fly rods are made to this group.” 

Women are also becoming much 
more interested in fishing. They 
often are attracted to pastel color- 
ed tackle and many try to match 
spinning rods and reels in a color 
combination that pleases them. 

Although Schockler refers to 
sporting goods sales as a sideline, 
he terms it a very profitable one 
and mentions that it helps balance 
out seasonal sales peaks and 
slumps, although he says that fish- 
ing is now nearly a year-around 
sport. 

“Fishing tackle and_ sporting 
equipment may be a sideline in 
our store,” says Schockler, “but 
it’s certainly a sideline we don’t 
want to be without.” 


e 


High Interest in Sports 
Increases Sales Potential 
(Continued from page 67) 


“These shows also are valuable 
in acquainting the dealer with 
new, popular items,” Hill declares. 
“The word gets around quickly, 
and it doesn’t take fishing custom- 
ers long to demand such-and-such 
a lure once he knows it’s on the 
market and is responsible for good 
catches. 

“However, a word of caution 
may be timely here. A lure that’s 
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Your 

‘direct line’ to 
“profit-plus” 
hardware 
specialties... 


R-W manufactures a very diversified line of top-quality hardware special- 
ties. So many that we could not describe them all in a publication as large 
as the one you are now reading. However, Hardware and Building Supply 
Dealers have learned to rely on the R-W Catalog as a prime source for 
a wide variety of their hardware needs. It is a place to purchase those 
“non-stocked” specialties that earn many dollars of “added-profits.” Many 
of the items you will undoubtedly want to buy for stock—some, because 
of the special nature you will want to buy only on customer request. In 
either case, this catalog provides you with a proverbial “horn of plenty” 
from which you can order all your hardware needs. Here are a few of 
the top-quality hardware products made by R-W ... Track, Hangers and 
Hardware Sets for Sliding Doors; Latches; Hasps; Door Bolts; Flush Pulls; 
Door Handles; Stay Rollers; Binders; Floor Guides; Studding Sockets; Fire 
Doors and Fire Door Hardware; Industrial Doors of all types and Electric 
pate for all types of gates and doors. 


we Richards-Wilcox 
MANUFACTURING COMPANY 
eae WA Mt ltt 
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a hot seller this week may be a 
cold one next week. Popularity 
comes and goes just that fast 
sometimes. It’s much better to buy 
in small quantities—then re-order 
frequently as your sales dictate— 
instead of putting in a large stock 
and then finding to your sorrow 
that you are going to have most of 
it on your hands for a long, long 
time. 

“We are close to our suppliers 
and can get one-day delivery. For 
that reason, we feel we don’t have 
to place large orders and take 
chances on fishing lures.” 

The Best store remains open 
nightly until 9. This influences 
some fishing tackle sales. A cus- 
tomer can shop at Best’s after sup- 
per and be ready to tear off to the 
lake or stream for fishing at day- 
break. 

More and more women and chil- 
dren are buying fishing equipment 
these days, Hill reports. They fre- 
quently are very good customers. 

The store carries a good stock 
of lifejackets and safety seat 
cushions. It encourages fishing 
customers to buy lifejackets ra- 
ther than take chances in boats. 

Last year, Best sold more than 


500 Tennessee hunting and fishing 
licenses. That’s a pretty good in- 
dication of regular customer pat- 
ronage. 


The store carries three well- 
known lines of rifles and shotguns 
and, Hill announces happily, “en- 
joys tremendous ammunition 
sales.” It offers clothing for hunt- 
ers, including coats, boots, caps, 
cartridge vests and insulated un- 
derwear. 


Back Yard Sports 


It also gives much attention to 
backyard sports. There is good de- 
mand for badminton equipment, 
horseshoes, volley ball and tennis, 
Hill reports. The store also sells 
boxing gloves, bowling pins and 
balls, roller skates, table tennis 
and swimming accessories includ- 
ing masks, snorkels and goggles. 

Interest in archery is increasing 
in Memphis, with several clubs ac- 
tive, and the store is taking full 
advantage of the trend. It main- 
tains a full stock of archery equip- 
ment and sells many arrows, espe- 
cially. Archery sales this year were 
heavier than last year’s, Hill re- 
veals. 


Best has found that model plane 
sets sell especialiy well if the 
stock is large enough to give 
youngsters a selection. Kits are 
very popular, since many young 
customers like to assemble their 
own planes. Also, customized car 
kits are quite popular. Last year 
the store couldn’t keep up with 
the demand. 


Best concentrates most of its ad- 
vertising in an East Memphis shop- 
pers newspaper that blankets the 
section served by the store. It also 
does some general newspaper ad- 
vertising and direct mail adver- 
tising. 

Best Hardware & Appliance Co. 
has found that while most sports 
are seasonal, a good sporting goods 
department is an important year 
‘round traffic booster for the store. 


“Our sporting goods sales help 
all of our other departments, and 
with our current expansion we ex- 
pect sporting goods’ influence to 
be even more pronounced,” Hill 
says. “Sporting goods definitely 
deserve a prominent place in any 
hardware store that’s interested in 
winning new customers and hold- 
ing old ones.” 





>. 


p for bigger 


For faster sales, easier profits, sell the Lyman line! 
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Tackling Tackle 
Competition 
(Continued from page 69) 


Maintaining a large stock of all 
staple tackle merchandise is im- 
portant too in overcoming price 
competition, because most cut- 
price outfits stock only a few ma- 
jor items to the exclusion of the 
many other things needed by fish- 
ermen. Schrade particularly stocks 
a lot of hooks and lures and dis- 
plays them prominently in the de- 
partment and in a display window, 
for every fisherman is always look- 
ing for more hooks and lures, This 
helps to keep them coming to the 
department. 

He utilizes novelties to attract 
new and old customers, such, for 
example, as a deal he devised for 
selling starter cords for use on 
outboard motors. Although the 
store does not sell outboards, a lot 
of fishermen need new starter 
cords, Schrade has found, since set- 
ting up his special display. 

It consists simply of a piece of 
varnished 2” by 4” about 10 inches 
wide, with 12 holes bored in it and 
a thin strip of plywood glued to 
the back to look vaguely like the 


sails of a boat. Then the handles 
of the starter cords go into the 
drilled holes and the cords hang 
down the counter to the floor. A 
sign on the fixture calls attention 
to the cords. Volume has increased 
by four or five times since the store 
started using this simple display 
unit, Schrade declares. 


° 


More Sales from 
Special Fixtures 
(Continued from page 72) 


an outboard motor, the motor cov- 
er is removed for a complete dem- 
onstration. The customer is told 
that if repairs are needed, the store 
will have this done. 

Repair service for all sporting 
goods gives the customer more con- 
fidence in buying here. While only 
minor repairs are made in the 
store, the business has connections 
with local mechanics. The custom- 
er may bring the item into the 
store and leave it for repairs. 

Parts are carried for fishing 
reels, and are installed if the 
customer wishes. 

Some gun repair parts are also 
carried in stock. Major repairs are 


made by the manufacturer, but the 
store gives the customer shipping 
service. 

Although newspaper and circular 
advertising are both used for sport- 
ing goods, one of the favored me- 
diums is direct mail. Every piece 
of literature made available by 
manufacturers and distributors is 
utilized. Every month statements 
are accompanied by printed pieces 
that make the recipient want to 
add some sporting goods to his 
account. 

Stocks in the sporting goods de- 
partment are so complete that the 
department itself will not contain 
everything on display. Because 
variety is the heart of all displays 
here, complete assortments of 
everything are shown. To illustrate, 
outboard motors, a bulky item to 
display, but profitable enough to 
show lavishly, appear in other 
parts of the store than the sport- 
ing goods department. They flank 
the main aisle, during the peak of 
the fishing and the hunting season, 
reaching into housewares and ma- 
jor appliances. They are not out of 
place, the owners insist. Everyone 
who owns a boat wants an out- 
board motor. This unusual display, 
coupled with sales suggestions, 





sales in sights and scopes! 


... the broadest line of metallic sights: 

the best receiver and front sights made — and the best-known of all. 
One or more combinations for just about every rifle— and any kind 
of shooting! 

Sell these popular performers! Each one is alone in its class — backed 
by the Lyman quality tradition and the biggest promotion ever. 

Cash in on the surplus rifle bonanza: Lyman has the front and rear 
sight for every surplus Springfield, Enfield, Mauser! 


@& F @ 


bead sights target front sights folding leaf sights 


pal, 


ramp and front sights 


<a RELOADING EQUIPMENT ° Pl Ee SCOPES - 


shotgun sights 


receiver 
sights 


All-American 4-power scope 


+ + + quality scopes priced for fast sales: 
All-American Scopes now in 24% © 3 * 46+ 8-8 10 power —all 
remarkable values for the price: needle sharp and bright, rugged, 
fog-proof, and precisely adjustable. Made to last, engineered to stay 
trouble-free. And there’s a set of sturdy, compact Tru-Lock® mounts 
for many popular rifles to make tie-in sales a breeze 

Get set for the varmint trade: All-American 8- and 10-power scopes 
with adjustable objective-lens focus sell on first sight! 


All-American Tru-Lock® mounts 


Send for new catalog 


¢ SHOTGUN CHOKES 
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A Complete, Profitable 
Merchandising Program 


HERE'S WHAT YOU GET 


All From One Service Source 


@ Free, attractive space-saving store fixture 
—you pay only a nominal deposit. 

@ An assortment of over 85 tools that are 
“proven sellers’ . . . 8 to 15 turns per 
year! 

Regular visits from resident service sales- 
men to check, clean and regulate your 
display. 

Your stock will be profitably maintained 
and new items added to your program. 
(Our customers tell us that people 
regularly drop into their store merely to 
see what's new in the display. It's an 
important store traffic-builder by itself.) 
A permanent stock control record of your 
inventory. You save hours of book work 
because we keep the records in our office 
and supply you with a simple re-order 
orm. 

You avoid dead inventory with a choice 
of purchase programs including guaranteed 
sale. 

@ Sales-proved advertising aids . 


ALL TOOLS 
UNCONDITIONALLY GUARANTEED! 


«<=, 


- - « PREE! 


Learn How You Can || 2.2, lai 
Profit From This (..= A = 
Merchandising Pro- . 

gram 

Write to your near- 

est B & W_ ware- 

house and office for 

free, colorful bro- 

chure 


B & W SOUTHWEST 


3602 Navigation, Houston, Texas 
B & W ATLANTA 

241 Peters Street, S. W., Atlanta, Georgia 

Manufacturer, importer and distributor 
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floor demonstrations, and advertis- 
ing pieces in statement envelopes 
helps to sell an impressive num- 
ber of outboard motors. 

Sporting goods are an all-season 
attraction here, pulling in more 
traffic than any other line. The de- 
partment has the front of the store 
and all or part of one window. 

“People are becoming more 
sporting - goods minded every 
year,” Fred Spence commented. 
“Our customers represent all in- 
come brackets of the area. A fac- 
tory worker is as likely to buy an 
outboard motor or a fine gun 
as the factory owner. Hunting and 
fishing are sports in which several 
members of the family participate, 
including the women. A few years 
ago the wife sometimes objected 
when her husband wanted ex- 
pensive sporting goods. Now she 
is willing to sacrifice in order to 
buy something for family fun.” 


5 


Information Service 


for Fishermen 
(Continued from page 76) 


And more fishermen buy their 
gear during the winter in prepara- 


tion for the season. This keeps 
them coming in for plugs and 
other items throughout the year.” 
One of the sideline benefits of 
building heavy fishing tackle sales 
among family-type customers, ac- 
cording to the Youngs, is the fact 
that it helps promote sales of other 
athletic goods. The man who takes 
his wife and children to a fishing 
resort for a vacation is a ripe pros- 
pect for a croquet set, picnic bas- 
kets, thermos jugs, baseball, base- 
ball glove, badminton sets and vol- 
ley ball sets. The store devotes an 
18-foot section of open-shelving 
display to these items and person- 
nel are trained to suggest and show 
them to fishing tackle shoppers. 
The store has a listing of 500 
regular fishing tackle customers 
and when special lake information 
is received, these customers are 
‘phoned by Ann Cox and given the 
data. As result of this service, 
many of these customers drop in 
and buy equipment used in fishing 
where they are striking. People on 
this list are also ‘phoned when 
special equipment, such as new 
plugs and lures, is received. Ob- 
viously, all of these customers 
aren’t contacted at once, but during 
the course of a month, the sport- 





THE NAME THAT SELLS 


IN THE PAC THAT ATTRACTS! 
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TRAPS 


What a trio for profit... Victor traps in eye- 
catching, self-selling visual display pacs! 


make more profit because you've got the name, the 
package, the quality, and most important...a big 
profit margin, to back you up. And with Victor pacs, 
you eliminate “‘one-at-a-time” sales and reduce shrink- 


age, too. 
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No. M-P Victor 
Twin-Pac 


NEW! No. M-17 i 
Victor Easy-Set ! 

Metal Mouse Trap 

on new 2-Pac Card : 
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1 


Remember, all you have to do is display Victor 
traps in convenient pacs... they sell themselves! 


Neo. M-O Victor 
4-Pac 
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t When you handle Victor Traps, you sell more... 
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' 


Order Victor mouse and rat traps 


from your wholesaler. 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. » PASCAGOULA, MISS. © BERKELEY, CALIF, « NIAGARA FALLS, CANADA 
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ing goods manager gets in touch 
with most of them. 

“About 150 of the 500 people om 
this list,” Ann Cox related, “are 
women. More women are fishing 
and I think the fact that I am a 
rabid fishing fan myself is helpful 
in aiding other women. They seem 
to like the idea of getting a wom- 
an’s viewpoint on their needs and 
problems.” 

Another positive asset to the 
store is the fact that both resi- 
dent and non-resident fishing li- 
censes are sold. During the deer 
season—a _ fast-growing Missouri 
sport—the store also sells deer 
hunting licenses and issues current 
information on this sport. 

As a result of the close personal 
contact the store maintains with 
resort owners, these people also 
have become customers of the 
store. The resort owners buy, 
among other items, cups and glass- 
es, silverware, wastepaper baskets, 
used in outfitting their cabins. 

“One of the other advantageous 
angles of a sporting goods depart- 
ment,” explained Harry Young, 
“is the growing tendency of both 
men and women to use this mer- 
chandise as gifts for all kinds of 
occasions. More men select rods 
and reels, even plugs as gifts for 
their wives, and women recipro- 
cate. It’s simply another trend 
that makes our sporting goods de- 
partment a steady business-getter 
the year around.” 
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Skin Diving 
(Continued from page 80) 


from face masks to aqua-lungs, 
such as are worn by Mike Nelson, 
in his “Sea Hunt” television series. 

The cost of complete equipment 
often runs up to $200—with no 
objections from the skin diver. 

Who buys this equipment? 

Everybody, says Potchernik’s. 
Young and old, rich and poor. 
Once the skin diving bug has bit- 
ten them, they are not content un- 
til they have a complete, if modest, 
set of equipment. 

And while it has been essentially 
a man’s sport, the women are be- 
ginning to take it over in larger 
numbers. 

The cult may never be as nu- 
merous as the followers of Isaak 
Walton—for fishing has a head 
start that dates back to the begin- 


ning of history. But it is rapidly 
growing. Skin divers, says Potcher- 
nik’s, start out with a face mask 
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From now on when you sell any of the four 
grades of Campbell Chain listed below, you 
and your customers will always know the 
make, grade and length of every piece. The 
grade and make are permanently recorded 
where they are most needed right on the 


chain itself! Get complete information on 






all of the outstanding sales advantages 





that make Campbell the chain line for you 







to sell 
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Cam- -Alloy Chain 


York, Pa.; West Burlington, lowa; 
~ilaoe, e Combeides a ics Si ee 
Chicago, Ill.; Portland, Ore.; Seattle, Weoh.y Use Anaien, € 
Makes of Fomens CAMPBELL a ona oye 


= é 


introduces 
Capt. HYDE 


BOAT TOOLS 


A line of reliable boat refinishing tools 
with FREE nautical display. 


Packaged For Sales 
To Marine Supply Customers 
FREE Display with Tools 


Display features 6 ea. of the following 
boat tools: 


1. Capt. Hyde No. CC88 Cobra Boat 
Scraper. Narrow, extra sharp blade, 
long, slim, wood handle. For hulls, 
decks, woodwork and furniture. 


2. Capt. Hyde No. CC8 Heavy Duty 
Bent Scraper. Rugged tool to be used 
with torch, chemicals or HYDElectric 
Paint Remover. Scrape scale, etc. 


3. Capt. Hyde No. CC2E-1%” Caulk 
Knife. Best quality, flexible, high carbon 
steel. COST FOR ASSORTMENT—Sales 
List $26.58, Dealer Cost $15.95, Dealer 
Profit $10.63. Packed for display in one 
corrugated container. Shipping wt. — 
7% ibs. WRITE FOR CATALOG SHEET 


Capt. Hyde No. CCHE-100 HYDElectric 
Paint Remover. Best electric paint re- 
moving tool for hulls, decks and other 
painted surfaces. Works fast. Sales List 
$11.95, Dealer Cost $7.17, Dealer Profit 


$4.78. 
hy SINCE 1875 


HYDE MANUFACTURING CoO. 
SOUTHBRIDGE, MASS. U.S.A. 
i 
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and a pair of fins. 

But from there on, there is a 
steady addition to the equipment— 
an aqua-lung, a spear for fishing, 
and so on until the enthusiast has 
almost as much equipment as a 
golfer or a fly fisherman. What is 
more, the skin diving clan “trades 
up” to better and more expensive 
equipment as it goes along. And 
one enthusiast leads to another. 

Is the sport dangerous? 

To a certain extent, yes, re- 
plies Potchernik’s. You can easily 
get drowned if you don’t know 
how to wear and handle your 
equipment. For this reason, al- 
though the store does not refuse to 
sell skin diving equipment to the 
inexperienced, it does urge each 
purchaser to take a three-month’s 
course in skin diving, given at the 
YMCA or YWCA before making 
use of it. 

It follows through on this rec- 
ommendation by asking those who 
return for more how well they 
have made out in their course of 
instruction. And, thus far, there 
have been no fatalities among the 
firm’s growing list of customers. 

Promotion? Skin diving equip- 
ment pretty largely promotes it- 
self, Potchernik’s has found. 

It always has at least a small 
section of its window display space 
devoted to an array of skin diving 
equipment, and one of the store’s 
center aisle tables, near the front, 
is always full of equipment from 
which the customer can make a 
choice. 

As to advertising, the satisfied 
customer has been the firm’s best 
advertisement. 

While, of course, the Gulf coast 
is the “happy hunting ground” of 
the skin diver, many are making 
use of the equipment in the grow- 
ing number of man-made lakes 
that dot the Texas interior scenes 
as various water conservation 
projects are completed. 

All the skin diver needs to be 
happy, it appears, is to have water 
deep enough so he can go under 
the surface! So you do not have 
to be right on the Atlantic, Pacific 
or Gulf Coast to promote skin 
diving equipment successfully. You 
can do it if you are near any lake 
—natural or artificial. And as Po- 
tchernik’s has demonstrated, you 
don’t have to be within 300 miles 
of deep water. The boat trailer has 
changed all that. 

Today there is scarcely a hard- 
ware store in a Southern state 
which is not within easy reach of 
blue water and skin diving. 

Like boating, it is “the coming 


sport.” And the wise hardware 
merchant will make the most of it 
by making at least a small start 
and building up his stock as the 
enthusiasm grows. 


> 


Hardware Scores 
Through Gun Sales 


(Continued from page 82) 


Customers include the amateurs, 
professionals, and hunting enthu- 
siasts. Charlotte boasts two archery 
clubs, the Long Creek Club and the 
Charlotte Archery Club. 

Each year sees an increase in 
the number of archery hunters. Ac- 
cording to law, they are required 
to use a bow of at least 45 pounds 
pull and arrows tipped with metal, 
barbless points. They wear about 
the same clothing favored by gun- 
hunters, although they sometimes 
buy special camouflage outfits. The 
bow season in this section starts 
two weeks earlier than the gun 
season, and archers are allowed to 
shoot both doe and buck. 

The success of Builders Hard- 
ware Co. in selling guns lies partly 
in the personality of its manager, 
John Hawn. His easy-going manner 
and complete knowledge of guns, 
new and old, make him a good 
trader—and much of this business 
is accomplished by trading. 

Used guns are sold with the 
understanding that each is guaran- 
teed to be mechanically perfect. 
If it should not work right, the 
company repairs it free or gives 
credit toward the purchase of any 
other gun. An excellent repair 
service is maintained by the compa- 
ny; a gunsmith picks up guns every 
day, returning them as quickly as 
possible for the convenience of the 
customer. This constant readiness 
to trade for any kind of gun neces- 
sitates an unusually large year- 
around inventory of over $10,000 
in guns alone, with even more dur- 
ing hunting season. 

Another factor in this company’s 
success is its time-payment plan. 
The credit of each new charge ac- 
count is quietly checked, and if it 
is acceptable, he is allowed to buy 
on open account without interest 
for 30 to 60 days. If desired, a time- 
payment plan is available, carried 
by a local bank on a conditional 
sales contract at six percent with 
recourse. A down payment of 25 
percent is preferred. 

Advertising by Builders Hard- 
ware consists of a single daily ad 
in the classified section with an ad- 
ditional large display ad twice a 
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week through the height of the 
season from early fall through 
December. They have found the 
best advertising to be that gained 
from satisfied customers. 

Formed in 1940, the company 
moved to its present location in 
1950. The gun department has 
been a feature from the beginning, 
but the archery section was not 
opened until 1958. Hawn’s assist- 
ant manager is Nat Savage. There 
are four sales personnel. 

Proof of Hawn’s winning person- 
ality lies in the fact that his cus- 
tomers phone him constantly to 
report their success in hunting. One 
proud lad, back from his first deer 
hunt, reported that he had killed 
the first deer he saw—a seven- 
pointer, at that! He had bought his 
ammunition from Hawn a few days 
before and could hardly wait to 
call and tell of his good luck. 

Asked about the greatest prob- 
lem facing the retailer today, 
Hawn answered frankly, “Discount 
houses and the way everybody can 


,” 


‘get everything wholesale’. 





PUBLISHER'S STATEMENT 


Of Southern Hardware, published 
menthily at Dalton, Ga., for November 1, 


Before me, a Notary Public in and for 
the State and County aforesaid, personally 
appeared Charles E. Smith, who, having 
been duly sworn according to law, deposes 
and says that he is the Business Manager 
of the Southern Hardware, and that the 
following is, to the best of his knowledge 
and belief, a true statement of the owner- 
ship, management, etc., of the aforesaid 
publication, for the date shown in the 
above caption required by the Act of Au- 
- 24, 1912, as amended by Act of March 

. 1933, embodied in Section 537, Postal 
Laws and Regulations, printed on the re- 
verse side of this form, to-wit. 

1. t the names and addresses of the 
publisher, editor and business manager 
are: 

Publisher, W. R. C. Smith Publishing 
Co., Atlanta, Ga. 

Editor, Ralph E. Kirby, Atlanta, Ga. 

Business Manager, Charles E. Smith, At- 
lanta, Ga. 

2. That the owners are: W. R. C. Smith 
Publishing Co.. Atlanta, Ga.; Estate of W. 
R. C. Smith, Atlanta, Ga.; W. J. Rooke, 
Atlanta, Ga.; O. A. Sharpless, Atlanta, Ga.; 
T. W. McAllister, Windermere, Fla.: E. W. 
O’Brien, Atlanta, Ga.; J. C. Cook, Atlanta, 
Ga.; R. P. Smith, Atlanta, Ga.; Mrs. E. L 
Philpot, Atlanta, Ga.; A. F. Roberts, Atlan- 
ta, Ga.; S. J. Jones, Atlanta, Ga.; W. C 
Herbert, Atlanta, Ga. 

3. That the known bondholders, mort- 
gagees and other security holders, owning 
or holding 1 percent or more of total 
amount of bonds, mortgages, or any other 
security holders are: None 

4. Paragraphs 2 and 3 include, in cases 
where the stockholders or security holder 
appears upon the books of the company 
as trustee or in any other fiduciary re- 
lation, the name of the person or corpora- 
tion for whom such trustee is acting; also 
the statements in the two paragraphs show 
the affiant's full knowledge and belief as 
to the circumstances and conditions under 
which stockholders and security holders 
who do not appear upon the books of the 
company as trustees, hold stock and se- 
curities in a capacity other than that of a 


bona fide owner. 
CHARLES E. SMITH 
Business Manager 
Sworn to and subscribed before me this 
9th day of September, 1959 
SEBA J. JONES, Notary Public 
My commission expires February 28, 1962 
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But it is Hawn’s belief that so 
long as a dealer maintains friendly 
customer relations he will not have 
to concern himself about this cut- 
rate competition. 


* 


Winchester Begins Drive 
Aimed at Women's Market 


A PROMOTIONAL drive aimed at 
capturing a larger share of the 
women’s market was announced 
recently by Winchester-Western, 


division of Olin Mathieson Chem- 
ical Corp. 

The campaign, named “Opera- 
tion Man Trap,” is highlighted by 
a tie-in between the firearms 
manufacturer, fashion merchandis- 
ers, and a foremost clothing de- 
signer. It will be built around the 
first complete collection of wom- 
en’s clothes designed exclusively 
for shooting and a tie-in between 
leading fashion retailers and local 
gun clubs throughout the country 
for a series of fashion shows held 
in combination with shooting dem- 
onstrations. 
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PRESTIGE TO YOUR ELECTRICAL DEPARTMENT 


Every ROYAL wiring device, fuse, cord 
set, or spool of wire is made right to 
work right on the job . . . and bring back 
satisfied customers to your electrical 
department. Every item in the big 4 
ROYAL Lines is also packaged right to 
sell on sight . . . with big labels that tell 
your customers exactly what's inside. 
ROYAL electrical supplies are priced 


LINES...ADD PROFIT PLUS 


right, too, for fast turnover, honest value, 
bigger profits for you! 

Stock up now! Add profit plus pres- 
tige to your Electrical Department. 
Write for catalogs and prices, or ask 
your wholesaler. 


ROVAL ELECTRIC CORP. 


Pawtucket, Rhode island 


ELECTRIC 


en associate of 
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DEALER SALES AIDS 


Spring Assortment 


Ajax Wire Specialty Co., 324 Canal 
St., New York 13, N. Y., offers the 
400-Spring Assortment which com- 
prises 400 springs in 50 different 
types for every purpose including 
stoves, lawn mowers, windshield wip- 
ers, etc.; also galvanized springs for 


outdoor furniture. Dealer’s cost is 
only $26.50, complete, for this deal 
which grosses $106.00 at retail. 

All springs are arranged and num- 
bered in separate compartments in a 
compact metal case, 21” wide x 17” 
deep. Case plus extra display board 
is included at no extra charge. En- 
tire shipping weight is under 20 Ibs., 
F. O. B. New York. For more infor- 
mation— 

Write in No, S1 on card, Pg. 87 


V-Belt Pulley Display 


A self-service merchandiser for V- 
Belt Pulleys is announced by Con- 
gress Drives Division, Tann Corp., 
3750 East Outer Dr., Detroit 34, Mich. 

The merchandiser consists of a steel 
rack that holds 36 V-Belt pulleys of 
the most popular sizes and can be 
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used as a counter display, on a peg- 
board, or wall—the pulley diameter 
and piece price is indicated. For 
more information— 

Write in No. S2 on card, Pg. 87 


Blade Merchandiser 


A counter or hookboard merchan- 
diser for jig, coping and sabre saw 
blades is announced by G. W. Griffin 
Co., Franklin, N. H. It is said to pro- 
vide a complete replacement blade 
center for the hobby, do-it-yourself, 
and the carpenter trade in a space 
142” deep, 8” high, and less than 15” 
wide. 

Blades are in individual, reuseable 
plastic sleeve packages, all packages 
same price for better self service. 

The merchandiser has ease] back 


CUTS METAL, WOOD, BiagT: 


For more information on these sales 
aids use the free post card on page 87 


for standup counter display, eye 
punched for wall or hookboard dis- 
play. Contains a wide assortment of 
blade sizes and teeth; loop, pin, and 
plain end. For more information— 
Write in No. S3 on card, Pg. 87 


Roller and Brush Display 


The Wooster Brush Co., Wooster, 
Ohio, announces that its Wooster- 
MagiKoter 3-section display mer- 
chandiser has been slimmed down 
and given a modern new look with 
a black and gold decor. Wood display 
panels have been replaced with metal 
lath screening. 


Each of the three sections may be 
used individually as counter mer- 
chandisers or may be assembled, as 
shown, into one complete floor-type 
unit. Pure Bristle and Exploded-Tip 
Brush sections each hold a complete 
selection of the most called-for sizes 
and styles. Roller section displays 7” 
and 9” frames and roller covers. 
Paint Trays can be displayed below. 
For more information— 

Write in No. S4 on card, Pg. 87 
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Padlock Merchandiser 


A pegboard header rack to display 
its padlocks is announced by Yale & 
Towne Manufacturing Co., White 
Plains, N. Y. 

The wire frame header holds six 
each of six popularly priced Yale 
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padlocks, including one long shackle 
padlock for bicycles, duffle bags, and 
other purposes. Padlocks provided as 
stock for the merchandiser are indi- 
vidually packaged in sturdy transpar- 
ent plastic bubbles on colored, self- 
selling cards. 

The rack is 18” long, 442” high, and 
has a projection of only 4%”. Its 
sign is colored red, white, and blue 
and is 3” high and 18” long. For 
more information— 

Write in No. S5 on card, Pg. 87 


Letters-Numbers Display 


To serve regular needs quicker and 
to motivate impulse sales on Numbers 
and Letters, Hy-Ko Products Co., 
Cleveland 3, Ohio, has designed the 
Number-Letter Sell-O-Rama. The 
counter display uses hanging packs 








to stock and sell all 26 aluminum re- 
flecting letters, numbers, and popular 
symbols. Each spindle holds up to 
five pendant paks. 

The Sell-O-Rama is quality con- 
structed, occupies only 15” space, 
and is included free with assortment 


#350 of 40 dozen assorted letters, 
numbers, symbols and frames. For 
more information— 

Write in No. S6 on card, Pg. 87 


Roller Cover Rack 


Dealers who sell TiZ, the disposable 
paint roller cover, will now have 
available to them a new TiZ Mer- 
chandiser when they order 60 sets of 
the covers, The Wooster Brush Co., 


Wooster, Ohio, announces. The dis- 
play rack will be packed right in the 
shipping carton. 

The “tree” type merchandiser is 
topped off with a colorful display 
card that gives product information. 
For more information— 

Write in No. S87 on card, Pg. 87 


Shear Merchandiser 


The Acme Shear Co., Bridgeport, 
Conn., has developed a new display 
card featuring six deluxe Kleencut 
shears with micro-tension adjustment. 
Micro-tension allows users to set their 
shears to the way they like them 
with a coin. 

The Kleencut display assortment 
#1903 offers three all-purpose, fully 
nickel plated 7” Straight Trimmers 
and three fully nickel plated 7” Bent 
Trimmers already mounted on the 


colorful merchandiser. Also available 


is assortment No. 1905 which offers 
the same six shears with black 
enameled handles 

The fully nickel plated shears sell 
for $2.25 each, the enameled handled 
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shears, for $1.69 each. For more in- 


formation— 
Write in No. $8 on card, Pg. 87 


Power Equipment Helps 


Quick Manufacturing, Inc., Spring- 
field, Ohio, offers a collection of dis- 
play material free to its dealers of 
Springfield mowers and tillers. In- 
cluded are large Value-rama banners, 
window displays, cash register talk- 
ers, door stickers, suggestions for us- 
ing radio and newspaper advertising, 
pass-out literature, and selling data. 


The material is flexible. It may be 
used for special promotions, for side- 
walk selling, or day-to-day display 
inside the store. For more informa- 
tion— 

Write in No. S9 on card, Pg. 87 


Bath Scale Merchandiser 


A space saver metal display rack 
for bath scales is announced by Han- 
son Scale Co., 1777 Shermer Rd., 
Northbrook, Ill. 


The rack requires less than two 
feet of floor space, 13” x 18”. It dis- 
plays two Hanson scales and stores 
eight. 

Available free with the purchase 
of 10 scale assortment No. 110. Retail 
value, $77.10. For more information— 

Write in No. $10 on card, Pg. 87 
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Wire Screening Rack 


New York Wire Cloth Co., 441 E. 
Market St., York, Pa., is offering a 


screening and five rolls of aluminum 
screening—one each of the 26”, 28”, 
30”, 32”, and 36” widths; and five 
rolls of galvanized and five rolls of 
Vinalume screening in these widths. 


double-sided tubular aluminum dis- omen a \; . 
play rack in connection with dealer’s Large swatch samples, sales litera- 
selection from five assortments of ; ture, and a square-footage calculator 
Opal insect wire screening at special . are included free with each assort- 
prices. It occupies a 2 x 3’ space, . a ment. For more information— 
holds ten 100’ rolls. “0 Write in No. $11 on card, Pg. 87 
The display rack is available in 
combination with any of these assort- 
ments: ten 100’ rolls of Opal galva- 
nized screening—two each of 26”, 28”, _. ~ 
30”, 32”, and 36” widths; five 100’ * . PRINTED HELPS 
rolls of Opal aluminum screening— > 
one each of the above widths; five and other sales aids 
rolls of Opal Vinalume screening in 
above widths; five rolls of galvanized 











Chas. O. Larson Co., P. O. Box 358, 
Sterling, Ill., manufacturers of wire 
goods, wire specialties and hardware 
construction sets consisting of seven 
styles of saw horse brackets and eight 
styles of folding table leg brackets 
for the do-it-yourself trade, has 
available for dealers envelope stuff- 
ers which may be obtained in moder- 
ate quantities without charge upon 
request. A silent salesman wire dis- 
play rack is available without charge 
in a choice of two balanced assort- 
ments of four construction Sets. 
Counter models for three styles of 
saw horse brackets and two styles of 
folding leg brackets are available 
without charge under certain condi- 
tions through wholesalers. For more 
information— 

Write in No. $12 on card, Pg. 87 


Champion DeArment Tool Co., 
Meadville, Pa., offers dealers a wide 
range of sales aids including imprint 
book matches, display boards and 
display tool rolls, newspaper mats, 
counter signs, decals, envelope stuff- 
ers, and counter coats for sales per- 
sonnel. Display boards offered in- 
clude No. 26 which is designed as a 
permanent display. The 26 different 
pliers are fastened on the board 
which is %4” plywood, measuring 24” 
x 30”. Display boards 57, 75-A and 
87, of the same size, are dispensing 
boards containing selected assort- 
ments of the complete line of pliers 
ae s . No charge is made for the boards 
Traditional Swedish Craftsmanship | yx2, mercnancise is purenases 

boards remaining company property. 

... iS built into every fine Sandvik buck | Small 4'2" pliers available in five 
a se oe different patterns are merchandised 

OTHER PRODUCTS saw. “Hard Point patented blade of on 3-color display board and are also 
SANDVIK OFFERS Sandvik Swedish Steel, recognized the available in a velvet lined fitted case. 
world over for its exceptional cuttin Advertised as Channellocks “Little 

HAND SAWS qualities. P g Champ” pliers. A counter promotion 

FILES Recommend, stock and display Sandvik ~~ contains nine of the Heavy Duty 
CHISELS ip Joint pliers—four 6”, three 8”; 
buck saws, because when you offer and two 10” patterns. Each plier is 

PLIERS Sandvik you are offering the best. individually cartoned and all nine 


SCYTHES pliers are packaged in a blue and 

5 pS . white on silver foil carton. Offered 

| S d v free in the 3-color Salesmaker which 

«+ all made o: y an vi STEEL INC. sells any three Channellock pliers of 
from the finest er Saw & Tool Division the dealer’s choice (plus a place in 


; ' 
Swedish Steel! 1702 NEVINS ROAD, FAIR LAWN, NJ. front for the No. 424 Ignition Plier). 
4927 A self-contained easel and eyelet puts 
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One order, one source 


. for more fastener business 


Here’s repeat business 
... for steady turnover 


Customers who find what they want, when they 
want it, return another day. ( 


onsequently, it’s 


just good business to stock and sell screws and 


‘ 


poration fasteners have served the hardware field 
for over 50 years, building up trade acceptance 


bolts of time-tested quality. Screw and Bolt Cor- 
everywhere—for assured turnover. 


Contact your Screw and Bolt distributor for good service on all types 


and sizes of trade-accepted screws and bolts. 


OF AMERICA 


P. O. Box 1708 = Pittsburgh GO, Pennsyivania 


SCREW AND BOLT CORPORATION 


Formerly Pittsburgh Screw and Bolt Corporation 
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yo’: from your MANN Jobber... 


These 2 Fisherman’s Favorites” 


Lion® Fish Landing Gaffs 


No. 2 tor medium size game fish (open to 5-'/,"', 
close to 3-'/,"'); No. 3 for frogs (open to 6", 


c‘ose fo 3-4") 


WILL NOT MUTILATE; holds 


s.curely. Retail approx. $3.00 ea 


Safe-Wade® Creeper 


Provides POSITIVE safety, quick footing 


in 


swift streams, on rocks and in mud. Easy on; 


easy off . 


. lightweight. Retail approx. $3.00 pr. 


O. A. NORLUND 


Division of Mann Edge Tool Co. 
Lewistown 2, Pennsylvania 





New! No. 95 Victor Ma- 
jestic Long-Life decoy. 
Made of polyethylene 
plastic. 


It’s New, It’s a Natural... 


and Naturally It’s a 


The new Victor Majestic Long-Life 
decoy is a natural for today’s duck 
hunter who wants quality, conven- 
ience, and results. It’s a “‘must’’ for 
your Victor Line in '59! The Long- 
uife decoy is designed to last a lifetime. 
It is constructed from pliable poly- 
ethylene plastic; is not affect by 
dropping, crushing or extreme temper- 
atures. Self-inflating, has no compli- 
cated valves—works like a plastic 
squeeze bottle. 

The new No. 95 Victor Majestic 
Long-Life is life-size, prebalanced, 
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Wictor 


equipped with anchor line tie. It rides 
free and lifelike on the water; is water- 
proof and shot-resistant. Finished in 
natural, non-glare colors with molded 
eyes. 

OTHER VICTOR DECOYS are available in 
Molded Fiber, Tenite Plastic, and 
Wood; also goose, crow and owl decoys 
—the most complete line offered by 
anyone, anywhere. Order a full assort- 
ment from your wholesaler, now! 


ANIMAL TRAP COMPANY OF AMERICA 


Lititz, Pa. * Pascagoula, Miss. « Niagara Falls, Ontario 





the display to work on the counter or 
on the wall. For more information— 
Write in No, $13 on card, Pg. 87 


Stanley Hardware, division of The 
Stanley Works, 195 Lake St., New 
Britain, Conn., announces new and 
improved merchandising features for 
its cabinet hardware, including visi- 
ble packaging, and self-service dis- 
plays. Available to dealers is the new 
C-2 pegboard display stand. Fifty- 
seven select items are now visually 
packed, mounted on yellow and black 
space-saving cards, on the back of 
which carry all customer informa- 
tion: item name and number, suggest- 
ed usage, proper application, finish, 
and materials. For more informa- 
tion— 

Write in No. $14 on card, Pg. 87 


Moto-Mower, Inc., Richmond, Ind., 
offers its dealers a complete mer- 
chandising package. Included are 
window display materials, store ban- 
ners and streamers, point-of-sale ma- 
terials, mower stands, and colorful 
handle cards. In addition, a strong 
local advertising program including 
cooperative advertising is offered. 
For more information— 

Write in No, S15 on card, Pg. 87 


Columbus Plastic Products, Inc., 
Columbus, Ohio, offers a series of ad 
material for 1959 to merchandise its 
Lustro-Ware plastic housewares. Ads 
are illustrated, same size, on a 12- 
page newsprint folder. The mat serv- 
ice folder includes over 75 ads rang- 
ing from small one-column drop-in 
spots one and two inches deep to 
larger 2-, 3-, 4- and 5-column display 
ads. Individual reproductions of over 
200 items in the Lustro-Ware line are 
supplied also in mat or reproductive 
proof form for special promotional 
use. All materials, mats of ads, etc., 
along with point-of-purchase display 
material, are supplied free. For more 
information— 

Write in No. S16 on card, Pg. 87 


Southern Screw Co., Statesville, N. 
C., offers the Wood Screw Actual 
Size Chart which is designed espe- 
cially for the hardware dealer with 
a customer who wants a wood screw 
“just about this size.” The chart 
illustrates the actual size of wood 
screws in lengths from 3/16” to 6” 
and #0 to #24 diameters. Also illus- 
trated are driver types and head 
styles with materials and finishes 
listed. The chart is printed on glossy 
stock. Dealers may obtain the chart 
without charge from their distributor 
—available through this source only. 
For more information— 

Write in No, $17 on card, Pg. 87 


Campbell Chain Co., York, Pa., of- 
fers the following display units: The 
compact Chain Reel Display Unit, 
which has bins for accessories at the 
top and a chain cutter attached, re- 
quires less than two square feet of 
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What does the 
WHOLESALER or RETAILER 
expect of a 


PRODUCT HE CARRIES? 





That it comes from a reliable company. | 
That it has a good market and sales volume. AS PH ALT 


That it is soundly priced and profitable. 7 ee TILE 


That the customer can count on it to function 
as promised. yew CEMENT 


5. That the manufacturer stands behind it. 


SOUTHWESTERN PLASTIC PIPE qualifies as “top- 
notch” merchandise on every count. With SOUTH- Contractors and layers “stick” with Consumers Asphalt Tile 
WESTERN, you deal with a pioneer in the plastic cement becouse it requires no priming, has a high apron 
; H , . : asphalt emulsion and is ready to use on concrete or w 
acd industry, backed by 50 as a He ee es below grade). No fire hazard. Spreads 200 sq 
MAKING Prpe. ft. per gallon. 


SOUTHWESTERN PLASTIC PIPE has proven itself a = — 
sales builder and profit maker! Dependable, field- << S RUBBER 


proven quality is assured in every foot of SOUTH- CST TLE 

WESTERN’S complete line of plastic pipe. And, as a a Tl LE CEMENT 
“complete line” house, you will see your profits grow 

with more sales to home owners, plumbers, builders we hb bom Bae 2 
and farmers, because with SOUTHWESTERN, you nent bond. Connet injure or warp 
become the trade’s one-stop supplier for these and tile. Spreads 150 sq. ft. per 
many more pipe requirements: 


@ Stock and poultry watering lines 
e Underground lawn-sprinkler systems 
@ Fresh water lines 
@ Swimming pool supply and drain lines 
e Water well casing 
e Air-conditioning tubing 
@ Electrical conduit 
e Farm irrigation systems 
@ Sewage drain lines 
FAST, RELIABLE SHIPMENTS from SOUTHWESTERN’S con- 


veniently located warehouse points will keep your stock 
bins filled, and help you build customer satisfaction. 


For complete information, phone or write for the name of 
SOUTHWESTERN’S Sales Representative in your area. 


«> Southwestern 


ot Oe OR od | od Ok OL 


P.O. Box 117 + Mineral Wells, Texas Pin« e F 
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EASY-TO-SELL 
PROFITS 


| 2 WINGED 
SHOULDER HOOKS 


Self-screw heok for dra- 
peries and curtains in 
nickel or brass finish. 
5 sizes ('2" to 1/2"). 
Packed 100 to a box. 





ez CUP HOOKS 


One-Piece Durable 

6 sizes (‘/."" to 14"), in Nickel and 
Brass. each 

packed 100 to 

a box 7 

size carded in 7 

popular colors 

plus Nickel 

and Brass. 





CF UTILITY HOOKS 


Handy self-screw all purpose hook in 
bright plated finishes. 2-to-a-card or 
in boxes of 50. 


«3 UOAT HOOKS 


Lacquered Brass, Nickel, 
Chrome or Bright Iridite 
Finish in boxes of 25 with 
2 flat head steel screws 
per hook. 


WING & CAP NUTS 


Bright rustproof finish . 

4 popular sizes . . boxed 
in attractive, self- selling 
counter display assort- 
ments. Also 

available in 

bulk or pack- 

aged 100 to a 

box in a com- 

plete range of 

thread sizes. 


SOCRERS: Write now for 

ices and catalog sheets on 
GRC's full line of money-making hardware 
items, including DRAPERY RINGS. SCREEN & 
WINDOW HA DWARE, DRAIN Cock KEYS. 
DEALERS: See your jobber salesman for im- 
mediate delivery on 


these and other GRC 
hardware items. 


ra rg s foremost aes of yo die ones 
3 New Rochelle, 
New Rochelle 3-8600 Hardwore HPR sand) 


112 
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floor space. It has a blue and yellow 
baked finish; is 5334” high, 2042” in- 
side, 21%” deep. The Proof Coil 
Chain Merchandiser which requires 
only one square foot of counter or 
floor space; shipped pre-assembled. 
Unit is 24” high when used for coun- 
ter display; stands 39” high when 
used as a floor unit. Blue Temper 
Proof Coil Chain Assortment con- 
sists of 3/16” and “4” chain in 10’, 
15’, and 20’ lengths; 5/16” chain in 10’ 
and 15 lengths. For more informa- 
tion— 
Write in No. $18 on card, Pg. 87 


Wickwire Brothers, Inc., Cortland, 
N. Y., offers for dealer use a mer- 
chandising kit containing colorful 
posters and folders promoting the 
company’s line of wire products. Ex- 
tra posters for windows and folders 
for counter give-aways and envelope 
stuffers are available in addition to 
ad mats of company products. For 
more information— 

Write in No, $19 on card, Pg. 87 


Langley Corp., 310 Euclid Ave., 
San Diego 12, Calif., is offering a 17” 
x 20” display banner free to all deal- 
ers. Printed in bright green and biack 
on a fringed white satin background, 
the banner features the symbolic 
Langley sea-lion. Pressure-sensitive 
adhesive backing at the top permits 
mounting of the banner to the wall 
behind the reel display. For more 
information— 

Write in No, $20 on card, Pg. 87 


The Ruberoid Co., 500 Fifth Ave., 
New York 36, New York, manufac- 
turers of building products, offers a 
wide selection of envelope stuffers, 
window display material, counter dis- 
plays, and special store displays in 
numerous sizes, colors, and materials. 
These include a 6-tier wire rack dis- 
play for asbestos siding, rigid model 
boards, etc.; a two-piece metal en- 
trance doorway sign; and a truck 
sign. Also included are a number of 
colorful counter displays. For more 
information— 

Write in No. $21 on card, Pg. 87 


McCulloch Corp., Marine Products 
Division, 2901 East Hennepin Ave., 
Minneapolis 13, Minn., in its “Adver- 
tising and Promotion Dealer Hand- 
book,” covers all of the sales promo- 
tion material available to Scott deal- 
ers in 1959. This material includes 
formats and ad builders; window 
streamers which feature Scott’s 1959 
motors; handout stuffers; line fold- 
ers; dealer decals; service uniforms; 
miniature Scott plastic motors; a col- 
or billboard; changeable translight 
display; roadside sign; radio scripts; 
30-minute, 4-color movies; preview 
poster; counter display; store front 
signs; clock sign; motormobile sign; 
boatmobile sign; blackboard cutout 
displays. For more information— 

Write in No. $22 on card, Pg. 87 


Molly Corp., Reading, Pa., has 


available for dealers: metal merchan- 
diser #612 containing 600 Molly 
screw anchors and 12 utility plugs; 
cardboard counter display #200 con- 
taining 200 screw anchors, 2-color 
leaflet on screen anchors; 2-color 
leaflet on Hi-Speed Installer; 2-color 
leaflet on utility plugs; 2-color leaf- 
let on Molly Jack Nut; 3-color, 21” 
x 9” window streamer featuring Mol- 
ly screw anchors; and newspaper 
mats. For more information— 
Write in No, $23 on card, Pg. 87 


Nixdorff-Krein Manufacturing Co., 
916 Howard St., St. Louis 6, Mo., has 
available the Merchaindiser Display 
Rack which holds eight of the com- 
pany’s fastest selling types and sizes 
of chain with a built-in chain cutter. 
The reels have square holes to pre- 
vent chain from running out on the 
floor. The display has a spare rack 
for extra stock and has a tubular 
steel frame with no sharp edges. For 
more information— 

Write in No. $24 on card, Pg. 87 


Lazy Boy Lawn Mower Co., Inc., 
1315 West 8th St., Kansas City, Mo., 
offers to dealers without charge full- 
color mailing pieces and ad mats on 
all mower models. A new riding 
mower and two new reel mowers 
have been added to the 1959 line. 
For more information— 

Write in No, $25 on card, Pg. 87 








SMITH 


= << SPRAYERS 


Complete line of sprayers and dusters. 
First choice for Quality since 1888. 
Many styles and sizes. 

Inexpensive. All are 

fast sellers. 


SEND FOR 


originators of 

sprayers. Every 

SMITH product is 

superior in workmanship, 

design and performance. 

There is a model for every 
spraying need. 


44% Main St., Utica 2, N.Y. 
“Originators of T, cthoon 


Cc ian R 
1908 Bt Cather os &w ~ 2, Canada 
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1960 selling reminder 


LURES OF THE YEAR 


The Original 
DIPSY DOODLE 
World Famous 


Series 1800 Pennsylvania’s 1960 Deluxe 
spor Tal Rotaries can be tilted 
MINNOW . F “ ‘ 
Series 1100 without spilling filter oil 


in 12 Colors 
and White 


because their 4-cycle engines 
have dry air filters—another 
important Pennsylvania 
sales advantage! 


Series 3100 In 8 Get the full story on all-new Pennsylvania Mowers. 
Colors and White Write Pennsylvania Power Mower Division, 
American Chain & Cable Company, Inc., Exeter, Pa. 


\ 
The DOODLE Makers Now Have MORE Production 
New Jobbers Invited -— For BIGGER Profits — FASTER Sales 


WOOD MANUFACTURING CO. 


HOME OFFICE & FACTORY: CONWAY, ARKANSAS 
Don't Soy We Didn't Tell You 





























Sell Sterling... 


= Talem selem-i-11 Mm selelametel-jlelasl-le-m Melalcm M@li-M adgeli-letilela| 


Hardware Cloth (Welded) 

2 x 2 mesh with mechanically accu- 
rate wire spacing. Electric furnace 
steel wire is galvanized both before 
and after welding. Standard widths 
from 12” to 72”. 


Hardware Cloth (Woven) 
Uniform in width with double sel- 
vage for extra strength. Zinc galva- 


It's the : . , 
nized after weaving. Six standard 


“EXTRA LINE” 
that gives added meshes 2” x 2”, 3” x 3", 4" x 4’, 


strength! 8” x 8”, %" x 44", and %" x %"... 
EXTRA-LINE POULTRY NETTING widths 24”, 30”, 36”, 48”. 
Sterling “Extra Line” Poultry Netting gives added strength at no extra cost. 
In addition to the single selvage at the top and bottom of the roll, Sterling Field Fence ¢ Barbed Wire @ Baling Wire ¢ Smooth Wire 
“Extra Line’’ Netting has an extra line of wire running horizontally at intervals Ornamental Lawn Fence and Gates ¢ Fabri-Cloth 


throughout the netting for greater strength. You get additional strength Stucco Netting e Corn Cribs and Cribbing ¢ Nailsand Staples 
just where you need it, to prevent sagging and bagging. 


YOU EXPECT MORE FROM ELECTRIC STEEL AND YOU GET IT... GREATER STRENGTH AND LONGER LIFE 


, 4 


Ting NORTHWESTERN STEEL AND WIRE COMPANY 
= oe N ‘ » STERLING, ILLINOIS 
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You can depend on 


Turnbuchles 


for greater 
self-service sales 
faster turnover 

and a better 


return on your money! 


EVE BOLTS 


wrought nuts, 


“Alumaloy"’ 


bodies, stee! bright zinc gteel rods. 
hooks an 
eyes. sembied. 


i 


plated. AS- Sturdy “Alu- 
maloy"’ bodies. 





GATE HOOKS EYE BOLTS 
round end eves Have lag thread 


ceiling type. Atfullrangeot and turned eye. 
Steel orbrass. sizes. 





S$ & 8 HOOKS U-BOLTS 
Choice of steelorbrass, bright zinc 
large, medium available in a plated, with 
or small eyes. wide range of plates and hex 
Steel or brass. sizes. nuts. 





‘Siabse 


F 


Sete oe 
3802 


SHOULDER HOOKS square bend. CLOTHES LINE... 
ithtirm Available in 
brasswithfirm — eicel or brass, MAMMOCK HOOKS 


BUF 


National advertising ... modern pack- 
aging ... and sales-clinching merchan- 
dising displays speed your sales of 
turnbuckles, bright-wire goods and self- 
locking perforated board fixtures. One 
source provides a complete line... 
combination shipments from centrally 
located warehouses... faster service 
. . . lower overall costs. Call your jobber 
or write today for new catalog. 


BOX 333, MICHIGAN CITY, IND. 
FACTORY: GRAND BEACH, MICH, 
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The Acme Shear Co., Advertising 
Dept., 100 Hicks St., Bridgeport, 
Conn.., is offering free to dealers mats 
for their local newspaper advertising 
on Kleencut Scissors and Shears. A 
four-page folder showing the 28 mats 
with a postage paid return order card 
is available upon request. For more 
information— 

Write in No, $26 on card, Pg. 87 


The Wood Shovel and Tool Co., 
Piqua, Ohio, offers to dealers a bro- 
chure and a proof sheet on advertis- 
ing mats which are available free of 
charge. A self-mailer on the com- 
pany’s Jet-Lite line of shovels, spades 
and scoops can be used by the whole- 
saler and the dealer alike and is 
available in any quantity upon re- 
quest. A floor type shovel rack which 
provides a great degree of flexibility 
inasmuch as it can be moved from 
one part of the store to another and 
which displays six or more shovels, 
spades and scoops is made available 
at a small extra cost. Also at modest 
cost, the company offers three mer- 
chandiser and display rack deals for 
shovel and steel goods. For more in- 
formation— 

Write in No. $27 on card, Pg. 87 


©. Ames Co., Parkersburg, W. Va., 
is offering a wide variety of ad mats 
on its full line of garden tools. Avail- 
able in one column size, the mats 
provide generous space for imprint 
and price. A proof sheet showing 
available mats is available upon re- 
quest. For more information— 

Write in No. $28 on card, Pg. 87 


Crescent Tool Co., Jamestown, N. 
Y., has available displays for all the 
better selling items in its complete 
line of wrenches, pliers, screwdrivers, 
hacksaws, tinner’s snips, special line- 
man’s tools, etc. The display, 23 in 
all, can be mounted in units of one, 
two, four, six. 12 and 16 panels. Vari- 
ous fixtures are offered by the com- 
pany at a small cost. No charge is 
made for the display panels, they are 
billed at the cost of the tools on them. 
Stands to mount four, six, 12, and 
16 panels are available at low cost. 
Crescent also has display cards avail- 
able at no cost. For more informa- 
tion— 

Write in No, $29 on card, Pg. 87 


Heineke & Co., Springfield, III., of- 
fers Excello mower dealers a special 
demonstration package featuring the 
Model 271, 21” rotary with “Excello- 
matic” start-run-stop fingertip con- 
trol. With each single purchase of 
any assortment of six power mowers 
by a dealer, the company will ship, 
freight prepaid, one Model 271 at a 
special low price, with a kit of sales 
aids, free of charge, consisting of the 
following: display stand; handle fea- 
ture card; window banner; door ban- 
ner; lawn care brochure; power 
mower trade-in “Blue Book;” leaf 
mulcher kit; envelope folders; win- 
dow “Authorized Dealer” decal; full 


line giant wall banner; master repair 
parts charts; order blank for dealers 
to request additional quantities, free 
of charge, of these sales aids, plus 
newspaper mats, radio and television 
spots. For more information— 
Write in No. $30 on card, Pg. 87 


Hanson Scale Co., 1777 Shermer 
Rd., Northbrook, Ill., offers a versa- 
tile point of purchase display stand 
for its line of personal scales. The 
stand, No. D-108, is in the form of a 
wire bracket and can be used as a 
counter or window display, or hung 
on peg board. It is 16” high by 11” 
wide. For more information— 

Write in No, $31 on card, Pg. 87 


Amerock Corp., Rockford, IIl., of- 
fers colored envelope stuffers illus- 
trating the full line of cabinet hard- 
ware for consumers. The folder in- 
cludes the full line of pulls, knobs, 
hinges, catches, and window sash 
locks and lifts. Space is provided for 
imprinting. A variety of free ad-mats 
are also available to interested deal- 
ers. For more information— 

Write in No, $32 on card, Pg. 87 


Plymouth Cordage Co., Plymouth, 
Mass., invites dealers to participate 
in its “Rope Tricks” promotion by 
offering a free “Rope Tricks” Mer- 
chandising Kit. The Kit contains 25 
copies each of illustrated folders on 








Wagon Display sells for you! 


Model #50 wagon display stacks verti- 
cally up to 5 wagons. Requires mini- 
mum of floor space and can be moved 
from place to place. Each fixture is 
adjustable. Can be used over and over 
again on all types of wagons. Entire set 
wts $4.85 
11 lbs. 


Postage Prepaid. Order yours today! 


to display up to 5 wagons c 


(for a limited time only) wt 


r 
6515 W. Grand Ave., Chicago 35, Illinois 


Pr otal 
$4.85 


Enclose check with order. 
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FITLER 


“STALONg" 


@ PLIED YARN CONSTRUCTION 
@ PRE-SHRUNK FOR COMPLETE STABILIZATION 
@ “STABILIZED” UNDER PATENT NO. 2,343,892 


FITLER STALONg is flexible and splices easily. It is 
a soft rope and easy to handle under all working conditions. 


STALONg is twice “stabilized” - once in the yarn, once 
in the rope. 





FITLER MANILA ROPE 


Fitler’s Rotproof treatment of rope makes the finest Manila 
Fibers even more durable and does not alter or change the 
color of the rope. It affords protection against decay-producing 
moisture, mold, mildew and fungi. 


Identified by the Blue and Yellow Trademark Filer 


SOLD BY INDUSTRIAL 
DISTRIBUTORS EVERYWHERE 


THE EDWIN H. FITLER CO. FITLER 


Est. 1804 
Philadelphia 24, Pa. 


*DuPont-Polyester Fiber 
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BIGGER PROFITS > 


TANK BALL 
& GUIDE 


MORE THAN 


7,006,000 
SATISFIED USERS 
Any home keeper 
who has been a 
“bothroom jiggler” 
is a customer for 
“Alert” becouse 
it eliminates 
worrisome old type 
tank balls and 
lift wires ... ends 
water waste and 
annoying gurgles 
once ond for all. 
Put “Alert” on 
REPLACEMENT RUBBER BALL your counter ond 

Round ball, chain and profit. 

attachment hook are 

available. Packed 6 to 
o@ box, 6 boxes 

te a carton. 





ARDMORE PRODUCTS CO., CONSHOHOCKEN, PA. 


1960 selling reminder ! 


Pennsylvania’s 1960 Deluxe 
Rotaries come with controls 
and handles already 
attached—no assembly 
necessary —another helpful 
Pennsylvania time-saver 
for the dealer! 


Get the full story on all-new Pennsylvania Mowers. 
Write Pennsylvania Power Mower Division, 
American Chain & Cable Company, Inc., Exeter, Pa. 





























TOP QUALITY 


Cork Fishing Floats 


Furnished Lines 


AVAILABLE IN 


POPULAR SIZES 


NON-RESISTANT 


TANGLE-PROOF 


Precision made from select cork 


* 


Ask your Sporting Goods Jobber for this fast 
selling line of floats 
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MAKES THE 


“SPECIALTY” 
NAILS 


YOUR CUSTOMERS NEED 


/ One ie ORDER CAN CAN 
¥ One esman 
/ One Order Blank Press 


Here’s a sampling 


Maze STORMGUARD 


(Strong Steel Nails Double-Dipped in Molten Zinc) 


ROOFING 
STK. NO! RIOSA (ALSO SCREW AND PLAIN SHANK) 


WOOD SIDING 


STK, NO. $206A (ALSO PLAIN SHANK) 


INSULATING SIDING 
(11 STOCK COLORS) 


STK, NO. $245 (ALSO PLAIN SHANK) 
HARDBOARD 


STK. NO. $255S (ALSO PLAIN SHANK) 


-—— METAL ROOFING —— 
COMPRESSED LEAD HEAD 


STK. NO. P223 .. . BARBED SHANK—BRIGHT 
(ALSO RING SHANK) 


UMBRELLA HEADS 
(1-PIECE STEEL . . . HEAVY SHANK) 


NO. RI34A (ALSO SCREW SHANK) 


INT 
UNDERLAYMENT 
o> 


STK. NO. Fi42 
FLOORING 


STK, NO. Fé7 . 


HAND OR MACHINE DRIVING 
(ALSO CASING HEAD NAILS) 


DRYWALL 


STK, NO. DBI 
p POLE-TYPE NAILS 

— Sa poten 

MASONRY 


STK. NO. H59S (ALSO PLAIN SHANK) 


ASK YOUR JOBBER... 
or write Le Cotas 


m4 W.H. MAZE COMPANY 


PERU 8, ILLINOIS 


For more information use Handy Return Card, Page 87 





“How to Have Fun with Rope,” “How 
to Decorate with Rope,” and “How 
to Use Rope” designed for children, 
ladies, and men respectively, plus a 
wall or counter dispenser rack for 
displaying the folders. A _ large 
streamer and set of newspaper mats 
are also included. The kit is available 
with the order of one of Plymouth’s 
three rope merchandising units: The 
HandyPak which is a 13-coil unit, 
cellophane wrapped, that comes with 
a free display; the SalesRak which 
carries three popular sizes of rope on 
connected spools to sell in lengths up 
to 200 and 300 feet; and the Rope 
Department, which holds three of 
Plymouth’s 500 or 1000’ Reddy-Meas- 
ured coils, marked every 10 feet, in 
colorful cartons, and with shelf to 
display Plymouth’s packaged items. 
The Rope Department is free with an 
order for three coils and one package 
of Handy-Pak. For more informa- 
tion— 
Write in No. $33 on card, Pg. 87 


Jackson Manufacturing Co., Har- 
risburg, Pa., has available the follow- 
ing sales aids: 3-fold color circular on 
home and garden equipment line; 
84%” x 11” page describing wheel- 
barrows, lawn rollers, garden carts, 
and lawn spreaders; single-column 
newspaper mats illustrating any one 
of the garden equipment line. For 
more information— 

Write in No. $34 on card, Pg. 87 


Fuller Tool Co., Inc., 3522 Webster 
Ave., New York 67, N. Y., offers 
a complete self-service “screwdriver 
department” in the form of hang-up 
rack at no cost to dealers. Fuller 
screwdrivers, individually carded and 
priced, may be hung from the rack 
for customer convenience. For more 
information— 

Write in No, $35 on card, Pg. 87 


Republic Steel Corp., 1441 Republic 
Bldg., Cleveland 1, Ohio, offers the 
Blue Ridge Roofing 15-piece kit for 
dealers which contains dealer infor- 
mation and sales guide folder, news- 
paper ad mat sheets, publicity re- 
lease, catalog sheets, radio spots, and 
full-size samples of window banner, 
hanger or counter card, and consum- 
er folders for Blue Ridge and other 
Republic form products. If dealer 
wants ad mats, or sales material in 
bulk, the kit includes a postage-paid 
order card. For more information— 

Write in No. 836 on card, Pg. 87 


Aladdin Laboratories, Inc., 620 So. 
8th St., Minneapolis, Minn., encloses 
a dealer merchandising kit in each 
box of six JON-E’ Hand Warmers. 
Included is a cardboard counter dis- 
play, a window streamer and a deal- 
er’s return order post card for addi- 
tional material. Four-color, self-ad- 
hering clear acetate, 10” x 24” win- 
dow posters for glass doors, display 
windows and display cases are now 
available. For more information— 

Write in No, $37 on card, Pg. 87 


Lamson & Sessions Co., 5000 Tie- 
deman Rd., Cleveland 9, Ohio, makes 
available to dealers a colorful flexi- 
ble bolt display, the stand of which 
is 54” high, 24” wide, and 24” deep. 
Display trays are 14” deep, 23” wide, 
and 9” high, and provide an eye- 
catching setting for the company’s 
“Brite-Plated” bolts, nuts, and screws. 
For more information— 

Write in No, $38 on card, Pg. 87 


Tennessee Coal & Iron Division. 
United States Steel Corp., Fairfield, 
Ala., offers dealers promotional items 
which include folders, leaflets, and 
the Farmers and Ranchers Handbook. 
Color folders feature such items as 
the Griptite Staple and Ranger 
Barbed Wire. Also available to deal- 
ers is a library of films designed for 
showing to farmer, civic, social, and 
educational groups. Films may be 
borrowed without charge, with a film 
catalog supplied on request. For more 
information— 

Write in No. $39 on card, Pg. 87 


Upson Brothers, Inc., 65 Broad St., 
Rochester 14, N. Y., offers a peg 
board display with crystal clear plas- 
tic shelf free with its UP-39 Display 
Assortment of Upson Standard Screw- 
drivers. The display may be used on 
wall, counter, or shelf; requires 11 
inches of space; price and type num- 
ber are printed for each item. Holds 
39 drivers, nine sizes of fastest mov- 











"eect Tap etc au ws <o ove 


HORSE COLLAR PADS 


For every work horse and mule. 
“The pad with the rust-proof 
red at 


ut SEAT CUSHIONS 


t “s <0 ow 








For every tractor and farm 
implement seat. 


See your jobber or write us. 


THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio 
MAKERS OF FAMOUS TA-PAT-CO 
HORSE COLLAR PADS SINCE 188! 
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1960 selling reminder 


Pennsylvania’s 1960 Deluxe 
Rotaries are available with 
long-lived mechanical self- 
starters for safe, easy, 
positive engine starts— 
another big Pennsylvania 
selling advantage! 


Olt, the greatest name in game and 
bird calls, places over a half century 
of game call - making mastery into 
the creating of every call! A complete ~~ Get the full story on all-new Pennsylvania Mowers. 
line of 25 calls end five instruction ~— et Op Write Pennsylvania Power Mower Division, 
records are in demand by hunters the ~- American Chain & Cable Company, Inc., Exeter, Pa. 
world over. . 





Find out today how you can profit with Olt! 

















PHILIP S. OLT CO., PEKIN, ILLINOIS, U.S.A 





Slaymaker offers * 
FREE RACK 


to display locks in 


SES PACK 


# See-Packed Locks Outsell Others as Much as 5 to 1 


Quick Delivery— 
Warehouse Stocks 


GOLD STRAND’ 


INSECT WIRE SCREENING 


Gold Strand Insect Wire Screening and other 
World's Largest Producer of Brass Padlocks steel hardware products are available on a quick- 
ce St SW Sa AS Se SM a ee eee delivery basis from ample stocks maintained in 
CFalI warehouses coast to coast. 
EVERYBODY PROFITS MORE Gold Strand Screening is supplied in galvanized, 
aluminum or bronze cloth . . . in regular widths 


WHEN FLOATS ARE Keichert cee a teddies Gerais... 


in standard 18 x 14 mesh. 


Whether you use the free wire rack or display the a 
> 


locks on pegboard, counter or bin, you'll enjoy the 6 
extra profit you make with Slaymoker padlocks in (jf 
the dramotic See-Pack. Ask your jobber, or write ... 


SLAYMAKER LOCK CO. « LANCASTER, PA, 





Se ne ee ee ee ee ee ee ee ee 





Guaranteed leak-proof, each 


one thoroughly tested to assure 
long service. 

The 4" x 5" high-impact poly- 
styrene plastic is unaffected by 
the chemical content of any water. 

The solderiess copper has the 
exclusive seam-and-spud construc- 
tion for great strength. 

Sizes and shapes for every need. 
Corrugated and non-corrugated. 

Send for catalog and prices. 


THE REICHERT FLOAT & MFG. 


co. 
2250 Smead Ave. Toledo 6, Ohio 
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Complete information and service are available 
through the CFalI warehouse or sales office 
nearest you. 


GOLD STRAND 


INSECT WIRE SCREENING 
THE COLORADO FUEL AND IRON CORPORATION 4906 


in the West THE COLORADO FUEL AND IRON CORPORATION—Albuquerque 

Amarillo * Billings * Boise * Butte + Denver « El Paso * Farmington (N.M.) + Ft. Worth 

Houston * Lincoln * Los Angeles * Oakland + Oklahoma City * Phoenix * Portiend 

Pueblo * Salt Lake City * San Francisco + Son Leandro * Seattle * Spokene + Wichite 

In the East: WICKWIRE SPENCER STEEL DIVISION—Ationto * Boston * Buffalo + Chicago 
Detroit + New Orleans * New York * Philedeiphic 


| 
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ing numbers, and two types (31 slot- 
ted head, eight crosspoint). Packed 
one to a carton. For more informa- 
tion— 

Write in No. S40 on card, Pg, 87 


The Yale & Towne Manufacturing 
Co., White Plains, N. Y., provides 
carded hardware as a dealer help in 
boosting sales. Yale also advocates 
the use of mounted samples on dis- 
play boards as a permanent merchan- 
dising idea. Package merchandisers 
are offered by the company for loca- 
tion in strategic positions. All mer- 
chandisers are in bright colors. For 
more information— 

Write in No, $41 on card, Pg. 87 


Stevens-Burt Co., Water Master 
Co. Division, New Brunswick, N. J., 
provides a colorful display card for 
its all-angle toilet plunger. The card 
carries an illustrated message and is 
fitted with two holes to slip on the 
yellow plunger handle. For more in- 
formation— 

Write in No. $42 on card, Pg. 87 


The Eclipse Lawn Mower Co., 
Prophetstown, IIl., announces that a 
direct mail broadside on Eclipse Wasp 
chain saws is being mailed free in 
quantities up to 500 for dealers or- 
dering two or more saws. The color- 
ful broadside opens up to 34” x 23”. 


Dealers wishing to use more than the 
500 free maximum may order addi- 
tional copies “in-the-mail” at a cost 
of two cents each. For more infor- 
mation— 

Write in No, $43 on card, Pg. 87 


Style-Crafters, Inc., Greenville, S. 
C., offers a number of promotional 
materials free to dealers for the 
Aqua-Float line. Among these are 
full-color catalogs and bill stuffers, 
metal “Play-Safe” signs, window 
streamers, water-safety posters, wa- 
ter ski and safe boating instruction 
booklets, mailing folder on U.S.C.G. 
small boat regulations, counter dis- 
play cartons for Aqua-Float fenders 
and floats, glossy photos, newspaper 
mats, radio and TV spots, and pack- 
aging. A new aluminum floor display 
rack which holds a full 2-dozen as- 
sortment of the company’s various 
products and which features an 
enameled red, white, and blue double 
faced sign is also available. For more 
information— 

Write in No, $44 on card, Pg. 87 


The Edwin H. Fitler Co., Philadel- 
phia 24, Pa., offers the following sales 
aids: (1) Octagonal Display and Dis- 
penser Boxes for 3/16” dia. up to and 
including %” dia. sizes both Manila 
and sisal rope, (2) Fitler measured 
rope marked at intervals of 5’. Avail- 
able on request in Fitler Octags only 
in sizes “4”, 5/16”, 3%”, and %” 








SCUBA* 


for full information on 
PRO... it’s the national- 
ly advertised top profit 
line. 


*Self-Contained 
Underwater Breathing 
Apparatus 


“PRO “Profits You Can 
Count On” 


You can cash in on the growing interest in 
skin diving with the PRO .. . the finest pro- 
fessional SCUBA on the market. Write today 





diameters. (3) A wire rack requiring 
20” x 30” floor space for displaying 
and dispensing three sizes of rope—a 
small charge made for this rack when 
ordered with 300 Ibs. or more of rope. 
(4) “Take-Along” coils of Fitler Ma- 
nila rope. 50’ and 100’ individual coils 
wrapped in polyethylene for self- 
service selling from Dispenser Rack. 
The rack, on rollers, is furnished free 
when a complete group is ordered. 
Delivered in 300 lb. lots (order may 
be combined with other Manila rope). 
(5) The No. 57 Rope Merchandiser, 
5444” x 44%” x 23%”, will hold six 
full Octags or six full reels of rope or 
a combination of both. Rope feeds 
through guides to a measuring device 
and cutter. (6) Fitler bright yellow 
polyethylene (braided or laid con- 
struction) or Fitler Manila Water Ski 
Tow Ropes—available with single or 
double handles, packaged in reusable 
polyethylene bags, vinyl-covered 
handles for a better grip—10 units to 
a master shipping carton. To all deal- 
ers handling Fitler brand Manila 
rope, Fitler will furnish, on request, 
metal signs for counter or wall use. 
For more information— 
Write in No. S45 on card, Pg. 45 


Moore Push-Pin Co., 113-25 Berk- 
ley St., Philadelphia 44, Pa., offers a 
counter display stand, the Moore 
720B, which holds 72 “serve-your- 
self” window packets of Moore pic- 
ture hangers. Ali metal, the revolving 
display is 1034” high with a 9” diam- 
eter base. For more information— 

Write in No. S46 on card, Pg, 87 


S. G. Taylor Chain Co., Inc., Ham- 
mond, Ind., and Pittsburgh, Pa., of- 
fers dealers a chain display stand 
with long - leverage chain cutter. 
When holding its maximum seven 
reels it serves as a chain department 
in itself, occupying less than two 
square feet of floor space. For more 
information— 

Write in No, S47 on card, Pg. 87 


Columbian Rope Co., Auburn, N. 
Y., has available for dealers several 
rope merchandisers, available 
through wholesalers. Merchandiser 
No. 57 holds six full reels, or six full 
cartons of rope, two of which may be 
the 100# size; will hold either car- 
tons or reels or any combination of 
both; rope is fed through guides to a 
measuring device and cutter. The 
“Pick-Me-Up” holds _ individually 
wrapped 50’ and 100’ coils of 4”, 3%”, 
and %” dia. Manila Rope: free with 
initial order of approximately 100 


Ibs. of rope which stocks it; all metal 
] Dept. S, and mounted on casters; dimensions, 

Aurora, Ohio 22” x 22” x 4542”. Made of heavy 
| Send FREE complete details on PRO. gauge wire and designed to display 
rope in cartons (Colpacks), the Col- 
pack Rope Rack holds one Colpack 
25, two Colpack 50’s and Water-Ski 
ropes, rope in small coils, or twine 
items on the top shelf. Or if desired, 
the small rack holding three 9” reels 
of Nylon or Polyethylene Rope may 


i 
| ROSE AVIATION, INC. 


| 

| NAME 
Rose Aviation, Inc.! |. 

1 


Aurora, Ohio 











P-11 
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RUGGED ROBERT 


America's Fastest Selling 
Broom Rake 


5S IMPORTANT FEATURES: 


1-Piece Frame 
Rake Can’‘t Lose 
Shape 


Patented Cover 
Plate — Rake 
Can’t Come Apart 


Special Patented 
Socket 
Guarantees 

Long Life 


Resery 
Wire Products Company 


2713 North 24th St. Birmingham, Ale 


Semi-Circular 
depression — Locks 
Tines for good. 


Guar. 


Manufactured date on every rake. 


anted for 2 years. 





1960 selling reminder 


Pennsylvania’s 1960 Deluxe 
Rotaries have brilliant, 
all-new, high-performance 
Pennsylvania engines— 
another important 

selling exclusive for you! 


Get the full story on all-new Pennsylvania Mowers. 
Write Pennsylvania Power Mower Division, 
American Chain & Cable Company, Inc., Exeter, Pa. 




















MARSHALLTOWN 





_TROWELS 


UG-AN\\ 





DEALERS PROFIT 
CUSTOMERS ARE SATISFIEDH 


wih ADAMS 


Uniform thickness and exclusive 
waterproofing prevents leakage and 
waste . . . keeps your customers 
asking for more. Special attention 
op odd size cup orders. Backed 

advertising throughout the South 

and Southwest. 

You can also profit from 
KAYO, TIP-TOP and ADAMS 
Steel hand tools, cold chisels, punches, etc. 


C. F. ADAMS, Inc. For. worm, tone: 
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MINE SIG ORANGE PUT) SHACKLE 


CHAIN 
YOU BUY THE BEST HOOKS 
on “HIGH TEST” 


Chain 
EXTRA STRONG 
Even the pin is made of hi-strength steel 
GRAB 
HOOKS 
Available for 
Chai n Sizes 


Use 


and heat-treated. 
SAVES TIME 
Can be attach- 
ed anywhere on 
the job. Only @ 
peir of pliers 


5/16” 
needed 


%"' 7/16" 
Va", %" 
SLIP HOOKS 

Order from your Avai wetts for 

Distributor 
or Write 


MIDLAND INDUSTRIES, 


Cedar Rapids, lowa 


Inc. 
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The NEW 
Profitable Way te 
Sold cud Stock 


FAMOUS PHOENIX 
AND JUNIATA 


Horse and Mule Shoes 


HANDY 10 PAIR 


DISPLAY PACK 


Economical Size for Owners 


Permits Stocking Representative 
Patterns With Small Investment 


Easy to Handle on Counters 
and in Stock Room 


e Over 300 Patterns and Sizes—also 
available in 50- and 100-Ib. cartons 


Here's the convenient way to realize extra profits, 
with minimum investment, from horse and mule 
shoes. With the new 10 Pair Pack, you need to 
stock only the most popular patterns and sizes for 
your area. Take advantage of the profit oppor- 
tunities this market offers. Send coupon below for 
selection list and prices and free booklet “How to 
Care for the Feet of Your Horses and Mules.” 


PHOENIX MANUFACTURING COMPANY 
JOLIET, ILLINOIS 


Horseshoe Products Division 
Phoenix Manufacturing Comp 


Send selection list for 10 Pair Pack and free booklet “How 
to Care for the Feet of Your Horses and Mules.’ 





y * Joliet, Winois 


120 
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be displayed on this shelf; requires 
only 20” x 30” of floor space. Colum- 
bian has a small display rack which 
holds three 9” reels of “Stabilized” 
Filament Nylon Rope, “4”, %”, %” 
diameters; or High Tenacitv Poly- 
ethylene Rope, %4” and %” diam- 
eters. Delivered free with three-reel 
order for either rope. For shelf or 
counter display and for use with 
Pick-Me-Up or Colpack Rope Rack. 
Also available is a standard assort- 
ment of window display material in- 
cluding ship cutouts, samples of 
Manila and sisal fibre, folders and 
pamphlets, and a colorful dealer sign. 
Various counter display cartons of 
jute twine, Mason’s line, and Christ- 
mas twine are also available. For 
more information— 
Write in No. $48 on card, Pg. 87 


Weber Tackle Co., Stevens Point, 
Wis., offers a variety of permanent 
metal displays for flies, loose hooks, 
treble hooks, snap-swivels, Redi-Pak 
nylon packages and other tackle 
items. The No. RR74 revolving rack 
displays 72 hinge-cover plastic boxes 
of ringed hooks. No. RR146 is also a 
revolving rack; holds one gross of 
hinge-cover plastic boxes and is de- 
signed to display flies and snap- 
swivels as well as loose hooks. Half- 
size stationary unit of the latter, No. 
R73, displays half the quantities of 
tackle items. Combination assort- 
ments of flies, loose hooks, and snap- 
swivels may be displayed on most of 
these racks. One-, two-, and three- 
tier revolving racks for Weber dis- 
play panels continue to be offered. 
No. RR12, another revolving metal 
display, holds one gross of Redi-Pak 
nylon coils. A number of other dis- 
play boards, boxes, and other pack- 
ages are available. For more infor- 
mation— 

Write in No, S49 on card, Pg. 87 


Plymouth Cordage Co., Plymouth, 
Mass., offers dealers a wide range of 
promotional literature, colorful] point- 
of-sale displays, and several rope 
dispensers. Literature includes pam- 
phlets on use of rope on farms, on 
boats and in industry. Dispensers in- 
clude the SalesRak which sells rope 
off the spool in any length up to 300’. 
The SalesMaker, available in counter 
or floor models, holds seven sizes of 
rope, which can be cut on dispenser 
to desired length. A cardboard dis- 
play occupying less than two feet of 
floor space is available for merchan- 
dising an assortment of ropes and 
twines. All sales aids are available 
through Plymouth wholesalers. For 
more information— 

Write in No. S50 on card, Pg. 87 


Hoosier Tarpaulin & Canvas Goods 
Co., Inc., 1302-10 West Washington 
St., Indianapolis 6, Ind., offers the 
following merchandising aids free of 
charge to dealers: newspaper ad 
mats, display signs, self-mailer bro- 
chures, posters, and glossy photos on 


Hoosier Tarpaulins, Tents and Boat 
Covers. For more information— 
Write in No. $51 on card, Pg. 87 


The Reichert Float & Manufactur- 
ing Co., 2250 Smead Ave., Toledo 6, 
Ohio, offers envelope stuffers, pack- 
age inserts, and newspaper ad mats 
to assist dealers in promoting its line 
of rubber tank balls and guaranteed 
leak-proof copper and plastic floats. 
For more information— 

Write in No. $52 on card, Pg. 87 


Carolina Washboard Co., Raleigh, 
N. C., offers a colorful plastic display 
carton which contains the following 
assortment of Carolina Fishing 
Floats: 4 doz. No. 000; 4 doz. No. 00; 
2 doz. No. 0; 2 doz. No. 1; 2 doz. No. 
2; 1 doz. No. 3—list price is $16.90. 
For more information— 

Write in No, $53 on card, Pg. 87 


The Garcia Corp., 268 Fourth Ave., 
New York 10, N. Y., offers dealers a 
wide assortment of sales aids, includ- 
ing a retailer consultant service and 
assistance from fishing experts who 
set up in-store demonstrations and 
lectures. Merchandising aids include 
the Mitchell Counter Card, die-cut 
for holding a Mitchell reel and one 
spool of Platyl; display stand for 
Mitchell reels; an Abu Reflex trans- 
parent window streamer; an in-store 








“FOR 
IMME DIATE 


DELIVERY!” 


OF NEW YORK 





WIRE 
NEWARK 365 


ATLAS SCREW & SPECIALTY CO., INC. 
450 BROOME STREET, NEW YORK 13, N. Y. 
PLANT: MIAMI, FLA. PHONE: NE 5-2597 


PHONE 
© WRITE © wo 46-0600 
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Streamer illustrating Six Steps to 
Successful Spin Casting; large and 
small size streamers featuring Mitch- 
ell reels; instruction manuals for all 
reels; with complete parts diagrams; 
and others. For more information— 
Write in No. S54 on card, Pg. 87 


Daisy Manufacturing Co., Rogers, 
Ark., has created a free dealer pro- 
motion package consisting of: a pyra- 
mid gun display (cowboy hat size) 
die-cut to hold any Daisy and card; a 
display card for the pyramid, and a 
newspaper advertising mat. For more 
information— 

Write in No. S55 on card, Pg. 87 


Foley Manufacturing Co., 3300 5th 
St., N. E., Minneapolis 18, Minn., 
continues its 14-day trial offer on 
Foley mowers, as a promotional aid 
to dealers. A customer is allowed a 
14-day trial on his lawn. If not sat- 
isfied, he may return the mower and 
get his money back. Dealer has noth- 
ing to lose as the company states that 
it will replace the used mower when- 
ever requested. Window streamer 
and ad mats available on all items 
including a banner on the Twin Cut 
30” riding mower for 1959. For more 
information— 

Write in No. S56 on card, Pg. 87 


O. F. Mossberg & Sons, Inc., P. O. 


Box 1302, New Haven, Conn., makes 
available to dealers 8-page consumer 
stuffers for enclosure with mailings 
or counter use; a 6-page consumer 
stuffer on Mossberg’s 4X scopes and 
its latest adjustable power scope; a 
Mossberg emblem decal for use on 
door or window; and a Retail Sales 
Manual for the dealer and his sales 
staff. In addition, the company offers 
free electrotype advertising mats, 
as well as radio and TV commer- 
cials. For more information— 
Write in No. $57 on card, Pg. 87 


Rubbermaid, Inc., Wooster, Ohio, 
offers dealers a free dispensing unit 
for its shelf and storage area rubber 
coverings, Rubbermaid Shelf-Kush- 
ion, which comes in 45’ rolls. Mer- 
chandising aids for dealers stocking 
the product include window and wall 
banners, and consumer folders which 
feature additional home uses for the 
rubber shelving. For more informa- 
tion— 

Write in No. $58 on card, Pa, 87 


Henry L. Hanson Co., Worcester, 
Mass., has available a Self-Seller 
Drill Display which requires 14 
inches of space. A clear cover high- 
lights the high speed drills which are 
held in support holes and serve as 
a drill gauge. The size and price are 
marked and quantities are varied ac- 
cording to demand. The cabinet has a 
storage rack for extra stock. An in- 


formation chart is also available. The 
Hanson Self-Seller Display Cabinet 
for taps and dies contains initia] as- 
sortment of taps, dies, screw extrac- 
tors, die stocks and tap wrenches, in- 
cluding all popular sizes, and is grad- 
uated according to normal customer 
demands. The cabinet requires coun- 
ter space 18 inches x 13 inches and 
has space in the back for extra stock. 
For more information— 
Write in No, 859 on card, Pg. 87 


The Irwin Auger Bit Co., Wilming- 
ton, Ohio, offers to dealers free metal 
display merchandisers with the fol- 
lowing assortments. No. M-62T con- 
tains metal wall merchandiser and 
13 bit assortments of the Irwin Sello- 
paked 62T Bits, one of each size 
4/16” through 16/16”. No. M-88 con- 
tains metal wall merchandiser and 
20 bit assortment of the Irwin Sello- 
paked Speedbor “88" Wood Bits for 
electric drill, two each of even sizes 
and one each of odd sizes 4” to 1” 
No. 430 contains metal wal] merchan- 
diser with assortment of 30 amber 
plastic handle screwdrivers in the 
five most popular sizes. All displays 
have colorful baked enamel] finish 
and fit in a minimum of space. A 
booklet on the selection, use and care 
of bits, and a variety of envelope 
stuffers are also available. For more 
information— 

Write in No, S60 on card, Pg. 87 


FOR 


RAPID FIRE 


SALES 


HEALTHWAYS “‘PLAINSMAN,” CO? POWERED, BB AUTOMATIC 
RAPID FIRE PISTOL FOR SMALL GAME, AND TARGET PRACTICE 


You can raise your sales sights with this sensational new design 

in gas powered guns. Has the look, feel and balance of a real firearm. 
Loads up to 100 ordinary BBs in seconds. Automatic ammo feed. 
Three-position power control. Exclusive new valve design. 

Foolproof safety. Backed by factory warranty. Acclaimed by gun experts. 


S 
includes one CO? cartridge and tube of 100 steel, copper-coated BBs 1495 retail 


For dealer price/catalog and name of nearest jobber write to: 


Healthways, Dept. SH, 3669 Seventh Ave., Los Angeles 18, California 


A. Attractive individual display package 


B. Four-unit counter display 


HOLSTER: 


hand made of California oak tanned leather — snap button safety 


strap. $3.95 retail 
CO? CARTRIDGE: 


standard 8 gram size — package of 10, retail $1.20 
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NEW PRODUCTS 


Economy Riding Mower 


The Springfield Economy Riding 
Mower Model 60B is announced by 
Quick Manufacturing, Inc., Spring- 


field, Ohio. It is said to have many 
features found only in the more costly 
units: full gear transmission, separate 
blade clutch, positive action brake. 
Has 25” cutting width. For more in- 
formation— 

Write in No. 1004 on card, Pg. 87 


Christmas Tool Specials 


The Henry L. Hanson Co., Worces- 
ter, Mass., offers the following spe- 
cial Christmas promiotions: 

No. CP 113 features the No. 113 
Drill Set, containing 13 High Speed 
Steel Drills from 1/16” to “4” in a 
case. Each set has a 3-color dispos- 
able Holiday Gift Wrapper. The CP 
113 contains four No. 113 Drill Sets, 
one set comes mounted on a colorful 
11” x 14” display and may be used 
either on the counter or hung on the 
wall. Wrappers and display are free; 
dealers pay $14.95 for the four drill 
sets; retail value, $25. 

No. CP 614 features the No. 614 


122 


Ace Super-Set of taps and dies. Con- 
tains 39 taps, dies, and related tools 
in a polyethylene case. Three-color 
Holiday insert in the top of case is 
free. Dealer cost, $16.77; suggested 
retail, $27.95. For more information— 
Write in No. 1005 on card, Pg. 87 


Ridgid 300 Accessories 


Three accessories are introduced by 
The Ridge Tool] Co., Elyria, Ohio, to 
convert the portable Ridgid 300 
Power Drive into a pipe and bolt 
threading machine. 

The aluminum Ridgid No. 310 Car- 
riage slips on the support arms of the 
No. 300, and holds the die head and 
cutter exactly like a pipe machine. 


For more information on these new products 


use the return free post card on page 87 


The No. 360 Cutter features wide 
rolls for straight cuts at pipe machine 
speed. Designed for use with the No. 
310 Carriage only, it attaches with 
swivel drive pin. 

Finally, the No. 310 Carriage is de- 
signed to accommodate any Ridgid 
500 series Quick-Opening Dies—pipe 
or bolt. For more information— 

Write in No. 1006 on card, Pg. 87 


Rotary Tiller 


The 1960 Ariens Jet Rotary Tiller 
features an optional tine reverse- 
drive mechanism as well as fingertip 
operating controls with new auto- 
matic clutch lock, according to the 
Ariens Co., Brillion, Wis. 


The optiona] reverse-unit is avail- 
able also in kit form for tillers now 
in use. 

The Jet has adjustable tillage from 
8” to 20” wide and, with tine extend- 
ers, 28” or 36” wide. An 8” furrower 
is available as an attachment for 
mounting on the free-swinging depth 
bar. For more information— 

Write in No. 1007 on card, Pg. 87 
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Riding Mower 


A special feature of the Imperial 
Riding Mower, made by the Ariens 
Co., Brillion, Wis., is the new “Flex- 
N-Float” mowing action which per- 
mits the rotary or reel mower unit 
to flex and float up and down and 
sideways. It follows all ground con- 
tours. 


The mower is available with either 
a 412 h.p. Clinton or 5% h.p. Lauson 
engine with recoil starter or a 5% 
h.p. Lauson with 12-volt electric key 
starting—each with a choice of inter- 
changeable 26” rotary or 30” reel 
mower and many other attachments. 
For more information— 

Write in No. 1008 on card, Pg. 87 


Power Handle Mower 


Toro Manufacturing Co., of Min- 
neapolis, announces that its Whirl- 
wind rotary power mower has joined 
the Power Handle family. 


The new Whirlwind, a 21” self- 
propelled unit, has the same vacuum- 
ing action that gives the regular 
Whirlwind three-season use: spring- 
cleaning, summer mowing, and fall 
leaf mulching. 

The Power Handle is a versatile 
lightweight engine and handle com- 
bination that powers 11 different 
Toro work units. 


The new 21” unit will retail for 
$99.95. For more information— 
Write in No. 1008 on card, Pg. 87 


Packaged Air Pistol 


Marksman Products, Los Angeles, 
Calif., announces its packaged Re- 
peater air pistol. The presentation 
box, engineered for display with or 
without its 4-color cover, has rigid 
cutouts which hold the Model MPR 
Repeater and its ammunition in place. 


The ammunition supply is encased 
in a target-shaped transparent skin- 
packed unit, and contains a supply of 
BB's, pellets, and darts 

Cover features actual-size photo of 
the repeater. Package weighs 2% lbs., 
measures 8 x 11% x 2 inches overall 
For more information— 

Write in No. 1010 on card, Pg. 87 


Marine Padlocks 


A lifetime marine padlock is of- 
fered by Hurd Lock & Manufacturing 
Co., 9689 Grand River, Detroit 4, 
Mich. 

Shown in a full-color display rack, 
the locks have the following sales 
features: solid bronze construction, 
rust and corrosion proof, full five 
pin tumbler, and built to U. S. Navy 
specifications. 

The merchandising counter display 
has wire shelving for rear storage, or 
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the shelving is collapsible for uSe as 
a wall hung display. For more in- 
formation— 

Write in No. 1011 on card, Pg. 87 


Paint Brush Washer-Drier 


A device designed to clean and dry 
paint brushes and rollers in a matter 
of minutes is introduced by The 
Westway Manufacturing Corp., 1100 
Columbia Rd., Westlake, Ohio. 

The “Spin-Away” is a self-contain- 
ed 5” x 12” unit which works like an 
automatic washer-drier; uses ordinary 
solvent. The spinning mechanism at- 
tached runs like a Yo-Yo and at very 
high speeds; first spins brush or 
roller in the solvent, then spins it dry. 


The product is made of heavy 
gauge steel and nylon. Fits all brushes 
4” wide or smaller, fits all rollers, 
and works with any paint. Retail 
price, $5.95. For more information— 

Write in No. 1012 on card, Pg. 87 


Basketballs and Footballs 


MacGregor Plylon basketballs, 
shown, made available by the Dra- 
per-Maynard Co., Cincinnati 32, Ohio, 
are official size and weight with peb- 
ble-grain finish and simulated seams. 
Have valve inflation. 


The MacGregor Plylon footbal] is 
of official size and weight, water- 
proof, easy to clean with pebble-grain 
finish and simulated lacing Has 
white band at each end. For more 
information— 

Write in No. 1013 on card, Pg. 87 
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Heat-Activated Deer Lure 


4. heat-activated liquid deer lure 
is introduced by Aladdin Labora- 
tories, Inc., 620 So. 8th St., Minne- 
apolis, Minn., to be used in conjunc- 
tion with Jon-E Hand Warmers. 

Each bottle of Deer Coy is equip- 


we 


ped with an eye-drop stopper and 
has a Deer Coy clip attached. Fluid is 
put on absorbent pad inside the clip 
which snaps onto Hand Warmer. 

Special introductory offer: regular 
$1.95 bottle of Deer Coy along with 
50¢ embossed clip, both for $1.95. 

A 6-bottle 4-color counter display 
card and a l-unit window card is 
packed with each 1-doz. pack. Deer 
Coy available in packs of one-, three-, 
six-, and 12-doz. For more informa- 
tion— 

Write in No. 1014 on card, Pg. 87 


Spin Casting Reel 


The Dart $05, a spin casting reel 
priced at $5.95, continues to be of- 
fered by Bronson Reel Co., Bronson, 
Mich. 


Bronson Dart No. 905 


Added features for the 1960 season 
include no line twist, all metal gears, 
and anti-reverse crank. The frame 
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and cover are of anodized aluminum; 


the frame in gold, the cover in black. 


Has black plastic push button and 
white handle grip. 

The Dart comes complete with 10 
pound monofilament line and weighs 
seven ounces. For more information— 

Write in No. 1015 on card, Pg. 87 


Calking Gun 


A general-purpose calking gun is 
introduced by The Vital Products 
Manufacturing Co., 7500 Quincy 
Ave., Cleveland 4, Ohio. 


A combination bulk loading or 
cartridge model with a 1-% pint 
capacity, the L-1 gun features a 
threaded speed cap and a rolled 
thread barrel. Has a double suction 
cup for positive loading of bulk ma- 
terials. To convert to cartridge use— 
either plain or spouted—suction cup 
is removed. 

L-1 barrel measures 10” x 2-%”. 
Gun is designed for use with Vital’s 
line of interchangeable nozzles. For 
more information— 

Write in No. 1016 on card, Pg. 87 


Utility Saw 


The Black & Decker Manufacturing 
Co., Towson 4, Md., is introducing 
the No. 430 6%” Utility Saw which 
will carry a special price of $45.95 
until December 26; regular price, 
$49.95. 

The saw offers two new design 
features: a built-in sawdust ejector 
in the rear of the blade guard; a 
calibrated depth adjustment. 

Cutting range of the No. 430 at 
90° is 2-3/32” to 4%”; at 45°, 1-13/16” 


to 7/16”. No load speed is 5000 RPM, 
net weight is 11 lbs. Equipped with 
combination rip-and-cross-cut blade; 
3-wire cable and plug. For more in- 
formation— 

Write in No. 1017 on card, Pg. 87 


Plumbing Kit 


A Plumbing Kit designed to serve 
anyone who does occasional plumbing 
is made available by Milwaukee Tool 
& Equipment Co., 2784 S. 29th St., 
Milwaukee 46, Wis. It contains the 
following: No. P-100 malleable iron 
pipe threader, No. P-108 “Saunders 
Type” malleable iron pipe cutter, No. 
850 malleable iron pipe vise, and cut- 
ting oil. 


Each of the tools is a regular num- 
ber in the line, bearing the “Milwau- 
kee” trademark. The kit is packaged 
in a corrugated display carton. For 
more information— 

Write in No. 1018 on card, Pg. 87 


Packaged Pliers 


Kraeuter & Co., Inc., Newark 3, N. 
J., is now shipping all pliers in self 
service boxes, ready for peg board 
display. The display package keeps 
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the pliers new and clean, and a flick 
of the finger opens the package front 
to give customers an unobstructed 
view of the pliers. For more infor- 
mation— 

Write in No. 1019 on card, Pg. 87 
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Jack Nuts 


Jack Nuts, designed for fastening 
fixtures to hollow construction with 
narrow expansion space such as hol- 
low-core flush doors, are available 
blister-packed with screws four to a 
colorful card, Molly Corp., Reading, 
Pa., announces. 








Jack Nuts will work in expansion 
space as small as %” and are self- 
adjusting to grip any material up to 
3/16” thick. 

The selling cards, packed 12 to a 
box, are sturdy, punched for hanging, 
and feature a price panel. For more 
information— 

Write in No. 1020 on card, Pg. 87 


Portable *2" Drill 


Portable Electric Tools, Inc., 320 
West 83rd St., Chicago 20, Ill., in- 
troduces its lightweight %” drill 
Model 748-C as having 50 percent 
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more torque than “4” models. It is a 
precision built unit with full %” 
capacity in steel and %4” in hard- 
wood. 

The drill has a 2.6 amp 1,000 rpm 
motor, precision geared chuck and 
key. It is equipped with lock-type 
instant release trigger switch, 6’ cord, 
and auxiliary handle. 
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Suggested retail price: $26.95. For 
more information— 
Write in No. 1021 on card, Pg. 87 


Gift Golf Ball Pack 


MacGregor’s Christmas gift pack of 
liquid-center Par-Maker golf balls 
and durable green plastic putting 
cup is announced by The Draper- 
Maynard Co., 4861 Spring Grove 
Ave., Cincinnati 32, Ohio. 

This “Gift to Good Golf” is col- 
ored in green, white, and gold, and is 
decorated especially for the golfer. It 
is available in the dozen and half- 
dozen pack for the price of the golf 


balls alone. Dozen, $14.75; half-dozen, 
$7.50. For more information— 
Write in No. 1022 on card, Pg. 87 








CHAPIN 


SPRAYERS AND DUSTERS 


Every Homeowner and 


Gardener a Customer... 
for CHAPIN’S Modern Designed, 


Performance-Proved 


Complete Line of Sprayers 


Open Head 
Compressed 
Air Sprayer 





oN 





All Brass 
Continuous 


Hond Sprayer 


NEW! 
All Directional 
Duster 


Cart Sproyer 


Send for 

CHAPIN'S NEW 
1960 Catalog 

Just off the press 


Funnel Top Write Dept. SH-! 


Compressed 
Air Sprayer 


Push-Button 
Garden Hose 
Sproyer 


Quality Sprayers and Dusters Since 1887 
MANUFACTURING WORKS, INC, 


BATAVIA, N. Y. 





For more information use Handy Return Card, Page 87 





Door-Installed Closer 


A door-installed door closer for in- 
terior doors, the Multi-Check, is in- 
troduced by the Oscar C. Rixson Co., 
9100 West Belmont Ave., Franklin 
Park, Il. 





The closer is said to meet every 
mounting preference. It may be mor- 


tised in the door and is invisible 
when door is closed; only one stana- 
ard mortise size. Or it may be mount- 
ed on the door, either push or pull 
side of either a left or right hand 
door. 

The Multi-Check may be installed 
on wood or hollow metal doors. Its 
overall thickness is 1%”. For more 
information— 

Write in No. 1023 on card, Pg. 87 


Lure Assortment 


Marathon Bait Co., Wausau, Wis., 
announces a new assortment of Ultra- 
Light Spinning Lures. The assort- 
ment consists of six lures, totaling 
2% dozen, all mounted on a display 
card for easy selection by the cus- 
tomer. 

Each item is marked with name, 
list price, weight, and catalog num- 
ber. The card is 13” high and 7%” 
wide, has an easel, and also is punch- 
ed for peg board mounting. Shipping 








weight is 10 ounces. For more infor- 
mation— 
Write in No. 1024 on card, Pg. 87 










the BIG name 
ir Gun Cleaning Dre S ome O 





GUN CLEANING 
ESSENTIALS 


Outsell abl others! 
Display them prominently 


HOPPE’S products walk off with 
the top scores in both sales and 
profits in every state in the 
nation! Long-established user 
acceptance and trust . . . plus 
consistent national advertising 

.. Keeps HOPPE the BIG name 
in gun cleaning. Display HOPPE 
products “up top” and “out 
front” . . . watch your sales 
scores go up! 


FRANK A. HOPPE, INC. 
2338 N. Sth St., Philo. 33, Pa, 


ASK YOUR JOBBER 


FOR HOPPE’S 
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a" FLOWER FENCE 


Here’s a brand new idea in garden 
protection—a sure-fire opportunity for more “bloomin’ 
profit’ next spring and summer. Modern WRIGHT 
Flower Fence, with wide “see through” openings, 
easily adjusts to up-and-down-hill garden levels and 
irregular garden shapes. Can be used also for shrub 
supports, arbors and trellises — easy to install and 
remove. Comes in 50 ft. rolls with eye-appealing 
“self-seller” labels — 19” high with 4” built-in stakes. 
Welded construction. 


G. F. WRIGHT STEEL & WIRE CO. 
WORCESTER 3, MASSACHUSETTS 
Your most dependable source of supply for 
Industrial Wire Cloth © Woven Wire Lath © Hardware Cloth 
Welded Wire Fabric © Wire Strand © Hexagonal Netting 
Gutter Guard © Packaged Galvanized Wire 























ALWAYS SELL GENUINE T\o. 


MOLLY 5. 


SCREW ANCHORS and JACK NUTS 


g 
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Boat Fueling Kit 


A fueling kit which makes it 
possible for boatmen to fill the per- 
manently installed fuel tanks in their 
boats the same way they fill their 
auto gas tanks is made available by 
Tempo Products Co., 2062 East 70th 
St., Cleveland 3, Ohio. 


Kit contains provisions for venting 
to outside of hull. Flexible filler hose 
is static conducting. 

Connectors are included to allow 
operation with all popular outboard 
motors. Also available for use with 
the tanks is an electric fue] gauge. 
For more information— 

Write in No. 1025 on card, Pg. 87 


Basic Tool Assortment 


Great Neck Saw Manufacturers, 
Inc. of Mineola, N. Y., has introduced 
a combination counter sales kit called 
the “All American Assortment” No. 
AA-72. 

The 72-piece assortment consists of 
12 basic hand tools. Six each of the 
following: Hack Saw Blade kits with 
eight blades in each kit, Hack Saw 
Frames, 12” Carpenter’s Squares, 12” 
Combination Squares, 14” Panel 
Saws, 3-piece Chisel Sets, Coping 
Saw and three blades, 6-piece Screw- 
driver Sets, Block Planes, 12” Com- 


CLASSIFIED 
» ha . * 





SPECIALTY JOBBERS 


Looking for an additional lucra- 
tive line? Tie in with Sharon’s 
expanding market. $2000 in- 
vestment sets you up with a 
complete inventory and fran- 
chised distributorship in pro- 
tected territory with manufac- 
turer’s full support and co- 
operation. 
Write: 
Sharon Bolt & Screw Co., Inc. 
P. O. Box 239 Norwood, Mass. 








pass Saws, Sliding ““T” Bevel Squares, 
and a 3” Wall Scraper-1%”" Putty 
Knife Combination. 
Any tool is 99c. Display is 33” 
x 23” x 4”. For more information— 
Write in No. 1026 on card, Pg. 87 


Archery Equipment 


The Shakespeare Co., now manu- 
facturing archery equipment at a 
subsidiary site in Columbia, S. C., 
offers the No. 100 Wonderbow. The 
product has colorful limbs of fiber 
glass, laminated African rosewoods, 
leather arrow plates, and feathered 
rests. 


Wonderbows are available in four 
series, top model 100 series illustrat- 
ed, from $39.95 to $79.50 

Also available: solid glass bows, 
arrows, archery kits, and a complete 
line of miscellaneous archery acces- 
sories. For more information— 

Write in No. 1027 on card, Pg. 87 





For information on 
CATALOGS & BULLETINS 
See Page 86 
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ood by MULLIONS! h 


Bel tite. 
WRENCH 


Loosens Rusted Bolts 


15 MILLION ADS 


EVERY MONTH 


The super-penetrating rust solvent 1 
used by farmers, do-it-yourselfers, ' 
mechanics, plumbers, sportsmen. 


Your Wholesaler Has It! 


Charlotte, North Caroline 4 
Ce ee ee 
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END septic tank 
TROUBLES! 


NEW 


FREE-ALL 


vents, frees tank clogging 
@ Easy—Just pour into toilet and flush 
@ Safe — Won't harm humans, animals, 
plumbing 
Stock — display — order today! 
G. N. COUGHLAN COMPANY 
West Orange, N. J. 


Mir. 4 Chimney Sweep, Process 33, Oven-Aid 
‘wen Cleaner, De-Moist, Easy-Aid Silver Cleane: 


For more information use Handy Return Card, Page 87 127 
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TWO OUTSTANDING WLLL PROMOTIONS 





Special 


Deluxe Drill Set Display 


Christmas comes early for Hanson dealers. Now, the 
finest, fastest selling drill set has taken on special 
Christmas trimmings to help you to sell more as gifts 
The Hanson No. 113 Drill Set includes 13 High Speed 
Steel Drills from 'j¢" to 44” in the finest drill case ever 
designed. From now until Christmas each set will have 
a colorful gift wrapper, and the Self-Seller Hanson 
11” x 14” Christmas display card will stimulate im 
pulse buying. Both the display and Christmas wrappers 
are Hanson extras—no charge, of course, to you. The 
supply is limited! We suggest that you ORDER NOW. 


14” 
Retail Value $25.00 


The Display and Christmas Box 
Wrappers are FREE 





‘The Feefeet Gat 


ae Acé Super-Set of Taps and Dies 
ee With Special Christmas Display Insert 


No. CP 614 
Here’s another money making idea for 
Christmas selling . . . Hanson's Super-Set 


No. 614, containing 39 top quality taps, YOUR COST 


and tools, in the finest of cases is 


as a Self-Selling Christmas gift $1677 


1 have to do is lift the cover 





nd let the attractive Christmas insert 
‘ he rest. Every Super-Set shipped be SUGGESTED 
-hristmas will contain a display RETAIL $27.95 
It’s a Super-Set for mechanic or 
man a Super-Seller for 


Both of these promotions carry Hanson 
Unconditiona/ Guarantee 


Supply > mite 


Order NOW from your Wholesaler 
° o o Or @ ° © © HENRY L. HANSON COMPANY 


25 UNION ST., WORCESTER 8, MASS., U.S.A. 
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